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Experienced insurance agents and_ brokers, 
people brand new in business, college gradu- 
ates, returning G. IL.s, ambitious men and 
women from all sections of the country ... will 
be coming to the Hartford Training Centers. 


Why not make plans now to 
join them? 


If you're a representative of the 
Hartford Fire Insurance Company, 
the Hartford Accident and Indem- 
nity or their affiliated Companies... 
if you are interested in highly in- 
tensive courses that will make 
you a better informed, more confi- 
dent, more successful producer... 


Ask your Special Agent for de- 
tails about the Hartford Training 
Centers or write direct to the 
Hartford Fire Insurance Company 
or the Hartford Accident and In- 
demnity Company, Hartford 15, 
Connecticut. 


Hartford Fire Insurance Companys © Thartford Aecident and Indemnity Company 
Hartford 15. Connecticut 
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BEST’S STOCK INDEX 








UNITED STATES 
CASUALTY COMPANY 


INSURANCE STOCKS 


33 34 35 36 37 38 39 WO Mi U2 4S UN NS NB 47 MB NO 60 8) 52 








cr 1952 \ ¢ 1953 ‘ 
30 Fire 90 30 Fire 90 
& Cas. Stocks & Cas. Stocks 


January 31 ... 171.4 191.7 198.6 209.5 
February 29 ... 168.9 184.7 194.7 203.1 
March 31 ... 172.4 193.5 192.8 200.8 
170.7 185.2 187.6 195.5 
176.0 189.4 187.8 194.9 
184.3 198.2 
184.0 201.7 
. R aes 187.2 198.8 
eptember 30 ... 185.4 194.9 
Home Office October 31 187.8 194.7 
November 30.... 196.8 203.8 
60 John Street New York City December 3! .... 204.2 211.0 


The index of 90 stocks is based on Standard & Poor's daily stock price 
indexes of 50 industrial, 20 railroad and 20 public utility stocks combined. 
The 90 stocks and the 30 fire and casualty stocks were at 100 in June, 1944. 

















BUILDING COST INDEX 





r 


; 
CIMARRON 


The new name in 
INSURANCE 


writing: 
@ HAIL ON GROWING CROPS we 


e FIRE & EXTENDED COVERAGE 33 34 35 36 37 386 39 MO Yi U2 43 BY US U6 U7 UB UO 60 Si 62 
@ FULL COVERAGE AUTOMOBILE Avg. May Avg. May 


1939 1953 1939 1953 
@ CUSTOM HARVESTERS Boston 210 574 Minneapolis 202 543 
New York 219 592 Kansas City 209 532 
© PUBLIC LIABILITY Buffalo 205 600 _—St. Louis 208 43-568 
Baltimore 198 581 = Atlanta 186 616 
Philadelphia 196 564 ~——Dallas 171 523 
Desirable agencies wanted Pittsburgh 219 560 New Orleans 194 582 

in open terrifories Cincinnati 209 552 Denver 195 515 
Cleveland 206 572 Seattle 195 577 
Chicago 205 535 San Francisco 183 524 


CimornaninuemnesGoinc. | Se 2 Fe F = 
Cimarron Casualty Co., Inc. 
This index (1918 = 100) applies to construction only and does not in 


Milwaukee 209 610 National Average 200 572 
" " clude building fixture items such as plumbing, heating, lighting, sprinkler 
MIDWESTERN STOCK COMPANIES system, etc. It is based on average costs under asennad conditions with no 
allowance for overtime, premiums on materials, or special conditions. It is 
CIMARRON KANSAS the composite of four types of buildings, frame, brick, concrete and steel— 
' and therefore should be used only as a trend as it is not applicable tc 

specific buildings. 











a S Furnished through the courtesy of American Appraisal Co. 
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INSURANCE STOCKS 
Bid Prices 


Furnished through the courtesy of The First Boston Corporation 
FIRE AND CASUALTY COMPANIES 1953 Range May 
High Low 29, 1953 
Aetna Casualty & Surety Company 118 108, 118 
Aetna Insurance Company .... HI, 53% 53% 
Agricultural Insurance Company (old) 91% 8] 
Agricultural Insurance Company (new) ' 30% 31 
American Alliance Insurance Company 3 3114 Mt 

American Automobile Insurance Company H21 444, 
American Equitable Assurance Company 205 ORI, 
American Insurance Company ‘ 
American Re-Insurance Company 
American Surety Company 
Automobile Insurance Company : 
Bankers & Shippers Insurance Company 
Boston Insurance Company Baad 
Camden Fire Insurance Association 
Continental Casualty Company 
Continental Insurance Company 
Employers Group Associates F 
Employers Reinsurance Company 
Federal Insurance Company . . 
Fidelity & Deposit Company of Maryland 
Fidelity-Phenix Fire Insurance Company. 
Fire Association of Philadelphia 
Fireman's Fund Insurance Company 
Firemen’s Insurance Company (Newark) 
General Reinsurance Corporation 
Glens Falls Insurance Company 
Globe & Republic Insurance Company 
Globe & Rutgers Insurance Company 
(Gireat American Insurance Company 
Hanover Fire Insurance Company 
Hartford Fire Insurance Company 
Hartford Steam Boiler Insp. & Ins, Co 
Home Insurance Company nae 
Insurance Company of North America 
Jersey Insurance Company of New York 
Kansas City Fire & Marine Insurance 
Maryland Casualty Company 
Maryland Casualty Conv. Pfd 
Massachusetts Bonding & Insurance Co, 
Merchants Fire Assurance Company 
Merchants & Mfrs. Insurance Company 
National Casualty Company as 
National Fire Insurance Company 
National Union Fire Insurance Company 
New Amsterdam Casualty Company 
New Hampshire Fire Insurance Company 
New York Fire Insurance Company 
Northern Insurance Company 
North River Insurance Company 
Northeastern Insurance Co. of Hartford 
Northwestern National Insurance Company 
Ohio Casualty Insurance Company (old) 
Ohio Casualty Insurance Company (new) 
Pacifie Fire Insurance Company 
Pacific Indemnity Company 
Peerless Casualty Company 
Phoenix Insurance Company 
Providence Washington Insurance Co 
Providence Washington Ins. Co. Cony. Pfd 
Reinsurance Corporation of New York 
Republic Insurance Company—Texas 
St. Paul Fire & Marine Insurance Company 
Seaboard Surety Company (old) 
Seaboard Surety Company (new) 
Security Insurance Company (New Haven) 
Springfield Fire & Marine Insurance Co 
Standard Accident Insurance Company 
S. Fidelity & Guaranty Company (old) 
S. Fidelity & Guaranty Company (new) 
S. Fire Insurance Company 
S. Guarantee Company . 


Westchester Fire Insurance Company 


LIFE COMPANIES 


\etna Life Insurance Company (new) 
Colonial Life Insurance Company 
Columbian National Life Insurance Co 
Connecticut General Life Insurance Co 
Continental Assurance Company 
Franklin Life Insurance Company 
Jefferson Standard Life Insurance Co 
Kansas City Life Insurance Company 
Life and Casualty Insurance Company 
Life Insurance Company of Virginia 
Lincoln National Life Insurance Co 
Monumental Life Insurance Company 


National Life and Accident Insurance Co 
Travelers Insurance Company 
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WORKING ’ROUND THE CLOCK 
TO PROTECT LIFE AND PROPERTY 


Constant 
Supervision 


More than 49,000 properties through- 
out the United States, valued in excess 
of $39,000,000,000, are safeguarded 
by protective installations connected 
to ADT Central Stations where spe- 
cially trained personne] stand con- 
stant watch, 24 hours a day, to receive 
emergency signals and to take what- 
ever action the situation demands. 
This highly specialized service pro- 
vides the minute-to-minute supervi- 
sion and expert attention required to 
assure dependable operation of fire 
alarms, burglar alarms and other 
types of signaling systems. Trouble 
conditions are detected and reported 
for immediate corrective action. 
Skilled ADT technicians conduct reg- 
ular inspections and tests and pro- 
vide complete maintenance. 

When necessary, alarms are transmit- 
ted promptly and accurately to fire 
and police departments and other 
protective organizations. Special 
ADT forces make investigations to 
protect subscribers’ interests. 

These are the features which lead 
protection experts to give strong en- 
dorsement to ADT Central Station 
Services. They are the principal rea- 
sons why so many business executives 
choose ADT when seeking to improve 
their safety measures. 

Let us tell you how these services can 
be applied to give better protection 
at lower cost. Write for booklet, 
“Protecting L‘fe and Property,” de- 
scribing the complete line of ADT 
Central Station Services. 


Controlled Companies of 


Pe ee | DISTRICT TELEGRAPH co. 


155 Sixth Avenue, New York 13, N. Y. 
CENTRAL STATIONS IN PRINCIPAL CITIES 
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COMPANY DEVELOPMENTS 


SUMMARY of the insurance company developments 
throughout the United States and Canada in recent months 


appears hereafter. 


This summary includes notices of examina- 


tions conducted, and also new, licensed and retired companies. 


ALABAMA Admitted 
American Home Fire Assurance Co 
Insurance Company of Texas ... 
Standard Reliance Ins. Co 


ARIZONA 
Globe and Rutgers Fir 
Vigilant Ins. Co. .. 
Washington Fire & Marine 


CALIFORNIA Admitted 
American Farmers Mutual Ins. Co 
Illinois Fire Ins. Co. 


COLORADO Licensed 
Intermountain Casualty Co 


Ac imitted 


Admitted 


Ins. Co. 


Insurance Co. of Texas 


CONNECTICU1I 
Arex Indemnity Co 
Bankers Indemnity Ins. Co 
Concordia Fire Ins. Co 


DELAWARE 
Columbia Ins. Co. 
National Indemnity Co 
GEORGIA 
American Home Fire 
Baloise Fire Ins. Co., 
win States Ins. Co. . 
MARYLAND 
Quincy Mutual Fire 
MASSACHUSETTS Admitted 
Transatlantic Reinsurance Co ; 
Examined 


Withdrew 


Admitted 


Admitted 
Assurance Co. 


Ltd 


Admitted 
Ins. Co 


New England Ins. Co. . 
Springfield Fire and Marine 


MISSOURI 
American Live Stock Ins 


NEBRASKA 
Mid-Continent Ins. Co. 
Northland Ins. Co. ... 

Ww ithdre w 

Co 


Ins Co. 


Admitted 
( uo 


Admitted 


Bankers Indemnity Ins 
Concordia Fire Ins. Co 
Gulf Ins Co 
Hardware Indemnity Ins. Co 

| xamined 
Central National Ins. Co 


NEVADA 
Mid-Century 
Transatlantic 


Admitted 
Ins. Co 
Reinsurance Co 


Ins a 


iit New York, N. Y. 


Dallas, Texas 
..Lincoln, Neb. 


...-New York, N. Y. 


. New York, N. Y. 


phe ees St. Louis, Mo. 


oma Chicago, Il. 
.Chicago, Ill. 


Pueblo, Colo. 


Dallas, Texas 


..Port Chester, N. Y. 


....-- Newark, N, J. 
_....Milwaukee, Wis. 


.New York, N. Y 
..Omaha, Neb. 


bs wee New York, N. Y. 


Sasle, Switzerland 
A “harlotte, N. C 


-Quincy, Mass 


. New York, N. Y. 


5 she Springfield, Mass. 


.. Springfield, Mass. 
.Geneva, IIL. 
...Dallas, Texas 

.. St. Paul, Minn. 
Newark, N. J. 

.. Milwaukee, Wis. 
Dallas, Texas 

. Minneapolis, Minn. 
Omaha, Neb. 


Los Angeles, Cal. 
New York, N Y 





STUART BUILDING + 


SEATTLE, WASHINGTON 


NEW JERSEY 
Republic Casualty Co. 


Admitted 


Arex Indemnity Cv. ...... 
Concordia Fire Ins. Co. 


NORTH CAROLINA Admitted 

Standard Reliance Ins. Co. 

Examined 

Southern Fidelity Mutual Ins. Co. . 
Textile Ins. Co. 


OHIO 
Public National Ins. Co. 


Admitted 


State Farm Fire and Casualty Co. ... 
State Farm Mutual Automobile Ins. Co. 


PENNSYLVANIA Examined 


American Aviation & General Ins. Co. 


American Casualty Co. 


ee Milwaukee, 


dardttenton Lincoln, 


ere _ Bloomington, lil 


Dallas, Texas 


Port Chester, N. Y. 
Wis. 


Neb 


..Durham, N. C 
High Point, N. ( 


Miami, Fla 


Bloomington, III 


Tree Reading, Pa 


.. Reading, Pa 


Farmers Fire Ins. Co. of Upper and Lower 


Sauc on Townships 
Farmers’ 
Co. 


Farmers’ 


Gosc henhoppen Mutual Fire Ins. Co. .. 
Independence Mutual Ins. Co. ........ 
Line Lexington Mutual Fire Ins. Co. .. 


North Penn Mutual Ins. Co. 


Sylvania Mutual Plate Glass Ins. Co. .. 


SOUTH CAROLINA Licensed 
Gibraltar Fire & Casualty Ins. Co. 


Admitted 
Standard Reliance Ins. Co. 


Examined 
Emerald Fire & Casualty Ins. Co. 


SOUTH DAKOTA Admitted 


Great Northern Ins. Co. .....4<6.cs0ce<. 


Examined 
Standard Casualty Co. 
TENNESSEE Admitted 
Insurance Company of Texas 
VIRGINIA 
American States Ins. Co. 
Kansas City Fire and Marine Ins. 


UTAH 
Mid-Century Ins. 


WASHINGTON 


Admitted 


Admitted 
Co. 


Admitted 


Assurance Company of America ........ 


Balfour-Guthrie Ins. Co. 
Car and General Ins. 
Reciprocal Exchange 


C orp., Ltd. 


W ithdrew 


American Fire Ins. Co 


WEST VIRGINIA Admitted 
Transatlantic Reinsurance Co 

WYOMING 
American Live 
Fire Insurance 

ALASKA 
Founders Ins. Co. 


Admitted 
Stock Ins. Co., 
Exchange 


Withdrew 
American General Ins. Co. 
PUERTO RICO 
Globe and Rutgers Fire 
ALBERTA \dmitted 
Citadel Ins. Co. of Canada, Ltd 


NEWFOUNDLAND 


Admitted 
Ins. Co. . 


Incorporated 


St. John’s and Newfoundland Ins. Co., 


Co. 


Jethlehem, 


Mutual Fire Ins. Co. of Northampton 


rere Nazareth, 


Mutual Fire Ins. Co. of Schuylkill 


Orwigsburg, 


Ere Pennsburg, 


coe Camp Hill, 


Lansdale, 
.. Perkasie, 
Philadelphia, 


.. Winnsboro, 
Neb 


.. Lincoln, 


Greenwood, S 


...Minneapolis, Minn 


.. Sioux Falls, S. D 
Dallas, 


Texas 


...-Indianapolis, Ind 
....Kansas City, Mo 


Los Angeles, Cal 


.New York, N. Y. 


a San Francisco, Cal 
io Seaton London, 


Eng. 
Mo 


.Kansas City, 
.Galveston, Texas 


New York, N. Y 


Geneva, III 
Los Angeles, Cal 


Los Angeles, Cal 
Houston, Texas 
New York, N. Y 


Toronto, Ont 


Ltd. 


St. John’s, Newfoundland 


Admitted 


Legal & General Assurance Society, Ltd. ..... 


ONTARIO 
Adriatic Ins. Co 
Raloise Marine Ins. Co.., 


Admitted 


Reat’s Fire and Casualty 


.London, Eng. 


Milan, Italy 


3asle, Switzerland 
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14-16 
15-16 
15-17 


16-18 


17-19 
17-19 
17-19 
17-19 
17-19 
18-20 
21-24 
22-24 
24-25 
26-27 
27 

28-30 
28- | 


29- | 






17-21 
19-22 
23-25 
23-25 


24-26 


30- | 













13-15 
13-15 


13-16 


14-15 
14-15 
14-16 
14-16 


14-18 


14-18 


CONVENTIONS AHEAD 


JUNE 


Pennsylvania Insurance Educational Conference, 6th annual, 
State College. 

Eastern Underwriters Association, mid-year meeting, Pocono 
Manor, Pa. 

University of Massachusetts, summer insurance seminar, Am- 
herst. 

Fire Prevention Association of Ohic and Ohio Fire Under- 
writers Association, annual meeting, Summit Hotel, Union- 
town, Pennsylvania. 

Loss Executives Association, annual meeting, Shawnee, Penn- 
sylvania. 

National Association of Insurance Women, annual meeting, 
Cleveland, Ohio. 

National Association of Insurance Women, annual meeting, 
Cleveland, Ohio. 

National Association of Public Insurance Adjusters, annual 
convention, Edgewater Beach Hotel, Chicago, Illinois. 
Missouri Association of Insurance Agents and Missouri Fire 
Underwriters Association, Institute at University of Missouri. 
National Association of Independent Insurance Adjusters, 
annual convention, Fairmont Hotel, San Francisco, California. 
Conference of Mutual Casualty Companies, executive meet- 
ing, Hotel Park Place, Traverse City, Michigan. 

Virginia Association of Insurance Agents, annual meeting, 
Hotel Roanoke, Roanoke. 

Wisconsin Fire Underwriters Association, annual meeting, 
Maxwelton Braes, Bailey's Harbor. 

Florida Association of Independent Insurance Adjusters, 
Orlando. 

Texas Association General Agents and Managers Area Con- 
ference, Houston. 

New England Association of Insurance Agents, convention, 
Poland Springs, Maine. 

International Association of Accident & Health Underwriters, 
annual meeting, Edgewater Beach Hotel, Chicago, Illinois. 
International Association of Insurance Counsel, annual meet- 
ing, Chateau Frontenac, Quebec, Canada. 


AUGUST 


Institute of Advanced Agency Management, annual, Uni- 
versity of Connecticut, Storrs. 

Federation of Insurance Counsel, annual convention, Bed- 
ford Springs Hotel, Bedford, Pennsylvania. 

Kentucky Association of Mutual Insurance Agents, annual 
meeting, Lafayette Hotel, Lexington. 

Wyoming Association of Insurance Agents, annual meeting, 
Cheyenne. 

International Federation of Commercial Travelers Insurance 
Organizations, annual meeting, Jasper Park Lodge, Jasper 
National Park, Alberta, Canada. 

Oregon Association of Insurance Agents, annual convention, 
Multnomah Hotel, Portland. 


SEPTEMBER 


Washington Association of Insurance Agents, annual con- 
vention, Olympic Hotel, Seattle. 

Maine Association of Insurance Agents, annual meeting, 
Samoset Hotel, Rockland. 

West Virginia Association of Insurance Agents, annual meet- 
ing, Greenbrier Hotel, White Sulphur Springs. 

New Mexico Association of Insurance Agents, annual meet- 
ing, La Fonda Hotel, Sante Fe. 

Insurance Advertising Conference, annual meeting, Skytop 
Lodge, Poconos, Pennsylvania. 

Pennsylvania Association of Insurance Agents, annual con- 
vention, Bedford Springs Hotel, Bedford. 

Michigan Association of Insurance Agents, annual meeting, 
Grand Hotel, Mackinac Island. 

Vermont Association of Insurance Agents, annual meeting, 
Lake Morley Inn, Fairlee. 

Texas Association of Mutual Fire & Storm insurance Com- 
panies, annual meeting, Driskill Hotel, Austin. 

Utah Association of Insurance Agents, annual meeting, 
Newhouse Hotel, Salt Lake City. 

International Claims Association, annual meeting, The Saga- 
more, Lake George, New York. 

Montana Association of Insurance Agents, annual meeting, 
Butte. 

Association of Superintendents of Insurance, annual conven- 
tion, Charlottetown Hotel, Charlottetown, Prince Edward 
Island. 





National Society of Chartered Property Casualty Under- 
writers, Bellevue-Stratford Hotel, Philadelphia, Pennsylvania. 





BERKSHIRE MUTUAL 


Agen ts Use 


“KEYED-MAIL-SALES” 


with unusual 
success! 





The Berkshire Mutual Fire “Keyed-Mail-Sales” program is 
helping agents reach sales volumes never thought possible 
...on the sale of every type of insurance you handle! 

Write today for all the interesting details on how you 
can join the Berkshire Mutual “family”. . . and use the new 
“5S Keys To Successful Selling” plan to help you create 
prospects and build leads into profitable sales. 


There are localities in the following States in which we 
are interested in aggressive agency representation: 








Connecticut Maryland North Carolina 

Delaware Massachusetts Ohio 

Georgia New Hompshire Pennsylvania 

Ilinois New Jersay Rhode Island 

Maine New York South Carolina 
Vermont 














BERKSHIRE MUTUAL 


FIRE INSURANCE COMPANY 
4 PITTSFIELD, MASSACHUSETTS 
SERVING THROUGH LOCAL AGENTS SINCE 1835 
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The lines of modern progress 


flow from historic pens 


The map of the United States has probably — after-year development and growth. 
changed more than any other part of the world To further insure the smooth operation of the 
since A. Hloen & Company, Inc., one of the na- Hoen plant, the company since 1897 has relied 
tion’s first lithographers, set up shopin Baltimore — on U.S. F. & G. to provide various bonding and 
in 1835. Direct descendants of the founder still insurance coverages. 


produce the exacting lithography modern map Whether you produce maps or other useful 
production demands. They employ every scien- goods or services; whether you own your home or 


lifie device to assure the accuracy and flawless business; whatever you do, there are U.S. F.& G 
reproduction necessary to chart the nation’s year- coverages to meet your need, 


Over ten thousand agents . . . there’s one in your community. 
Consult him as you would your doctor or lawyer. 


SF oz G FIDELITY-SURETY 


BONDS 


United States Fidelity & Guaranty Company, Baltimore 3, Md. 
Fidelity Insurance Company of Canada, /oronto 
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| % EDITORS: 


' “oe 


ORNER 


*** Just before the turn of the century the insurance 
group or fleet operation plan appeared in this country 
It reached its peak in 1929 and in 1945 but later de 
velopments removed the two most important reasons 
for its existence. “The companies operating on the group 
plan, however, will continue to represent an important 
segment of the business. On page 15 is our annual study 
of Insurance Groups 


*** While the liability lines have been troublesome to 
primary companies the experience of reinsurance on 
The trouble, 
of course, has stemmed from the increase in claim costs 


these lines has been even more extreme. 


resulting from the inflationary period through which we 
have been passing. While it has affected claims of all 
sizes, the major difficulties, especially for reinsurers, 
have resulted from the Larger Losses. The author of 
the article on page 18 shows why he feels certain ap 
proaches offer no hope for success while others should 
prove most worthwhile 

eee Tt is not often that insurance can compete with 
Hollywood in the creation of something new and stat 
studded. Yet the moving picture industry today is 
taking huge amounts of advertising space to feature its 
3-D pictures while for thirteen years we have had our 
own Three Dimensional attraction. On page 21 the 
value of this product is related specifically to credit men 
*** In our March issue we had an article on the ad 
justers’ best friend, the signed statement. The interest 
aroused indicates that this is an area of adjustment 
practices which needs more exploration. We have, there 
fore, asked another claims supervisor for his thoughts 
on the subject. On page 25 he explains why his motto 
is, Signed Statements Preferred 


*** The widow who is protected, along with her chil 
dren, by a policy sold her former husband by a life 
insurance salesman is deeply grateful for that salesman’s 
efforts. Similarly a businessman who has sufficient cov 
erage for a sizeable fidelity loss recognizes his debt to 
the agent who made him cognizant of his exposure. 
Thus, despite our school-day texthook adage, the author 
on page 29 says that Crime Pays. And he goes on to 
show how the agent can make it pay for him 
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are 


tant to ask for money 


*** For a number of years we have published excerpts 
of the annual report on the administration of the Nex 






JUNE, 


1955 


For some reason or other many people are relu 
Perhaps it seems undignified 


However, collections are vital to an insurance agent, as 
they are to any business, large or small 


On page 35 


is described one man's program for avoiding Collection 


Troubles 


York Safety Responsibility Act. This year's report on 
page 39 includes a number of items of particular interest 
to insurance men ‘ 

*** This month we begin, on page 47, a series of thre 
articles on Classified Fire Ix perience This month's 
article considers the objectives of the Uniform Stati: 
tical Plan for Classification of Fire Occupancy Hazards, 
the statistical assumptions on which the Plan is based 
and the validity of these assumptions. Several addi 
tional problems and possibilities for progress will be 
dealt with in the succeeding articles 

*** Survey selling is not a new procedure and has 
heen practiced for some time by a number of agents 
However many other agents have not vet adopted this 
time saving and profitable method of conducting their 
business. One agent, on page 53, shows that /t's Fun 
Being Lazy and explains how it has operated for him 
*** Rising hospital costs have had an adverse effect 
on the loss ratios experienced by the companies on 
their medical coverages. Various studies of the in 
creases in such costs range upward from 100% in the 
fairly recent past. Insurance companies can do very 
little directly about controlling the charges made by 
hospitals but they do have a defense \Ithough the 
most obvious remedy would be to increase premium 
rates, this runs the danger of pricing oneself out of the 
market. On page 61 is a discussion of what other 
measures insurers can take and what they already are 
doing about Rising Costs 

**® ‘There have been almost as many explanations of 
the disparity between the results of good and mediocre 
salesmen as there are sales experts. On page 97 a 
leading sales manager boils it all down to the three 


S's—-Serve, Show and Suqgest 


MRT RSH = 

It is with the deepest regret that we record the death 
of Hi. Laurence Reinhard, general manager, Best’s 
Recommended Insurance Attorneys, who passed away 
May 24 after an illness of many months. Mr. Reinhard 
joined the Alfred M. Best Company on September 1, 
1926 and throughout the years developed a tremendous 
personal popularitv. He will be sorely missed by hi 
host of friends 


























Gentlemen: 


That you may know what’s cook- 
ing, we inclose L.A.’s latest. 10% 
first year and 712% renewal com 
mission, tell the New York boys 
that! Trouble with most L.A. or 
Cal. companies, they are like the 
L.A.’s_ religions, salvation comes 
only to he who is quickest on the 
draw. 

N. Y. 
have mass transportation, all we 
have here are cars and more cars, 
now riding piggyback. After thirty 
years of bucking the deal thirty miles 
per day to downtown, got tired of it 
and moved. This is Tolucca Lake, 
where it’s a $500,000 per year in 
count. Lived a few 
blocks away for seventeen years and 
never before paid any attention. 

This street pepper tree lined, small 
shoppys and doctor kleanicks, vacant 
lots, lots and lots of sunshine and 
gentleness. Down the street is a 
drug like entering the 
vestibule of Ft. Knox, b-vyootifull 
dishes come in for a cuppa’ coffee 
and nonchalantly buy five drops of 
Channel Number V at one C per 
drop. I’m afraid to go back to the 
jernt. Across the street, a sooper- 
sooper-delooxe-delooxe hamburger 
drive-in—they need one cop to han- 
dle the 6 p.m. trade and when the 
bloods start to roll at 10 p.m. it 
takes two!—they have very 
small delivery cars with two way 
radios for residence delivery—the 
owner was working on the line at 


has traffic, but, you also 


come or no 


store, it’s 


also 


12 


Lockheed a few years ago, today 
he’s a millionaire. 

I hope you see what I mean, all 
of this and nobody is selling or got 
it by insurance—as soon as I have 
time, must put the feet on the desk 
and contemplate—this I must think 
about. 

Yours very truly, 
Paul E. Remington 
North Hollywood, California 


Gentlemen: 


In response to your letter, 1 have 
to express my regret at not being 


able to send you a copy of my 
address. I appreciate that ordinarily 
speeches on such occasions are 
written. However, instead of read- 
ing a prepared talk I took the invi- 
tation of the committee literally so 
simply made a speech. Of course, I 
had a few notes but I don’t think 
there is anything in those notes that 
would be suitable for publication in 
Best’s Insurance News. 

I had the temerity to suggest to 
the audience of about one hundred 
San Diego insurance people that ] 
believe the recent automobile ex- 
perience was sufficiently good to 
warrant the belief that further rate 
increases would probably not occur 
this year; however, there was this 
reservation. Automobile property 
damage experience is still so un- 
profitable, and it seems to be getting 


worse rather than better, that a 


property damage rate increase 1s 
definitely in order unless we intend 
to go on absorbing property damage 
losses out of bodily injury gains 
which may or may not be realized. 
seyond that, the frequency of excess 
bodily injury losses, I think, is 
increasing and the average cost of 
such excess claims is still going up. 

John Maloney, the Insurance 
Commissioner of California, was in 
my audience and you will remember 
we do not agree with the California 
Insurance Commissioner on_ this 
matter of excess limits factors. I 
said that I did not believe the present 
excess limits table was adequate if 
for no other reason than my observa- 
tions of the reinsurance market. | 
have not been able to and I have not 
noted California companies who have 
succeeded in buying reinsurance 
above standard limits at the excess 
partial premiums developed by the 
current excess limits tables. This is 
true on California business. It may 
not be true on underwriting port- 
folios which include a_ substantial 
volume of business in other terri- 
tories such as the midwest and south. 

I prophesied too that merit rating 
plans for individual car risks would 
probably not show up as being any- 
thing of importance this year because 
I didn’t think such plans 
practicable. 


were 


At some considerable length I 
talked about one of the “hot” sub- 
jects in California at the present 
time which is the matter of the extent 
of services which agents would per 
form in the future and what would 
be paid for those services. Would 
the agents become strictly a sales 
representative with all matters of 
underwriting, policywriting, account- 
ing, collection, claims and renewals 
handled entirely and exclusively by 
the company? Remuneration for the 
performance of sales functions only 
would certainly be markedly less 
than the commission now prevailing 
There is a new company being 
started which intends to operate in 
just that way. That is, doing every- 
thing for the agent except getting 
the order for the business 

It is referred to as an experiment 
but it is only an experiment so far 
as this is a capital stock company 
which intends to operate through 
independent insurance agents. How- 
ever, it is exactly in the format of 

Reat's Fire 


and Caaualts News 

















some of the very important direct 
writing compamies here in California. 
Chis venture is being watched with 
considerable interest by California 
companies and considerable appre- 
hension by California agents. If it 
succeeds in its objectives, and I 
think it certainly has excellent chance 
vt doing that, it will highlight a 
method of operation which radically 
departs from that which is traditional 
in the American Agency System. If 
it does not become an important 
competitive factor it will be because 
the present system proves itself 
superior. To do that the standard 
performance of recent 
be exceeded. 


years must 

| touched only briefly on com- 
pulsory insurance, unsatisfied judg- 
ment funds, 
comparative 


impounding laws and 
negligence legislation. 


Yours very truly, 

R. L. Inglis 
President, Founders’ 
Insurance Company 
Los Angeles, Calif. 


Gentlemen: 


Recently, I spoke on the subject 
of automobile insurance. In my talk, 
| mentioned that the automobile 
problem was primarily one for the 
agents to solve. By this, I méant 
that the companies always had the 
alternative of going into the direct 
writing field, cutting commissions, 
etc. | did not, in any of my speeches, 
state that the blame for the auto 
mobile situation could be laid at the 
door of the producers. 

In the 
Insurance 


February issue of Best’s 
News, 
weekly 
quoted me as follows: 
address Ralph C. Lewis, vice presi- 
dent of the Rainier National Insur- 
ance Company, laid the blame for 
the tight automobile market on the 
door-steps of the producers.” 

This misquotation has caused me 
no end of difficulty and 
own agents and, 
blame them. 
your 


and also in one of 
digests, you 
“In a recent 


your news 


criticism 
frankly, 
I would ap- 
this 


from my 
| don't 
preciate 


correcting mis- 


quotation 


Yours very truly, 

Ralph C. Lewis 

Executive Vice President 
Rainer National Insurance 
Co 
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RATE GUIDE 


This 
rates at all ages for 16 different types 
of life, 


and 


compact “slide-guide” gives 


endowment, retirement income 


term insurance. In addition, 


there’s information on insurance for 


children and family income contracts. 


Mutual “Rates 


you 


With a Connecticut 


at a Glance” guide can be pre- 
rate 
eight 


have it 


pared to quote a life insurance 
It’s 


you 


any time. only four by 


inches so can always 


with you. 


vahiable 
aids to simplified and more successful 
that The 


offers fire- 


This is only one of many 


selling Con 


Mutual 


life insurance 


necticut casualty 
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] 
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Included are 
dividends 
based on CM's 12 
increase of 10% 


the sixth increase 


in 10 years 


agents and brokers who are interested 
For 


casualty 


in writing life insurance. vears 


we’ve worked with fire- men 
and helped them cash in on the life 
among their 


insurance sales available 


clients and prospects. There’s printed 
material that will give you 

what you need to handle life 
ance. If you need selling help, w 
men who know the subject thoroughly 


exactly 
insur 


e have 


to work with you. 


You'll find this 
“Rates at a Glance” 
valuable. Have 
facts at 
be glad to send you one 


new pocket-size 
interesting and 
life insur 
We'll 


without cost 


easy-to-use 


ance your fingertips! 


or obligation. Complete and return the 


coupon, today. 


Ae Connracttioul Mlultual 


“ re LIFE INSURANCE COMPANY + Tanffnd 


THE CONNECTICUT 


Hartford, Connecticut 


I'm interested in selling life 


pocket-size 


Name 


Street 


MUTUAI 
Dept. BI-6-3 


LIFE INSURANCE COMPANY 


insurance, so please send me your 


rate guide without cost or obligation 


please print 
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N JUNE, 1898 the control of Mechanics and 

Traders of New Orleans was purchased by Na 

tional Fire of Hartford and early in 1899 Citizens of 
Missouri was purchased by Hartford Fire. These two 
purchases marked the beginning of the group, or fleet 
operation plan in this country. The original impetus and 
early development of fleet operations was to secure ad 
ditional agency representation and make possible more 
intensive cultivation of territories than was permitted 
under agency limitation rules adopted by the industry 
covering single company operation 

\dded to this quest for wider agency representation 
was another important factor responsible for the latet 
development of group operations—the growth and in 
creasing importance of casualty business. Not only did 
many fire companies establish casualty subsidiaries but 
casualty companies organized fire subsidiaries 


Peak Reached in 1929 and 1945 


Phe group plan of operation which was just starting 
at the turn of the Century reached a peak in 1929 when 
357 individual fire and casualty companies were operat 


ing as members of some ninety separate groups. The 


ravages of the depression period brought retirements 
and consolidations which reduced the number of groups 
to 74 in 1935 with fire company members reduced from 
287 to 232 and casualty company members knocked 
down from 70 to 53. The total companies in group opera 
tions hovered very close to the 1935 figure of 285 during 
the depression years. It was not until 1945 that the total 
companies in group operations reached the 1929 record 
of 357. Consolidations reduced the number to 320 in 
1950 but in 1951 and 1952 there was a net increase 
However, the record of 1929 and 1945 may never again 
be reached 

The growth in group operation trom 1935, when 74 
independent units were in operation, to 103 by 1945 
was due almost entirely to the organization of subsidiary 
casualty carriers by fire companies or the founding of 
subsidiary fire companies by casualty carriers. During 
this period, while total groups advanced by 29, individual 
fire carriers advanced by 
Heets advanced by 42 


30 and casualty members of 


Fur 19538 


lune, 


Number ——Number of Companies 
Year of Groups Fire Casualty Total 
1929 90 287 70 357 
1935 74 232 53 285 
1940 93 241 73 314 
1941 89 244 74 318 
1942 90 242 78 320 
1943 90 245 719 324 
1944 93 245 83 328 
1945 103 262 95 357 
1946 103 256 95 351 
1947 102 255 96 351 
1948 106 243 97 340 
1949 105 241 97 338 
1950 104 229 91 320 
1951 113 —_ — 345 
1952 115 a “= 350 


lhe Supreme Court decision holding insurance to be 
commerce, and thus subject to the anti-trust laws when 
it crossed state lines to become inter-state commerce, 
sounded the death knell to 
agency appointments. It 


industry agreements on 


is no longer necessary to 
have separate corporate entities to maintain agencies 
\t least thirty subsidiary fire carriers have been absorbed 
by parent organizations and unquestionably additional 
consolidations will further reduce the number of indi 
vidual companies in fleet operations 

Legislation to permit multiple line underwriting in a 
single carrier has been adopted in all but two states so 
that it is now feasible to underwrite all classes of fire 
and casualty lines in a single company. This has not 
only slowed down the organization of additional sub 
sidiary carriers but has permitted the consolidation of 
fire and casualty companies 


Groups Will Not Vanish 


\lthough the two most important reasons for group 
operation no longer exist, a plan of operation that has 
been built up over a period of fifty years will not vanish 
overnight. While there is little incentive to start new 
fleet operations there are many reasons to continue some 
of those which are well established. Not all groups are 
set up on a basis that would lend themselves to physical 
merger. Some are organized on a management basi 
others have strong specific reasons for separate existence 
ind often it 1s very difficult to merge companie 


Continued n the ext paa 


dom 





INSURANCE GROUPS—Continued 


ciled in ditferent states. Numerous special reasons could 
be cited for specific situations but, fundamentally, many 
managements hesitate to go to the trouble and expense 
of consolidation unless it can be more fully demonstrated 
that a single large unit can be operated more efficiently 
than several smaller units. 

As we have included in this study any two or more 
companies under the same management, it includes a 
wide range in size from two new companies which wrote 
only $325,000 last year to fleets of as many as eleven 
companies and one group which wrote over $433 million 
in 1952. 

The 350 companies operating on a group basis wrote 
total premiums of $5,678,338,000 in 1952 and accounted 
for between 85% and 90% of all business underwritten 
by stock fire and casualty companies. The over-all loss 
ratio to premiums earned was 59.0% and the expense 
ratio to premiums written was 35.7%, The statutory 
underwriting profit was nearly $165 million. 

There is no reason to discuss the general operating 
results of the companies in these groups, as operating 
results of all fire and casualty companies were the 
object of a special study in the April issue of Best’s 
Insurance News, and these companies follow closely 
the general averages 

There were few important changes in the rankings 
of insurance groups by premium volume between 1951 
and 1952; most notable was the rise of General Motors 


from thirteenth to ninth place and the rise of Allstate 
irom sixteenth to thirteenth. Neither of these carriers 
ranked among the leading 20 ten years ago. Going back 
ten vears brings ouc several other important shifts and 
emphasizes the tremendous growth in volume. Ten 
years ago only three groups wrote more than $100 
million, now sixteen write above that figure. 

The detailed tabulation of the 350 individual com 
panies now operating on a group basis will appear in the 
1953 edition of Best’s Fire and Casualty Aggregates and 
Averages. 


LEADING STOCK COMPANY GROUPS 
(Net premiums written in thousands) 


Ranking 

1952 1952 1951 1942 
$433,159 
329,285 
313,540 
258,360 
226,861 
214,047 
210,519 
169,708 
147,443 
146,156 
143,539 
123,519 
117,347 
115,839 
111,388 
104,730 
85,864 
83,850 


1951 

$365,535 
285,952 
294,644 
241,512 
203,504 
209,840 
192,374 
143,410 
112,008 
140,125 
126,172 
119,452 
83,973 
115,657 
106,672 
97 096 
79,380 
83,289 
75,100 
61,804 


1942 
$124,459 
94,423 
108,882 
95,304 
77 632 
93,056 
102,038 
50,017 
29,740 
47 826 
49,648 
52,441 
7,200 
29,129 
37,135 
31,315 
42,116 
45,476 
27 934 
23,769 


Travelers 

Aetna Life 
Hartford 
America Fore .. 
Insur. of N. A. 
Home 

Royal - Liverpool 
U.S. Poke .. 
General Motors. 
Fireman's Fund. 
Loyalty Group . 
Aetna Fire .... 
Allstate 
Continental Cas. 
Great American. 
St. Paul F. & M. 
Employer’s Grp. 
Crum & Forster. 
Amer. of N, J. 
New Amsterdam 
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OUR NEW REVIEW AND 
ANALYSIS IS NOW AVAILABLE 


This comprehensive study pre- 
sents significant data on a 
group of the nation’s leading 
life, fire and casualty stock 
insurance companies, 


Copies available upon request 
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BUILDING AND 
CONTENTS ARE 
FULLY INSURED 


BUT—1'VE LosT 


$ 16,000 
IN EARNINGS! 


Don’t Let This Happen to Your Clients! 


Many a businessman has to have a fire to find out that 
complete insurance on the property isn’t enough. Only then 
does he learn that he can’t help losing thousands of dollars 
while he’s wholly or partly shut down for repairs, rebuilding 
and replacement 


The big manufacturers, the big retailers all know about 
Business Interruption Insurance,and most carry it. But there 
are probably millions of businesses in this country, small 
and medium size, that have never even been told how they 


can insure their earnings. 


It’s simple enough to the businessman. To him it’s 


clear that $1,000 in earnings Is as valuable as $1,000 in 
equipment, furniture and fixtures, stock or merchandise 
All he asks is that his insurance man fix him up so he'll 
get back as much as possible of what a disaster may cost 


him. 


But all too often producers think that Business In- 
terruption is complex and hard to sell. That’s history. 


Today 95% 
one or the other of two simple forms. You usually need only 


of all commercial risks can be handled with 


Department 35C 


No cost or obligation 
Name 
Agency 


Street 





Town or City 


SECURITY-CONNECTICUT COMPANIES 


New Haven, Connecticut 
Please mail me samples of your Agency Sales Bulletin and folder on Business Interruption 


two or three figures from the prospect, none of them con- 


fidential or particularly revealing. 
A NEW PLAN FOR SALES 


Security-Connecticut agents are equipped with a step-by 


step program for building a prospect list, “warming up” 


prospects before calling, and many simple and valuable 


ideas on what to say in selling. This plan is outlined in a new 
issue of our Agency Sales Bulletin. It includes two pre-call 


letters for prospects, and an attractive folder to send with them, 


Perhaps you would like to see this modern program for 
selling Business Interruption Insurance — lately lamented as 
Use & Occupancy. If you would, simply complete the coupon 
A copy of the Bulletin, with the two letters and the selling ideas, 


and the folder will be mailed to you 


SECURITY 


INSURANCE COMPANY 
OF NEW HAVEN 


HOME OFFICES: NEW HAVEN, CONNECTICUT 
Pacific Departments © 248 Battery Street © San Francisco 6, California 


no cost or obligation 


2 CONNECTICUT 


INDEMNITY COMPANY 


(please print) 


State 
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N APPRAISING this problem 
| shall contine myself to condi 
tions as they presently 
that is, to a situation where 


exist 
liability 
is determined upon basis of negli 
vence, where the majority of states 


have automobile financial 


sibility statutes varying in their et 


respon 
where only Corie 
Vassachu etts, cli 
rectly compels all 


vehicles to carry lability insuranec 


fectiveness, and 


state, namely 
owners of motor 
‘True, these conditions may change 
but they wall not change 


wide 


country 


overnight, and meanwhile 
there will be plenty of time to lose 
plenty of money if the existing situa 
tion 1s not dealt with promptly, real 
istically, 


and energetically 


Deteriorated Swiftly 


The seriousness of the recent sit 
uation is well brought out in ‘Table 
\ which liability 
underwriting results for the 
years 1949-51 for all stock 
New York 

principal 


shows the public 
three 
com 


The 
pro 


panies entered in 
experience of the 
fessional reimsurance 
not included, Since the 
fable A are net as to 


companies ts 
figures im 
reinsurance 
(for which, incidentally, the primary 
companies did not pay 
price during this period) they con 


idea of the 


an adequate 
vey a pretty fan prob 
lem recently, and. still potentially, 
confronting the primary carriers na 
tionwide in the public liability field 
profit of 
4.4% in 1949, the situation deterior 
ated swiftly to an &.2' 
195). Over-all 


were not available 


From an underwriting 


underwrit 


ing loss in 
for 1952 


hgures 
when 
this was written. They are expected 
to show much better results than 
those of 1951, and there is considet 
able optimism as to the outlook for 
1953 


However, the picture is not um 


form by class, by territory, or by 
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WINFIELD W. GREENE, Reinsurance 


Advisor and Intermediary 
New York, N. Y. 


company and is gravely complicated 
by the pressure to reduce rates 
which will certainly be exerted when 
ever and wherever lines be 
gin to show a profit. The bodily in 
jury liability situation is an ex 
tremely volatile one. The situation 
which has bedeviled the primary car 


these 


riers in the immediate past, coupled 
with the relatively even more dis 
istrous results in the field of auto 
mobile property damage insurance, 
tnake it imperative that clear-sighted 
and strenuous efforts be made to 
deal soundly with the bodily 
liability lines 

The 
gyreater part trom an imcrease in 
claim cost which has approximately 
paralleled the trend of inflation, that 
is, the general increase in commodity 


injury 


trouble here stems in_ the 


prices which has taken place du 
ing the past few years. Obviously, 
the increase in the cost of claims is 
mainly due to this universal increase 


in the cost of commodities and serv 


overnight change 


NIT II, 
YAS E TNCING, 


oe 
‘, 


ices, but undoubtedly it ts partly 
due to a wave of sentiment which in 
any has far outrun the 
over-all rise in prices. The difficul 
ties have not by any means been 
due entirely to the larger claims, 
but there js 


areas 


that 
the cost of claims involving fatali 
ties or the more serious injuries has 
increased more steeply than has that 
of the 


reason to believe 


run-of-mine cases 


An Adequate Price 


Mithough during the past few 


years the reimsurance companies 
have fared much worse in the bodily 
injury field than have the primary 
carriers, the basic problem nevel 
theless rests with the latter because 
it is clear that in the long run they 
must pay an adequate price for that 
portion of claim cost which is as 
reinsurers 
By and large, the primary carriers 
have not been paying this adequate 
price, as is evidenced by the figures 
in’ Table B compares — the 
1950-51 underwriting results of the 


primary 


sumed by the excess 


which 


automobile 
lability held with the corresponding 
results of the principal pro 
fessional remsurers. Automobile )i 
1950-51 


carriers in the 
four 


ability alone for caused the 
remsurers an underwriting loss of 
36.2% as compared with a 
4.4% for the primary companies 
(See Table C 
tion has hit excess carriers so much 
harder. ) 


le SS Oo} 


for reason why infla 


Now the reinsurers do not under 
write the business, nor do they set 
tle the claims, nor do they make the 
manual rates. They do not even 
make the excess limits tables. Re 
vardless of the many 


and im 


mecreases in 


retentions reinsurance rates 


which have been negotiated during 


the past few years, they have lost 


many millions of dollars in the bod 


iy injury habilitv lines. Whether 
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or not the underwriting troubles of 


the reinsurers have reached or are 





nearing an end, it is clear that the 
solution of your problems rests ul 





timately in the primary companies’ 
own hands. What remedies, if any, 


are avatlable ? 


No Solution Whatever 


I would first like to mention some 
approaches which to my mind offer 
no solution whatever 





1. There is no use thinking that 
this problem can be saddled on the 
reinsurers. Whatever may be the 
reader's opinion of the methods they 
have emploved to deal with their 
end of this matter, which obviously 
has been the “hotter” end, they had 
not as a group succeeded in solving 
their underwriting problem until 
very recently, if indeed they have 
done so by this time. It is also quite 
obvious that in the future they must 
make impor 
tant section of their business. This 
that a period the pri 
mary carrier must provide them 
with sufficient revenue to cover the 
excess cost of the larger claims, plus 
a proper allowance for overhead and 


pre fit. 


a profit in this very 


means over 


2. Certainly it would be imprudent 


to wait for a solution of this prob 
lem through a sharp reduction in 
judgments and verdicts. | am mak 
ing no prediction whatever as to 
trend has 
about to 


whether the inflationary 
already leveled off or is 
level off or 1s about to actually de 
cline, but regardless of what hap 


pens in this respect, it is unsafe to 
assume that settlements on the seri 


~~) 


ous cases are going to recede to the 
level of the “good old days.” There 
may or may not be some recession in 
this regard, but | am sure it is un 
wise to count on any material help 
from this direction. 

3. In my opinion it is also unsound 
to anticipate any early improvement 
in experience because of better traf 
conditions on our 
industry. Presum 


iz fic and safety 
highways or in 


ably there will be some betterment 
here, but it will be gradual, nothing 
we can count on in the immediate 
future 

. In attacking this problem, then, | 
} am sure we should assume that the 


insurance industry is going 





primary 





ntinued on paae A 
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Table A 
Bodily Injury Liability Experience 
All Stock Companies Entered in New York 


(Principal professional reinsurance companies not included) 


Kind of Earned Underwriting Ratio 

Year insurance premiums gain or los ; 
1949 \uto liability $ 467.0 WLS 6.8 
Other lability 158.9 42 26 
Potal $ 625.9 $27.0 14 
1950 Auto liability $ 517.7 $ 3,0 “O06 
Other hability 171.8 11 *O7 
lotal $ 6895 $14.5 *2.1 
195] \uto liability $ 5896 $453 *7 7 
Other lability 192.0 IR5 oO 
otal $ 781.6 $638 *S.2 
1949-51 Auto lability $1,574,3 $16.5 *10 
Other liability §22,7 34,2 *0.5 
Potal $2,097,0 $50.7 *24 


* Underwriting Loss 
Votes: (1) All figures are net of 
EXCESS protits taxes 
\ll figures to nearest $100,000 


reinsurance, and are before Federal wmecome and 


(2) 


Table B 


Automobile Bodily Injury Liability Results 
1950 - 1951 


fa) 
Primary writing stock companies 


(hb) 


Leading casualty reinsurance Cos 


Earned Underwriting Ratio Earned Underwriting Ratio 
Year premiums profit or loss % premiums profit or loss oj 
1950 $ 517,7 $ 30 *06 $20.5 $ 5.8 #283 
1951 589.6 $5.3 7.7 20,1 Ro "443 
1950-5] 1,107.3 18.3 "4.4 40,6 14,7 *36.2 
* Underwriting Loss 
(a) From Insurance Expense Exhibit showing experience of companies entered in 
New York State 
(b) From Insurance Expense Exhibits of American Re, Employers Re, General 
Re and North American Casualty and Surety Re 
Note \ll figures to nearest $100,000 
Table C 
Illustration of Effect of Increase in Average Claim 
Cost Upon Cost of Excess Reinsurer 
(1 (2) (3) (4) 
Lost excess Cost 195) (ost exces 
Case No ( t 194 S15.000 tn 1945 (ly) x 1.50 $15,000 in TGS 
] S 7500 + {} $ 11.250 ~ () 
2 15.000 0) 22 500 7.500 
3 22 500 7 500 33.750 18.750 
} {0.000 15.000 15.000 0,000 
A\ll 275.000 $22,500 $112,500 $56,250 
The foregoing example assumes that the remsuranee company covers the direct 


im excess ot $15,000 pet accident 
al from 1945 to 1951 the average 


ss which 1 
that in the inter 


writing company tor that portion of any I 
For « further assumed 


cost per claim increased 50% 


onventence, itt 


\ccording wo these assumptions, Case No. Ll, which cost $7,500 in 1945 vould cost 
$11,250 in 1951. In neither year would there be any excess over $15,000 for the rein 
surance company to pay. Case No. 2, which cost $15,090 in 1945, would cost $22,500 


in 1951, and although there was no excess on the 1947 accident there is $7,500 of exces 
on the 195) accident. Following through with these four cases, i.e., increasing the 1945 
cost by one-half and determining what the lability of the reinsurer was on the 194 
cases and on the 1951 cases, respectively, we find that with an increase of only 50% 


in the cost of the cases themselves, the 
to $56,250, or 150% In other 


has increased from $22,500 
reinsurer’s lability has gone up three 
as fast as that of the gross original cost of the direct writer. In all probability the 
cost of the us Claims increased much more than that of the 
a result during that period the cost in the excess 
fold, rather than three-fold 


reimsurer’s liability 
words, the time 
more seri 


and as 


minor ones trom 


pre Ihably 


1945 to 1951, 


increased more nearly 


ny icket 


tive 


19 





Ag stands for Agents 











Ask the Lansing Insurance Agency 


Looking at the record, you quickly see that Ag-agency partnerships are the perma- 
nent kind, Hlow come? ‘Tip-off is the “reason why” given by these executives of the 
Lansing Insurance Agency, Lansing, Mich.— an agency founded in 1899. Shown 
from left to right John G. Goodell, Executive Vice President and Treasurer: 
/elin C. Goodell, President; Vernon D. Ebersole, Vice President and Secretary: 


and L. Dale Sheets, Assistant Secretary. Z. C. Goodell puts it this way: 


“Take a solid company... give it a and fieldman levels .. . then forget about 
friendly personality ... flood it with a delay and red tape — that’s the Ag. Ag 


spirit of helpfulness on both home office stands for Agents, that’s why we like it.” 


hifty per cent of all Ag agents point to 15 years or more with us! If you'd like 
to learn more about us... we're easy to write to. 


Saris! faral Ep  Eupic Sick 
a Sonar 


bt RES ah oy 
















ris for a credit 

man to rest upon the bare state 

ment that an individual or con- 
cern to which he 1s advancing credit 
is “insured” or “bonded.” Fre 
quently a news article of some loss, 
such as one by burglary, holdup, or 
default of an employee, will end with 
a phrase seemingly 
strike a reassuring 
“the insured.” Insurance 
men and credit men alike must al 


not sufficient 


designed to 
note—namely, 


loss is 


ways question whether the applicable 
insurance was broad enough in 
scope and adequate in amount to 
cover the loss, 


Various Meanings 


So, also, credit men cannot rely 
upon a statement that a creditor or 
prospective creditor carries insur 
ance against theft. Does this mean 
insurance against loss of money only, 
or against theft by others than em 
ployees, or only against burglary and 
robbery? “Theft” is not a technical 
term and has been given a variety of 
meanings in different situations. 
Then again, how about losses re 
sulting from forgeries, or from 
destruction or mysterious and un 
explained disappearance of money 
or securities ? 

One hundred years ago, transpor 
tation by land meant almost exclu 
sively the horse and buggy. Now 
there are so many diverse media that 
the word “transportation” by itself 
has nothing more than an abstract 
meaning. In order to make it mean 
more, it has to be qualified or char 
acterized. Such has been the pro 
gression and development of the 
last century. Think also for a mo 
ment of the meaning of “picture” in 
the field of Fifty 
vears ago our parents or grand 
parents fascinated by the 
latest picture development, the magic 
lantern. Then came the silent 


entertainment 


were 


motion pictures, and these were 
followed by 


the talking pictures 
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THREE DIMENSIONAL 


ELLIS H. CARSON, President 
National Surety Corporation 


Time marches on, and three-dimen 
sional motion pictures have now 
arrived as the latest development of 
the motion picture industry. 

It is entirely to the point for an 
insurance man, and particularly one 
having special interest in the fidelity 
and surety field, to relate 
dimensional activities to 


three 
his own 
sphere. 
coined 


The expression 3-D was 
some thirteen years ago as 
the qualifying description for the 
most complete form of crime protec 
tion available to commercial enter 
prises, namely the 3-D policy, so 
called against 
losses of money and other described 
property due to dishonesty, destruc 
tion, or disappearance. 
this policy 
assured against loss through: 


because it protects 


More spe 


cifically, protects the 


Dishonesty by employees, regardless 
the 
characterized as larceny, theft, em 
bezzlement, forgery, misappropria 
tion, wrongful abstraction or wilful 
misapplication, or are otherwise dis 


of whether acts committed be 


honest or fraudulent. The coverage 
applies even if the particular em 
ployee causing the loss cannot be 
identified, 


Disappearance or wrongtul abstrac 
tion of money or 
within the 
while in transit, or of securities from 
within a leased safe deposit box 


while 
premises or 


securities 


assured’s 


Destruction of such 
curities while within such premises 
or in transit 


money or s¢ 


Such destruction might 
he due to perils such as fire, flood, 
windstorm, tornado, or explosion 
Under this policy protection is also 
afforded for loss of other 
caused by robbery or safe burglary 
or attempt thereat. It 


property 


may be ex 
tended to cover forgeries committed 
by persons other than employees and 
merchandise by 


to cover loss of 


theft 


In calling upon his customers for 
information with respect to crime 
insurance, the credit man should 
uniformly request that it be appro 
priately described so that the extent 
and qualifications of coverage may 
be readily apparent. The aid of the 
credit man’s insurance advisor may 
be enlisted when in doubt, since he 
is specially equipped to measure the 
insurable hazards peculiar to the 
customer's business. Also, an inde 

audit report 
affairs should 
whether adequate 
fidelity bond and other required 


insurance is being carried 


pendent accountant’s 
of the customer's 


invariably show 


A Diversity of Interests 


Reassuring though it may be to 
be told that the loss or the actual 
potential loss is covered by insur 
ance, even more so does it create a 
sense of confidence in 


those most 


intimately concerned when it is 
stated that a contract or other ven- 
ture is bonded. Of course, the ad 
jective “bonded” has derived much 
stature from its application to good 
spirits, but I must be quick to claim 
We 
refer to the bond of friendship, the 
bond of peace, and to the word of an 


that it has deeper significance. 


honest man as being his bond. So it 
is that those of us who are engaged 
in the surety business realize that 
it is a privilege to earn our livelihood 
through acting as 
sureties, for the performance or pay 


bondsmen, as 


ment of the undertakings for which 
we accept that responsibility. We 
realize also that our obligations cover 
a diversity of interests to a much 
greater extent than policies of in 
demniy, to which there frequently 
may be 


only two parties 


Basically, a surety bond is three 


dimensional in that there are three 


parties to the instrument. In addi 

tion to the surety, there is the prin 

cipal, who is the debtor, and the 
( eda on t ext nage 


Three Dimensional——-Continued 


obligee. The obhgee is the party 
whose interests the bond is designed 
to protect. The obligee may be only 
one entity, such as the owner under 
a performance bond, but, when the 
bond covers “payment” as well as 
performance, protection exists for a 
host of unnamed obligees, the sup 
pliers of Jabor and materials. When 
it is stated that an undertaking ‘“‘is 
bonded,” one needs to know whether 
he qualifies and ranks as one of these 


unnamed obligees 


Not Uniform Coverage 


Attention should be called to the 
fact that the “payment” coverage, 
essential as it is for material men 
and suppliers, does not afford unt 
form coverage in all situations—-does 
not indemnify against any and all 
amounts due from a customer. In 
the first instance, the credit man 


should assure 


himself that “pay 
ment” coverage ts specifically pro 
vided, either as part of the perform 
ance bond or in a separate payment 
bond, and then secondly, determine 
the extent of the coverage it affords 

Normally the performance bond 
would protect only the owner of the 


project—the named obligee. In the 


case of private contracts, generally 
the “payment” coverage and its scope 
Whet 


properly do so, we 


are as required by the owner 


ever we may 





merican Equity 


\INSURANCE 


Miami, Florida 


Groupe 


advocate the liberal coverage pro- 
vided by the bonds created in 1946 
for use in the private construction 
field, under the Bonded Competitive 
System. However, in California, 
Louisiana, Mississippi, West Vir 
ginia and Utah, there are statutes 
applicable to the payment 
coverage for private work. 
In the case of public contracts, the 


bond 


requirement and scope of “payment” 
coverage is governed by statute or 
regulations of the public authorities 
concerned. The Federal government 
and practically all states, by law or 
regulation, require bonds to protect 
labor and material men, although a 
few states (such as Kentucky, Maine, 
South Carolina and Virginia) re 
quire such protection only on state 
highway contracts. 

Because of the lack of uniformity 
in states’ requirements and court 
decisions, it is not possible to do 
more than touch on the extent of 
coverage afforded. [tis obvious that 
the payment coverage does not ex 
tend to materials or supplies fur 
nished for a contract which is not 
bonded. It is not the mtent to cover 
the cost of machinery or other capital 
investments purchased for general 
use in the contractor’s business 
Generally, insurance premiums are 
not covered. The usual intent is to 
cover the cost of materials and 
supplies incorporated into or con 
sumed in the prosecution of the work 
under the bonded contract. At times 


COMBINES THE FACILITIES OF THE: 


AMERICAN TITLE 


and 


INSURANCE COMPANY 


EGUITY GENERAL INSURANCE CO. 


BALOISE FIRE 
INSURANCE COMPANY LIMITED 


Inquiries invited from agents whose sound growth 


and progressive cims are okin to our own. 


claims are presented for items which 
fall in a doubtful category. Experi 
enced surety companies are disposed 
to follow the policy of resolving 
doubts in accord with what should 
be the reasonable expectations of 
the claimant, in the light of the 
coverage provided by the policy ol 
hond 


Mutual Interests 


lhe mutual interests of credit men 
and surety men lie in the direction of 
prompt settlement .of all proper 
bond claims. To that end, | venture 
to suggest that credit men familiar 
ize themselves with the coverage 
afforded by the bonds upon which 
they rely. They should also be 
cognizant of the time allowed for 
presenting claims and, particularly 
in the case of public contracts, the 
applicable statutes and regulations. 
We are always interested in any 
study that will improve bond cover 
simplify and expedite the 
collection of proper claims, and be 
lieve that first-hand knowledge of 
the bond coverage will help attain 
this end 


age or 


It is probable that, in the contract 
bond field, a greater proportion of 
the losses paid by the surety go to 
those unnamed obligees who extend 
credit rather than to the obligee 
named in the bond. This has been 
parti ularly so during the last two or 
three vears. When a contractor gets 
into difficulty it is so frequently due 
to his inability to meet his accounts 
pavable. If he receives assistance 
with these, it facilitates the comple 
tion of the work in pursuance of his 
contract Many times, also, the 
surety steps in to meet these unpaid 
bills without the owner being aware 
of the fact. It is usually in the best 
interests of all concerned that the 
financial difficulties of the contractor 
be not advertised. Let me give an 
example of a recent case which, as 
to the circumstances, is not unusual, 
though the amounts involved are 
more substantia! than the average 

In 1950, George Waters * was a 
competent contractor and, normally, 
During the early 
months of that vear he entered into 


a good credit risk. 


contracts for the construction of 
eleven electric transmission lines and 


* The name is fictitious but the case is an 
actual one 


Best's Fire and Casualty News 


| 
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AFFILIATED NATIONAL HOTELS 


ALABAMA 


HOTEL ADMIRAL SEMME 


HOTEL THOMA EFFERSON, Birr 


DISTRICT OF COLUMBIA 


TEL WASHINGTON Washingto 


INDIANA 
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serv iw 
LOUISIANA 
NEBRASKA 


NEW MEXICO 


SOUTH CAROLINA 


HAMPTON < bio 


TEXAS 
TEL STEPHEN F AUST 
HOTEL EDSON 
TEL BROWNWOOD. 
fi BAKER 
MOTEL TRAVIS 
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RONAD( 
RAMAR COURT 


EL PLAZA 


VIRGINIA 
HOTEL MOUNTAIN LAKE 


HOTEL MONT 


AFFILIATED 
NATIONAL HOTELS 


RADIO AND 


TEL 
GuE 


furnished the required bonds cover- 
ing both performance and payment 
Later the Korean situation caused 
prices for labor and materials to 
skyrocket. As a result, the comple 
tion of left 
Waters without working capital and 
with twenty-one substantial accounts 
owing to material firms 


obligees. 


nine of these contracts 


unnamed 
To date these obligations 
have caused the surety company on 
his payment bond a loss in excess of 
$400,000 


the 


The named obligees, ie., 
owners under these contracts, 
were not aware of Mr. Waters’ diffi 
culties. as a result 
of the surety’s prompt action, includ 
ing provision for bank credits, the 
material men were paid and Waters 
was able to begin and complete the 
two remaining substantial projects 
which had not vet been started when 
he was overwhelmed by  straitened 

‘While still 
company, 
business, 


On the contrary, 


financial circumstances. 
in debt to the surety 
Waters is continuing in 
though on a somewhat smaller scale 
I have referred to the affinity of 
responsibilities of credit men and 
We 


surety men, in the credit field 
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THOMAS JEFFERSON 
Birminghom, ALA. 
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feel the investigations we make of 
the who 
apply for bonds are thorough. Ex 
perience also counts for a great deal 
when it comes to trouble, and what 
skilled surety attorneys can do and 
do do in the avoidance or ameliora 
of more 
helpful to all concerned than the 
mere payment of the bonded claims 

A bond should not be regarded as 
a guaranty 


credit position of those 


tion losses can be much 


for a contractor who 
otherwise might not be considered as 
Rather it facilitates 
good contractors in exercising buy 
ing power to the best advantage of 
the owner and thus results in his 


work 


too substantial 


only in 
accordance with the specifications 
but at an economical price 
ance has been described 
“handmaid of commerce.” 


being executed not 

Insur 

as the 
lo credit 
men in particular, it is not too much 
to sav that the relationship between 
those engaged im insurance and 
suretyship and those responsible tor 
the granting of credit is such that 
the sentries 
on guard over receivables, normally 
one of the major liquid assets 


former can claim to be 


ADMIRAL SEMMES 


i 


=~. 


J caat’ 


Py WE 


" Pe Veh 


WINDSTORM 
CATASTROPHES 


IGH WINDS AND 
struck Georgia and Alabama 


in the latter part of April causing 
property damage estimated at more 
than $12 million The National 
Board of Underwriters as 
signed 34 to 


the losses and opened an ofhece for 


lire 
catastrophe number 


clearing reports in Columbus, Ga 


the 
Waco, Texas, tornado is estimated 
to amount to $20 million, while the 
insured loss was about $7! 


indicating 


Property damage caused by 


million, 
serious under-insurance 
Loss of life was high being over 
110 and another 600 persons were 
seriously injured. Catastrophe num 
ber 37 to the 
losses by the National Board of Fire 
the Ad 
justment Bureau has opened a spe 
cial office to « x pedite the payment of 
claims. According to the United 
States Weather Bureau, tornado fre 
quency this year is running two to 
three the 


has been assigned 


L'nderwriters and (seneral 


times normal expectancy 


23 
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J This America Fore advertisement is appearing 


currently in the following national magazines: 
*%& THE SATURDAY EVENING POST »* LIFE x TIME * 


tx NATIONAL GEOGRAPHIC »*% NEWSWEEK % FORTUNE * 






















The Protection that 


Began in 1853... 
a a 


has cROWN,. fit 


the needs of today! 


Living was less strenuous in 1853—the 
year two America Fore companies were 
founded—no automobiles, airplanes, elec- 
tric lights —no telephone, radio or TV. 








































Over the century a host of luxuries were 
developed which grew to become necessities 


THE CONTINENTAL as tireless industry brought them within 


4, i 
[ @ 
} insurance Company reach of all } 


) During these past 100 years of amazing 
Fioeity Puenix : . : . 

Fine insurance Company progress, America Fore companies have 
helped eliminate the threat of crippling 
financial loss and have provided protection ; ee 
that transformed risk into security and 


100 YEARS peace of mind. : ; 


This year America Fore is observing 100 years of 

proven insurance protection by two of its com- 

panies, The Continental Insurance Company and on : : 

the Fidelity-Phenix Fire Insurance Company e - / 
When you insure through America Fore you i | (4 C. Vf) C) 

enjoy freedom from worry built upon experience, MN [1 a Jy 

1 4 

haracter and strength / *INSURANCE GROUP « , 
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For tl ime of a nearby America Fore Insur- 
Ma 11! Western Union by number, ask for 











* The Continental Insurance Company * Fidelity-Phenix Fire Insurance Company * Niagara Fire Insurance Company 
* American Eagle Fire Insurance Company »* The Fidelity and Casualty Company of New York 





SIGNED STATEMENTS PREFERRED 


AS neld 

men ever made the observa 

tion, “Why do you insist on 
so many signed statements’ Why 
are they so important—I’ve vet to 
see one used in the trial of a law- 
suit!” You 
such inquiries by replying that an 
extremely small percentage of cases 
is tried with the result that a good 
adjuster rarely is involved in active 


any ane ot your 


may have answered 


trial of one of his cases \nd see 
ondly, that the chief value of state 
ments is not for their use in a 
courtroom, but in the home of the 
claimant, or in the office of an at 
torney when the real nut-cutting of 
a tough settlement discussion takes 
place 


The Real Facts 


While it is preferable to avoid 
discussion of the facts, yet there are 
circumstances when it is essential 
to substantiate our position with 
proof in black and white by reading 
statements from the witnesses 

from the claimant, 
what the real tacts 
were and not those which claimant 
and his family may have manufac 
tured subsequent to the accident in 
their anxiety to build a favorable 
case. When we can do this through 
signed statements, the shaken con 
fidence of attorneys or claimants in 


ves, 
and frequently 
himself—as to 


their knowledge that this claim man 
is not engaged in wishful thinking 
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WILLIAM J. PEDEN 
Home Office Claims Supervisor 
Ohio Casualty Ins. Co. 
but is able to prove his arguments 
by concrete evidence, makes worth 
while all of the 
reach that goal, Nothing can give 


a capable claim adjuster a 


efforts exerted to 
greater 
sense of security in his settlement 
negotiations than to realize that he 
knows more about his case than 
does the opposition and this con 
fidence carries its proper weight in 
such proceedings. The answer is in 
signed statements 

1 recall a good many years ago 
locating a couple of important wit 
nesses in a crossroads grocery. Be 
tween customers and acquaintances 
of the witnesses, and while perched 
near the proverbial cracker barrel, 
| got their statements—admittedly 
not the best but by today’s examples, 
not the worst either. Somehow or 
other the president of the company 
happened to review that particular 
file and “mildly” criticized the state 
ments with the query “Who is the 
claim man at Columbus who doesn't 
even know how to take a statement ?” 
Those witnesses were seen a second 
time and gave statements complete 
in the minutest detail—tending to 
show (at this imstance ) 
that when incomplete and mediocre 
statements get into a file it ordi 


narily is not due to unwilling wit 
nesses, as we 


least in 


so often hear, but 1s 


chargeable to haste, carelessness and 
at times pure unadulterated laziness 
or lack of the 
the adjuster 


interest on part oft 


A Critical Attitude 


Perhaps it is done verbally be 
tween the the field 
inan, but it is the rare file indeed 
which indicates the 


supervisor and 
Managed or 
supervisor has criticized the slip 
shod statements too frequently ap 
pearing, and has tried to analyze 
with the adjuster what points to 
and how to covet 
the statement the 
the file it 


cover 


make 


them, to 
important 
part of must be. Do we 
pass over poor statements with the 
reasoning that, if necessary, we 
the witnesses 


second time at 


cCAatl 
have interviewed a 
some later date; o1 
do we take the time and the trouble 
to go over detail with the 
man who took them to let him know 
what is expected of him in this re 


them in 


gard?’ Qf course, if nothing is said 
to him, no improvement can be ex 
pected 
get the 
an A-1 
proper 
overcome 


and he probably 
false idea that 
job. 


very will 
he 1s doing 
A critical attitude with 
suggestions shoula help to 
sub-standard work with 
worthwhile results 

difficulty may be the 
result of the adjuster not taking the 
time or making the effort to pre 


pare the ground work and in 


Contir 


One basi 


not 


edo +h paae 








Loss Logic—Continued 

appreciating the facts with which 
the opposition most likely will con- 
front him—and what he wants to 
develop to be able effectively to meet 
In short, a failure 
It is 
not unusual to find a claim man with 
the idea that if he simply can get 
a statement of some kind it will show 


those allegations 


to prepare his line of march 


that he made the contact as a result 


of which he cannot be censored for 





overlooking that detail. But he fails 
to know what he wants to develop 
through the particular witness and 
fails to make the necessary effort to 
cover the essentials with the witness. 

It is almost impossible to com 
prehend how any claim man can ex 
pect to take the kind of statements 
needed, without first having in 
spected the scene of the accident and 
the vehicles involved in the accident 
at the time the investigation is 


started. Presumably this is done 





His friends called him 


THE “ICE BREAKER’ 
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He had IT, this agent did. Charm, personality and savoir faire. He had 
everything it takes to warm up the coldest client. And he did, with delight- 


tul conversation and the latest stories. Everybody loved him but he just 


couldn’t sell insurance. He discovered, as most people do, that a genial 


personality isn’t quite enough to sustain business with. 


Clients want facts—figures and information. They want service—fast, 


efficient and accurate. Every day more agents all over the country are 


learning to depend on Pearl American for the things they need after the 


ice is broken . . . company cooperation, underwriters’ and fieldmen’s 
non-technical skill and assistance, and S-E-R-V-I-C-E . . . instantly! Join 
the other agents and brokers who have warmed up their old clients with 


the help of Pearl American. 


im Prverican 


PEARL ASSURANCE COMPANY, LTD. 
EUREKA SECURITY FIRE & MARINE INSURANCE CQ, 
MONARCH FIRE INSURANCE COMPANY 


MOMs. OFFICE: 19 RECTOR ST. NEW YORE 6, %. V, 
NEW YORK, 85 John Street 
CINCINNATI, 1423-24 Carew Tower 
CHICAGO, 175 W. Jackson Blvd 


CLEVELAND, 320 Bulkley Bidg 
PHILADELPHIA, 436 Walnut Street 
SAN FRANCISCO, 369 Pine Street 








someplace the = line—-but 
doesn’t it seem essential to do it 
in the beginning? Strange as it may 
seem, we have noted files wherein 
the report was received that an on 
did 
and, in 


along 


the-scene 
any 


canvass not disclose 
suggesting 
negative statements, have the ad 
juster discover that the canvass had 
been made at the intersec 


tion! How gullible can we get? 


witnesses 


wrong 


Use of the Typewriter 


One of the most valuable tools 
to be had in the way of proper 
equipment for the job, is a portable 


typewriter. We should encourage 
the men to use them more—par 
ticularly in getting statements. A 


great many individuals think more 
clearly when using a_ typewriter 
rather than a pen; and it is not 
nearly so tiresome. Statements more 
complete and in much more detail 
usually result. There is an added 
advantage in that it is a most un 
usual statement which cannot be 
typewritten on one sheet of paper. 
Result 
witness 


you have only to ask the 
to sign his name once, 
rather than three or four times; and 
in this day and age when the gen 
eral public is becoming overly 
cautious about signing anything, we 
want to avoid making the job any 
difficult than it already is. 
Too, statements are obtained in 
some instances by the use of a type 
writer which would otherwise have 
been more difficult or impossible to 
get—particularly where there are 
the 
out of watching 


more 


voung children’ in household 


who get a “bang” 
you operate. Three or four young 
sters hanging over your chair may 
not make your manual efforts easier, 
but encouraging them to watch you 
oftentimes softens an otherwise hos 
tile or cool mother or dad. 
a typewritten statement is 
and the argument is avoided that the 
cannot read handwriting 
a timesaver, too, and by and 


Again, 
legible 


witness 
It is 
large beats a pen (ever run out of 
ink ?) 

\ successful 
the standpoint of getting statements 
depends on a proper approach. With 
a third party, or claimant, you are 
only trving to learn the facts. You 
not there to trv to settle the 
case, but only to find out how the 
(Of ; 


a hundred to one. 


investigation from 


are 
course, 1 


accident happened. 
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the opportunity 1s right for settle- 
ment talk, that can come after the 
statement is obtained.) But to get 
into settlement discussion before 
getting the claimant’s statement is 
a dangerous practice. You may feel 
quite confident that you will have 
no trouble in getting a release—but 
it does make you feel rather foolish 
if you have misjudged your man and 
find that instead of getting a re 
lease, the demands are entirely out 
of line; that the claimant is unrea 
sonable ; and you are forced to con- 
clude your interview with neither 
a statement nor a release! Many 
cases involve more than one claim- 
ant in any event, and the statements 
of all of them are needed. The time 
to get your file in order is when you 
first approach the individual and 
not at some later date when his 
suspicions may be aroused at your 
every request. 


An Appeal to Fairness 

How do your men overcome the 
antagonistic person who meets him 
with the statement: “Yes, | it 
but I don’t want to get mixed up in 
it or mixed up in a lawsuit.” Fre 
quently an appeal to his sense of 
fairness will break the barrier—‘“‘If 
vou were the victim of an accident 
and I a witness, wouldn’t you expect 
me to tell you what I know about it ? 
Don’t you think it is your public 
duty to give any information you 
can in a case like this? I don’t want 
you to tell me a thing you don't 
know for sure; I’m only asking for 
the truth 
anyone 


a more positive tack by saving that 


Saw 


which has hurt 
If this approach fails, take 


never 


since his name appears on the rec 
} 


ords as a he is already 


“mixed up in it;” that if he refuses 


witness, 


to give you any information, and a 
lawsuit results, he will be subpoenaed 
that the best 
way for him to avoid being bothered 
further is to tell you what he 
knows as facts, as this will help you 
to get the case settled fairly and on 


to appear as a witness; 


any 


a proper basis, and there then will 

additional his 
These arguments are not fool 
but 


Perhaps you have used 


he no demands on 


time 
proof and don’t always work 
they help 


better ones 

Closely aligned with getting a 
statement, is the question of induc 
ing the arbitrarv witness to sign it 






For June, 1953 

























































































































POLICY 


Provides flexible, efficient, sound 
protection in one broad form that 
can be “tailored” to meet the most 
exacting requirements of any 
business. 


The 
CENTRAL SURETY 


"Crime Package"’ Policy Covers: 


D 


@ larceny, theft, embezzlement, forgery, or 
any other dishonest or fraudulent act of 
any employee. 


D 


©@ of money and securities inside or outside 
premises. 
@ of securities from a safe deposit box. 


Destruction 
@ of money and securities. 
@ property damage caused by burglary or 
robbery. 
This broad Comprehensive 3-D policy is 
needed by every business, large or small, 
for protection against disastrous losses. 


CENTRAL SURETY AND INSURANCE (ORPORATION 








It's Wise to Centralize 


R. E. McGinnis, President 


HOME OFFICE—KANSAS CITY, MISSOURI 





Try to learn how your men attempt 
to meet the situation whereby refusal 
to sign becomes one of willingness 
When the one who has given the 
statement reads it and trys to hand 
it back to you, saying “Yes, that’s 
the way | it but I don't 

many claim 
are prone to quit at that point 
effort better 
\sk 


al eS not 


Saw want 


to sign it,’ too men 
An 
re 
he 


acknowledge that 
and then when he 


extra bring 


sults. 


may 
your 
to 


it is his statement 


witness why 


want 


tells you that years ago he decided 
not to sign anything, ask him if you 


had written a 
had 
information 


letter to him and he 
it, giving you. vhat 
he knows, whether or 
not he would have signed his letter ? 


answered 


When he answers in the affirmative 


you can then explain that that in 


fact is all that his report to you is 


a letter——perhaps im more detail 
than his answer would have been 
to one he had written to you 

\t times it is effective to agree 
with your witness when he first 


shows an unwillingness to sign, by 
saving that you do not blame him 
for not wanting to sign it if it isn’t 
the truth but if it is the truth, what 
are his objections? Then the added 
arguments that should it 
to be certain when, and if, he later 


he sign 


needs to refresh his recollection, he 


will be sure it is the statement he 

gave; that it has not been altered 

in any way; and that you want to 

satisfy vour company that the state 
Cont al 10 94 





‘Unforeseen events... need not change and shape the course of man’s affairs” 


Did you ever hire a lemon? 


People aren’t lemons ...when you hire them. But things can change. 
Circumstances often put pressure on a man. He can go sour... and, 
employee dishonesty can squeeze you right out of business. 
Protect your business before trouble comes. It’s easier to be safe than sorry. 
Call your Maryland agent or broker today. Cover every employee fully, 
with a blanket Maryland Fidelity Bond. 


[t’s an investment in guaranteed honesty . . . your best policy. 


MARYLAND CASUALTY COMPANY 


Baltimore 3, Maryland 


4ll forms of Casualty Insurance, Fidelity and Surety Bonds, Fire and Marine Insurance, for business, industry and the home 


Another striking advertisement designed to help Maryland agents and brokers sell more and larger blanket Fidelity Bonds 

















UK subject is the direct op 
posite of the maxim we have 


heard all of our lives. I have 
been asked to prove that “crime 
pays.” As Jimmy Durante would 


say, “Whatta Spot!”. Yet I think 


that | can prove it 


Personal Pension Plan 


Karly in my career, | was called 
upon to handle a claim where a 
bookkeeper, despite frequent audits, 
managed to systematically 
from his employer a total of over 
$60,000. Unlike most embezzlers, 
this fellow had every nickel of it 
He had alarmed at the 
rapid passage of the years and his 
inability to accumulate a retirement 
fund. (His employer had made no 
such provision either.) So he set 
out to build up a fund of $100,000 to 
take care of his approaching old age. 
He had carefully deposited his ill 
gotten gains in the name of his wife 
in numerous banks. Just 
when it seemed that he was well on 
the way to the successful completion 
of his scheme, fate intervened as it 
The day 
scheduled audit, a motor 
the death of his 
serious injury to him 
able to get to the office to carry out 
the trick that had fooled the auditors 
so many times before, and his scheme 


steal 


become 


savings 


so often does. before a 
accident 
caused wife and 


He was un 


promptly came to light 

\t his subsequent trial he pleaded 
guilty and was sentenced to prison 
But when he was released on parole 
in a he 
promptly fled to Argentina, where 
there awaited him the $60,000 which 
had been transferred 
there by a had 
appointed the administratrix of his 
The rate of excharge 


relatively few months, 


clandestinels 

relative who been 
wife’s estate. 
in those days was about four pesos 
to the dollar, so that he had 240,000 


ESOS aS a nes egy WwW sSAaAVS 
| t egy. WI 
“crime doesn't pay °” 

The employer—that’s who! He 


had only bonded the fellow for $2,500 
and the rest of the loss came from 
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CRIME PAYS 


VAL WHITE, Manager 
Fidelity Division 
Employers Mutuals of Wausau 


his pockets. At the time the loss 
represented two years’ profits and it 
Was a serious question as to whether 
the business could continue. That is 
not an unusual example. Five per 
cent of all business failures 
caused by employee dishonesty? 
Employee dishonesty costs Ameri- 
can business hundreds of millions of 
dollars each year? The estimates 
range from $200,000,000 to $1,000, 
000,000. Yet the combined yearly 
payments of every insurance 
company in the industry total only 
$15,000,000, That will give some idea 
of the potential market that exists 

a huge, untapped field waiting for 
the insurance salesman who will take 
the time to learn the simple facts 
about fidelity bonds and do a con 
structive selling job. A life insurance 
advertisement shows the gratitude 
of a widow and her children to the 
salesman who convinced the husband 
and father to buy life insurance. 
That is nothing compared with the 
the 
has sufficient coverage for a sizeable 


are 


loss 


who 


gratitude of businessman 


“Boy, will this drive them fingerprint experts 
nuts.” 





lidelity loss-—-because a salesman 
who believed in his product sold him 
adequate coverage. [ven if com 
nothing, the self 


satisfaction that comes from having 


missions mean 
properly insured against loss is most 
rewarding 


Who Knows? 


blanket 
bonds were a relatively new develop 
ment. We still had many large risks 
that bonded their employees on a 
schedule manage 
ment still chose the employees to be 
bonded and set the amount of their 
bonds. They might just as well have 
put their money into a game of 
roulette! Who knows who the de 
faulting employee will be and how 
much he will take? If we could tell 
that positively in advance, it would 
he a simple matter to get rid of the 
employee and save the bond pre 
mium. Even the most skilled fidelity 
do that. But 
can provide part of the answer 

principal reason why 


vo 
ago, 


Twenty-five years 


basis. Business 


underwriter can't we 
The 
businessmen 
buy boiler insurance is to get the 
benefit of regular inspections of then 
equipment by well-qualified company 
men. That same principle of loss 
prevention holds true in other lines 
of insurance. Yet, employers do not 
often realize that 
writing fidelity 
comparable service 

It is of course quite napossible 1 
make that 100% 
but it is amazing how many potential 
the 


most 
bonds 


compantes 
provide a 


service accurate, 


embezzlers are 
tracks. And this is 
where everybody 


stopped in 
one “game 
wins!—an em 
ployee who might have gone com 
pletely wrong is put back on the 
right road—an employer is saved 
loss and embarrassment. | am re 
ferring to the background investiga 
tion of bonded emplovees by the 
surety company. That investigation 
starts with the filing of an applica 
tion by the employer. It is a 


the 


part 


of the selling job to make em 


ntinued 





Crime Pays—Ceantinue 


ployer aware of the benefits of such 
a service and thus gain his coopera- 
tion. The largest corporations and 
the small retail merchant all can gain 
equally, and most of them are quick 
to take advantage of the opportunity. 

lo understand what constitutes a 
good fidelity risk, one should under 
stand the basic causes of fidelity 
very loss that has ever 
happened and every loss that will 
happen in the future will fit a mold 
that is a 


losses 


combination of three 


circumstances 
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American Equitable Assurance Company of New York 


| Organized 1918 


Globe & Republic Insurance Company of America 
Established 1862 


Merchants and Manufacturers Insurance Company of 


New York 


Organized 1849 


| New York Fire Insurance Company 
Incorporated 1832 


qt at SPo 





| @ ° 
inguear 


Corroon & Reynolds 


MANAGER 


| 
92 William Street, New York 38, N. Y. | 
| 


| 
| 
- paid exceed Three Hundred Fifty Million Dollars=—— 


1. An employee in a_ position of 
trust 
2. A demand on an employee for 
money in excess of normal income. 
3. Lax or faulty supervision. 
sefore an employee can steal, he 
must first have access to property 
worth stealing. Money is not the 
only temptation. Other salable prop 
erty is quite often more easily taken. 
The demand on the employee for 
money in excess of his regular in- 
come arises from one of four sources 
“slow horses, fast women, hard 
liquor or a sick wife.” Gambling, 
women, habitual drinking, domestic 








e 











emergencies are, in that order, the 
sources of pressure that make ar 
honest man an embezzler. In these 
days of inflationary trends, the un- 
derwriter must also be on his guard 
against the employee who cannot or 
will not adjust his standard of living 
to fit his income, for this is an added 
source of pressure. Now if the first 
two conditions exist and we add the 
third element—a condition that leads 
the employee to believe that his 
peculations will go undetected 
sooner or later there will be an 
embezzlement. The first circum- 
stance cannot be changed, in fact 
selfishly we would not want it 
changed since it creates the need 
for our services, The second can be 
detected and controlled to some 
extent by the background investiga 
tion. The third should never be 
tolerated and it is the underwriter’s 
job to see that no risk is under 
taken where it knowingly exists. 

As far as the employer is con 
cerned, the only positive answer is 
blanket coverage. That relieves him 
of the impossible task of picking 
and choosing. Strangely enough, the 
cost of blanket coverage is no greater 
than the cost of schedule coverage if 
a large percentage of class A em 
ployees are included. Class A em 
ployees regularly, as a part of thet: 
job, handle money, securities, and 
merchandise of high value. 

For example, a retail stationer 
bonds the following employees : 


Treasurer $20,000 
Buyer 10,000 
Manager 10,000 
Three salesmen 1,000 each 
Boe kkeeper 5,000 


Two drivers 5,000 each 
or a total schedule of $58,000. 

At a schedule rate of .35 per $100, 
the annual premium would be $203 
\ssuming that these are the prin 
cipal emplovees, a $20,000 blanket 
bond covering all employees would 
cost $187.20 


Two Forms 


There are two forms of blanket 
hond available. First the blanket 
position bond (called in some com 
panies the “group honesty bond”) 
This form provides a stated amount 
of coverage for each employee, so 
that, in theory at least, the employer 
can recover the face amount of the 
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bond for each employee involved in 
1 single loss. Thus a loss involving 
tour employees could be recovered 
up to $10,000 if the bond 
written for the minimum amount of 
$2,500. We say “in theory,” because 


were 


In practice the employer must iden 
tity each such employee involved 
and prove that each was responsible 
for an amount of loss equal to the 
amount of the bond in order to 
recover for each such employee. The 
contract does provide, however, that 
if the insured is not able to identify 
the specific employee or employees 
causing the loss, he may recover an 
amount not in excess of the amount 
carried on any one employee, that 
is, the face amount of the contract. 
The particular advantage pointed 
out for this form of contract 1s that 
in the event losses the 
employer can recover for each of 
the employees involved in collusion. 
But the fact remains that most em 
bezzlers are “lone wolves” 


of collusive 


and take 
in a partner only when thev are 
forced to do so by circumstances. In 
studies that we have made from time 
to time we find that collusive losses 
occur about once in five hundred 
times and in our opinion the sole 
advantage of the blanket position 
bond is so remote as to be unworthy 


of anv further discussion 


A Superior Form 


The primary commercial blanket 
bond (called in companies 


“blanket honesty bond”) provides a 


some 


stated amount of coverage for each 
loss, regardless of the number of 
employees involved. It is written in 
the minimum amount of $10,000 and, 
in our opinion, is the superior form 
of contract. Like the blanket position 
bond, it provides that if the employer 
is able to show that he has suffered 
a loss due to employees but is unable 
to identify those employees, he may 
recover the face amount of the con 
tract for any Since this 
bond is. written in a minimum 
amount four times greater than that 
of the blanket bond, it 
naturally follows that in such cases, 
which are all too frequent, the em 
ployer may recover a substantially 
greater amount than he would under 
the blanket position bond 

Many people have gained the im 


pression that a fidelity bond covers 


one loss. 


position 
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Prospects listen 
ability income. U 
DISABILITY 
insurance will: 











Disability Income 


MAKES “LIFE” 


Easier To Sell 


. 5. Life’s non-cancellable 
INCOME RIDER with life 











when you talk dis- 











(1) Make bigger LIFE sales. . . easier. 


(2) 


a month income. 





non-cancellable ! 





information. 











OUR 
104™ 
YEAR 


The DISABILITY INCOME RIDER pro- 
vides $10 a month per $1,000 
It’s for men 18-50 and 
Call 
agency or write home office for complete 


Produce more commission dollars. 


(3) Bring you better referred leads. 


up to $250 


U. S. Life 


your 
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While it is 
embezzler 


he also often 


only the loss of money. 
true that the 


usually takes 


average 
money, 
causes a considerable loss involving 
other types of property. Recogniz 
ing this, modern bond forms covet 
all types of personal property, not 
just money and securities. [ can 
recall a that went over 
$100,000 where the property stolen 

steel 


well 


loss 
was iron and scrap 
something you would 
employee to carry off in 


hardly 
expect an 
his back 
pocket! What we sometimes forget 
is that the 
methods used by embezzlers is the 


one of most common 


diversion of raw materials or finished 
products from normal channels, The 
use of a fictitious supplier to bilk 
an unsuspecting employer was prob 
ably with the 
beginning of civilization and it still 
is quite 


invented coincidentally 
popular with 
bent on getting rich at 
ployer’s expense 


employees 


their em 


One of the most frequent ques- 
asked of the 
man is “How much coverage should 
I carry?” The answer to that ques 
tion is simple when we are dealing 
with 


tions insurance sales 


losses of known value For 


Continued the next page) 
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..except the person in bed. He needs help. 


He probably needs financial help, too. . 
particularly for loss of income. 





YOU can make the financial help 
a certainty with our Elective Accident 
NY and Health policy which, in addition to 
offering choice of weekly income, also relieves 
the burden of hospital, nursing and surgical fees. 


ROYAL LIVERPCOL 


eS Gns arance Group Sy 


CASUALTY ® FIRE * MARINE + SURETY 
150 WILLIAM ST., NEW YORK 38, N. Y. 


ROYAL INSURANCE COMPANY, LTD. © THE LIVERPOOL & LONDON & GLOBE INSURANCE COMPANY LTD. © ROYAL INDEMNITY COMPANY 
GLOBE INDEMNITY COMPANY © QUEEN INSURANCE COMPANY GF AMERICA © NEWARK INSURANCE COMPANY © STAR INSURANCE 
COMPANY OF AMERICA © AMERICAN AND FOREIGN INSURANCE COMPANY © THE BRITISH & FOREIGN MARINE INSURANCE 
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Crime Pays— Continued 
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example, a building that will cost 
$50,000 to replace should be insured 
against fire or other hazards for a 
maximum of $50,000. But, when we 
deal with money that is handled and 
rehandled, when we deal with the 
type of loss that can build up to a 
tremendous total over a period 
time, we have a problem that is not 
so simple. Many rules of thumb 
have been worked out over the years, 
but the one we think most realistic, 
follows this pattern when it is applied 
to the primary commercial blanket 
bond: 

For insureds which sell services and 
have little or no equipment and little 
or no inventory such as insurance 
companies, the amount of the bond 
should be equal to $2,000 multiplied 
by the number of class A employees. 
For insureds which sell services and 
maintain expensive equipment but 
little or no inventory such as con 
tractors and publishing houses, the 
amount of the bond should be equal 
to five per cent of annual sales. 
lor insureds which engage in the 
sale or manufacture of durable goods 
such as automobile companies and 
heavy machinery companies, the 
amount of the bond be equal to five 
per cent of current assets. 

For insureds engaged in selling food, 
drugs, chemicals, and similar prod 
ucts, the amount of the bond should 
be equal to ten per cent of current 
assets. 

We freely admit that this is a 
rule of thumb, but it has been tested 
against twenty of the largest losses 
in recent years and found entirely 
adequate. 

You may think that these formulae 
produce bond limits of astronomical 
size, but we must learn to think in 
terms of the catastrophe loss and 
not of the smaller loss that the aver 
age employer can absorb. We must 
learn to make our insureds see that 
such losses can and do happen, that 
the trusted employee may overnight 
become an embezzler and cause the 
complete failure of a business that 
has taken years to build. We must 
learn to protect the life blood of 
our insured’s business, his money, 
against loss by embezzlement just 
as conscientiously as we protect his 
buildings, his equipment and _ his 
inventory against loss by fire. When 
we learn to do that, we will learn 








that “crime pays.” 
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ECAUSE there may be some 

agents who will challenge the 

remarks I am going to make 
or my reasoning, let me quality 
inyself. [| live in a town of ten 
thousand people. We do business 
over a radius reaching twenty miles 
from our office. The 
eighty-odd years old. 
eight people employed in the agency, 
which is strictly an insurance agency 


agency 1s 


There are 


It has been my pleasure to serve The 
Pennsylvania Association of Insur 
ance Agents as president for two 
vears. My especial interest in asso 
ciation work has been membership. 
In the past ten years I have traveled 
some twenty thousand miles back 
and forth over the state, at my own 
expense, meeting with local agents 
I do not pretend to speak for those 
agents but I do feel that I under 
stand them and working 
knowledge of their problems. I’m 
sure about one thing only, I know 
why and how my agency operates 
and have my 


have a 


own convictions on 


some of today’s problems 


A Good Customer 


And now I'd like to tell about Ben 
Hainsey. Ben is a 
county. He lives some seven miles 
from my town, nearer the mountains 
even than I do. He is probably fifty 
years of age. He owns his own 
home, works at the mines or in the 
woods depending on the availability 
of work. He loves to hunt and fish 
and does both well He is 
married and son seventeen 
vears of age 


native of my 


very 
has a 
We met at a hunting 
lodge ago and have been 
friends ever since. When Ben 
bought his little property he insured 


years 
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W. HOWARD STEWART 


Clearfield, Pa. 


with me and has been a good cus 
tomer ever since. Three weeks ago 
Ben bought an automobile—his first 
And so he came to see me, his friend 
With the pleased expression that 
comes to one with his first car put 
chase, he told me about 
Chevrolet 


his new 
wanted to 
take out imsurance on it, the kind 
that protected him from claims from 
the other fellow. His would 
likely drive sometimes although he 
would not drive it to school. With 
that told Ben 
premium would be $59.20 a year 


and said he 


SOT 


information, we his 


He'd Be Back 


The expression in his face showed 
quiet amazement. But because of our 
long friendship he didn’t say much 
Only that he wanted to talk to his 
wife and that he’d be back. I have 
the incompleted application with me 
yet. Of course he didn’t come back 
\nd what did | Not just a 
nice but the 
What do 
the fire 
been selling him all 
these years, and what do you think 
I thought about when he left. You're 
right—about all the Ben Hainsey’s 
I’ve insured and lost in the past 
eight years. And I'll never know 
how many Ben Hainsey’s who never 
got to my office: Their friends and 
neighbors who discuss their insur 
ance at work or at play 

And where have they gone? To 
the non-agency insurance companies 
where they buy their insurance for 
six month the 


lose ? 
ordet 

friend 
thinks 


I've 


“walk-in” 
fidence of a 


con 
you 
Suppose he 
insurance 


about 


terms, company 


collects the premium after the first 
one 
the 


and owns the renewals, or to 
others which operate without 
benefit of local agency service 

For years we have been having 
that competition taking our business 

and why 
far this non-agency 
Let tell 


Pennsylvania 


Have you any idea how 
msurance has 
vou about my 

\nd | won't 
attempt to analyze the entire picture 

just seventy dollars 
worth of hability and 
property damage insurance in Penn 
svivania in 1952. Just a little more 
than half of that seventy millions of 
premiums were written last vear by 


gone me 


state 


mullions of 
automobile 


SIX non-agency companies. <A little 
less than half of that seventy million 
was written by eleven stock casualty 


companies. And those eleven com 


panies are the top ranking compa 


mies, volume wise, in 
that a threat 


me it’s a 


state. Is 
existence? ‘To 
that 
to continue 
\We must be 
What is it we 
To hold on to our present 
position, losing Ben Hainsey’s one 
by one and trying to make the with 
held support us. Or do 
we want to restore our 
tions this 
imsurance business | 


our 
to our 
Situation 
iction if we are 
Let's 


demands 
in busi 
ness face it 
wrong some place 


want ? 


business 


agency posi 


and control 


automobile 
Want to stay 
in business. I want to compete. So 
here’s my suggestions. Let's re 
appraise automobile insurance. We 
sold it at one time. We built the line 
It’s accepted by all 


customers as a mem 


worth-while 

But must 
we be paid at a rate of commission 
that once was justified. | don't think 


SO we compensation 


SSILV 


writ insur- 


at a lower rate of 


(¢ 


ance commission 





Photo shows control tow- 
er, service bridge and em- 
bankment stairs of a dam 
about 10 miles from the 
downtown section of 
Cincinnati, recently com- 
pleted for the Corps of 
Engineers of the U. S. 
Army, and bonded by Ohio 
Casualty. This is part of a 
vast flood control program. 


WHAT’S YOUR PART 


IN THIS PICTURE? 


Youre right. Almost every public construction job 


and many private projects call for a Contract Bond. 
Writing these bonds and the related coverages—such as 
Contractor’s Liability and Property Damage—is good 


business for the insurance agent. 


Ohio Casualty’s prequalification and rating plan has 

a definite appeal to many contractors. It puts Ohio 

Casualty agents in a strong competitive position to 
secure a large share of this type of business. 

We cordially invite responsible agents to get in touch 


with us with a view to joining our ever-growing, 
nation-wide corps of representatives, 


Fait’ THE 


- 
CRAKG, 
4 


Coast Zo Coase 
chum 
MOttce 


INSURANCE COMPANY 


Home Office, Hamilton, Ohio 


| An Existence—Continued 


| Automobile insurance is_ relatively 
easy of renewal. Let’s stop this 
business of treating commissions as 
a potential A-bomb and be realistic 
We can do with less when we have 
the volume, and we'd better price 
ourselves back into the market. 

True, lower commissions alone 
won't completely solve the problem 

but facing it factually will help 
towards a solution. We've forbid 
‘our association committees to dis 
cuss our commission with the com 
panies. Certainly the companies are 
not sufficiently bound together nor 
qualified to act for us on commis 
sions. There are company and 
bureau practices that I’m sure the 
lagents can help solve. And _ there 
are questions that we agents should 
know about 


Pertinent Questions 


It is my humble opinion that ou 
industry on a company level has 
entwined itself into a maze of rating 
|bureaus and conferences until they 
have all but lost direction. It seems 
| quite logical to me that the sales 
(force, or the American Agency 
| System, could contribute mightily to 
|streamlining our underwriting and 
sales practices. Must we have 
| Separate rating associations lor per- 
jsonal injury and material damage 
linsurance? Can the classes one, two 
and three be supported statistically ? 
|Are the territory ratings self de 
|pendent? Do some territories sup 
port others for competitive reasons ¢ 
|Why aren't the non-agency com 
| panies invading the city territories ? 
| Is a two dollar credit report stronger 
|underwriting practice than a profit 
lable agency? Is it economical for 
leach casualty company to operate its 
own claim service throughout a 
territory? Is there merit in a profit 
sharing plan for careful agents ? 

Certainly the companies now meet 
with committees of agents to discuss 
\topics of interest. Let’s do that on 
'a level of self interest and help, 
‘not merely “wording” corrections 
We've a fight on our hands for 
existence. Let’s face it honestly and 
thoroughly. | want to help my com 
pany make a profit and I’m sure the 
companies want to stay in the auto 
mobile insurance business 

Let's throw mistrust and sus 
picions to the winds and insure our 
| existence 


























COLLECTION TROUBLES 


ISTASTEFUL as the job 

of collecting overdue premi- 

ums may seem to some 
agents, it’s a vitally important job, 
one that should be accorded close 
attention and persistent effort, along 
with such other basic functions as 
production and underwriting. Every 
one in the agency field should be 
fully cognizant of the fact that 
prompt payment of premiums by 
the insured to the agent and in turn 
the agent’s prompt remittances of 
monthly accounts to his companies 
can serve as a great stimulus to in- 
creased business and create a more 
satisfactory relationship between (1) 
client and (2) and 


agent ; agent 


company. 


Good "Watch Dogs" 


Collections need not be regarded 
as an and dreadful task. 
They actually can be enjoyable and 
anything but troublesome. I know, 
because the system developed in our 
agency has made collections a pleas- 
ant and smooth-operating activity 
for us. We have between 2,500 and 
3,000 insureds on our books and our 
fire and casualty premiums totaled 
approximately $200,000 in 1952, Yet 
our daily average of accounts over 
sixty days old numbers only seventy 


onerous 


and we never have more than one 
hundred accounts in the over-sixts 
day category at any one time. 
What’s our secret of success? I'd 
be hard put to define any specific 
formula other than the fact that we 
believe in being “Always on Guard” 
and being good ‘Watch Dogs,” so 
to speak. Our office procedures on 
collections are rather simple. We do 
not employ a so-called “collector.” 
We do, however, give every ac- 
count careful and regular attention 
Experience has taught us_ that 
fifty percent of all our clients pay 
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HARLEY J. REYNOLDS 
Reynolds Agency 
Jackson, Michigan 


us in full on or before the effective 
date of the policy or at least within 
thirty days thereof. Another twenty- 
five percent pay us between thirty 
and sixty days from the policy date. 
The remaining twenty-five percent 
represents the reason | am writing 
this article. This percentage 
vary from agency to agency but 
let’s assume that in the average 
agency 25% of all clients regularly 
require more than 60 days to pay 
their premiums. 

That either make or 
break any agent. That 25% repre- 


may 


25% can 
sents that portion of an agent’s in 
sureds for whom he is required to 
advance to the company in full either 
all or part of the premiums over 60 
days past due. That 25% in some 
cases represents perhaps even more 
than an agency’s gross return from 
any given month’s business and ap- 
proximately three times the net 
profit. Therefore it should be easy 
to see how important it is to make 
every effort to collect at least a sub- 
stantial part of that 25% within 60 
days from the policy date. 


The Same Limits to All 


In our office we quote every one 
the same limits when credit is re- 
quested. In that way it is never nec- 
essary to remember what figures we 
quote except in rare cases such as 
those involving sickness or tempo- 
rary unemployment. Part payment 
in 30 days and full payment in 90 
days are the minimurn requirements. 

I feel that of the 25% of the av- 
erage agency’s clientele who require 
60 days or more to pay their pre- 
miums, approximately one-half of 
that number would pay regardless 


of whether the agency has any col 
lection system, except perhaps mm a 
period of depression or other un 
usual That, then, leaves 
124%.% unaccounted for. All the 
agency profit, and more, too, 1s 
wrapped up in that percentage, 1s 
it not? Some agents perhaps con 
duct a few collection “drives” when 
they have the time, but a collection 
system is necessary 


distress. 


in the average 
agency. There are many possible 
systems which can be employed to 
give the desired results. I’m going 
to describe only one set-up, based 
on the collection 


our agency. 


methods used in 


The Boss Works Too 


As a first step in establishing a 
system, I would suggest that 
obtain three heavy cardboard in 
dex letter size and numbered 
from 1 to 30. You, the boss, should 
work at this, too, so put one of the 


you 


sets, 


three sets in your own desk drawer 
If you have a small office, give the 
other two “1 to 30” sets to your 
bookkeeper. If you employ more 
than four office girls, give one set 
to your bookkeeper and the other 
to your counter girl. 

Okay, now, let’s start by filing 
all duplicate invoices together with 
the policies (if you are holding any 
in your office ), according to policy 
date. The bookkeeper gets ali newly 
written duplicate invoices and/or 
policies to place in her “1 to 30” 
file. The counter girl receives all 
duplicate invoices and/or policies 
with effective dates between 30 and 
60 days old, and you get all dupli- 
cate invoices and/or policies over 
60 days old. The bookkeeper has 
only to pull one date in her file 
while both you and the counter girl 
must pull three dates each day, the 


[Continued on the next page) 





Collection Troubles—-Continued 


idea behind that procedure being that 
no agency has the 
first 30 days. However, after that, 


every ten days is not too often to 


to worry about 


review each account 


| feel it is most important to have 
a distinct understanding with the 
insured at the end of the 30th day 
if no payment on the premium has 
Don't 
just threaten to cancel but do cancel 
at the end of 40 days if no payment 


has been received 


heen made within that period 


\fter a payment 
merely a 


the 


is made, it 1s matter of 


judgment as accounts are re 


COMPANY 


“A man is known by the com- 
pany he keeps.” In our busi- 
ness, a company is known by 
the men it keeps. 


Life of Virginia attributes 
its progress to the fact 
that throughout the years it 
has attracted good men and 
kept a conspicuously large 
number of them. (84% of our 


Managers have more than 10 
years’ service.) 


LIFE 


Insurance Company 


of 


VIRGINIA 


Established 1871 
Richmond, Va 








viewed every ten days to keep in 
touch with your insured and make 
sure that large enough payments are 
made often enough so that the ac 
count can be paid in full in 90 days. 


Prodded for Payment 


Let me give you an example of 
how the system works. Suppose to- 
morrow is September 22. On that 

our bookkeeper will pull all 
duplicate invoices dated August 22 
from her file, review them and con- 
tact the insureds who have not made 
payment. She usually gets in touch 
with these policyholders by tele 
phone, either at their homes or 
places of employment, and asks them 
why no payment was received dur- 
ing the first 30 days and points out 
to them that a payment must be 
made within the next ten days. We 
try to make these phone check-ups 
seem like service calls rather than 
collection calls by informing the in 
sureds that we are about to forward 
their premiums to the company. 

After following this procedure, 
the bookkeeper turns the August 
22 items over to my wife, Mrs. Rey- 
nolds, to be placed in her file. Mrs. 
Reynolds will then pull all data 
bearing the dates July 22 


a. 


day 


August 
2 and August 12 from her file, do 
what she deems necessary on the 
August 2 and 12 policies and put 
all July 22 material on my desk to 
be placed in my file after suitable 
action has been taken. On the Aug- 
ust 2 and 12 policies, Mrs. Reynolds 
probably will contact the insureds by 
phone, letter or statement to prod 
them for payment. 

Simple, but it works, and each 
person on these collections has a 
very small amount of work to do 
on them each day. And you can 
readily see that with only 50 to 
100 accounts over 60 days old cov- 
ering the entire 30 days in the “1 
to 30” file, we cannot have too many 
accounts requiring attention on any 
given day. 

Be sure to alter your collection 
system if need be so that every ac- 
count comes to your bookkeeper’s 
attention within 30 days, and again 
on the 40th day, and every tenth 
day thereafter until paid in full. 
Also, I think it is advisable for you 
to have charge of all accounts over 
60 days old. That relieves your girls 


of a major responsibility which 
should not be theirs and gives the 
men oi your staff more time for 
the solicitation of new business. 
Moreover, | know of no better job 
to keep you in proper touch with 
your insureds, 

When reviewing those over-60- 
day-old accounts, I find that the 
most effective statement of fact i 
can make over the telephone or in 
a letter is to point out to our clients 
that we have paid their premiums 
in full to the company and expect 
them to reimburse us_ within 
usual 90-day credit limit. | 


our 
think 
it is significant that we are more 
than 90% successful with that state- 
ment of fact. It is surprising how 
many of our clients believe that we 
as agents are not required to pay 
premiums to our companies 
payment is first made to us. 


until 


Double Index 


1 might add that | have a little 
“black book” of my own which 
serves as a double index to my col- 
lection file. In this book, I enter the 
last name of each insured with an 
overdue account together with the 
date of the policy or the oldest date, 
if there is more than one unpaid-for 
policy. A typical entry would be 
“Smith .... 17,” meaning that client 
Smith has an unpaid-for  polics 
dated the 17th. Then, by looking 
under 17 in my collection file, | 
would find a copy of the invoice to 
Smith, payments made. 
That copy stays in the collection file 
until Smith pays in full. 

Premium 


showing 


payments on all over 
60-day accounts are posted from 
our daily cash book in my collection 
file. In entering payments on the 
cash book, we also indicate the 
month in which the policy took ef 
fect, thereby enabling us to approx’ 
mate very closely whether or no! 
any policy on which payment is 
being made is more than 60 days old 
Thus, my file is kept accurate and 
up-to-date each day, and in only 15 
minutes I can determine the total 
due the agency over 60 days old. 

These are the methods we use. 
Perhaps they would work for yor. 
Why let collections become a prol 
lem in your agency when they can 
be made easier? 


Reprinted from the Hartford Agent 
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“DELIVERED” 
SERVICE 


oS 
BSoc oe? 





ee oe 


Wruar does the successful insurance agent or broker 
have that the others lack? We believe it’s his record of 
“delivered” service to his clients...his ability to properly 
analyze their insurance needs, prescribe and successfully 
sell sound insurance programs, then follow through by 
competently servicing each account. 


The successful producer doesn’t try to do everything him- 
self. He calls in a fieldman...not just any fieldman, but the 
one who can help him the most. That’s why more than 
17,000 top producers represent the companies of 
FIREMAN’S FUND GROUP. Each one knows our fieldman 
is available on short notice when problems arise and that 
he'll have at his fingertips the latest information about 
trends and changes, new ways to build business. 



































If you haven't met the FIREMAN’S FUND FIELDMAN serv- 
ing your territory, fill out and mail the coupon. He'll be 


happy to call on you. 








re : MM \ 
. 2 : i, FIREMAN’S FUND GROUP 
CLEC CAILI CF A 7, = 401 California Street, San Francisco 20, California 
FIDELITY “ 


FIRE + AUTOMOBILE + MARINE + CASUALTY ~ SURETY . I'd like to meet the FIREMAN’S FUND FIELDMAN serving my 
REINSURANCE Ons ff: territory 


Home Office: 401 California Street, San Francisco 20, California 
Departmental Offices: San Francisco * New York « Chicago * Boston 
Atlanta « Los Angeles + Seattle 


FIREMAN’S FUND INSURANCE COMPANY 
HOME FIRE & MARINE INSURANCE COMPANY . State 

FIREMAN’S FIND INDEMNITY COMPANY me 
WESTERN NATIONAL INSURANCE COMPANY 8 
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You could know the plant... 20 years of steady growth 
.-. 20 years of work, brains and money...then in 20 
minutes a little fire got away and reduced it all to 
nothing. 


But, your larger size fire hazards can be protected very 
efficiently at a reasonable cost, thanks to C-O-TWO Low 
Pressure Carbon Dioxide Type Fire Extinguishing Systems. 
Simple piping, running from one centrally located storage 
tank, instantly transports clean, non-damaging, non-con- 
ducting carbon dioxide anywhere in the plant area...to flam- 
mable liquids, electrical equipment, storage spaces, manu- 
facturing processes and record vaults. Fire at any protected 
location is extinguished in seconds with an absolute mini- 
mum of expense and interruption. 

Flexibility is the keynote with these C-O-TWO Fire 
Extinguishing Systems .. . the low pressure carbon dioxide 


MANUFACTURERS OF APPROVED FIRE PROTECTION EQUIPMENT 


Squeez-Grip Carbon Dioxide Type Fire Extinguishers 
Dry Chemical Type Fire Extinguishers 
Bulit-in High Pressure and Low Pressure Carbon Dioxide 
Type Fire Extinguishing Systems 
Bullt-in Smoke and Heat Fire Detecting Systems 





storage tanks range in capacities from one to fifty tons... 
discharge facilities can either be manual mechanical, manual 
electric, automatic mechanical, automatic electric or a com- 
bination of these . . . especially installed to fit your par- 
ticular needs. Future plant expansion is easily and economi- 
cally provided for by initially installing an oversized low 
pressure carbon dioxide storage tank and adding the supple- 
mentary discharge facilities at a later date. 

Whether it’s fire detecting or fire extinguishing . . . port- 
ables or built-in systems . . . C-O-TWO means experienced 
engineering that assures you of the best type equipment for 
the particular fire hazard concerned. 


WHEN BUSINESS STOPS ... INCOME STOPS! 
Don’t take chances with your investment. Secure the bene- 
fits of highly efficient fire protection engineering today .. . 
our extensive experience over the years is at your disposal 
without obligation. Cet the facts now! 


C-O-TWO FIRE EQUIPMENT COMPANY 


NEWARK 1 + NEW JERSEY 


C-O-TWO FIRE EQUIPMENT OF CANADA, LTD. * TORONTO 8 * ONTARIO 


Sales and Service in the Principal Cities of United States and Canada 


AFFILIATED WITH PYRENE MANUFACTURING COMPANY 




















Loss Control 


NEW YORK SAFETY RESPONSIBILITY ACT 


VER four million motor ve- 
hicles were registered in New 
York State in 1952. These 
motor vehicles were operated by 
5,700,000 licensed drivers and trav- 
cled 36,246 million miles. 
From this entire operation, there 


some 


were 110,977 accidents resulting in 
death or personal injury and 215,453 
accidents resulting in 
property. 


damage to 
Percentage wise, this is 
three-tenths of one 
percent in personal injury accidents 


a decrease of 


and two percent in property damage 
accidents, compared to the year 1951. 
The number of fatalities during 1952 
was 2,111, an increase in number 
over 1951 of 10 and in percentage of 
five-tenths of one percent. However, 
considering these fatalities on the 
basis of one hundred million miles 
of motor vehicle travel, the rate for 
1952 decreased to 5.8, the lowest in 
our history, as compared with 6.1 
in 1951 and 1950. Again we are 
considerably under the national aver- 
age, which was 7.3. 

Whereas, it is solely the operation 
of motor vehicles that governs the 
accident record compiled in the state, 
the question of indemnification for 
injury or damage and the enforce- 
ment of the provisions of law enacted 
therefor is strictly a matter of ad- 
ministration of the law on the part 
of the bureau and related authorities. 

The New York Safety Responsi- 
bility Act, in its present form, has 
now been in effect for eleven years. 
During this period of time, the 
various provisions of the law have 
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become increasingly effective. The 
primary purpose of the law has been 
that of indemnification of persons 
suffering loss either through injury 
or damage to property. 

Most significant of the results 
achieved, is the constant increase in 
the percentage of motor vehicles 
insured, the law was first 
placed in the statutes on January 1, 
1942. Prior to that time, it was 
reliably estimated that only some 
30% of the motor vehicles registered 
insured. For the year 1952, 
the accident report records of the 
indicate that in 
96% of accident participants were 
insured. While the matter of insur 
ance coverage automatically receives 
first notice, of equal, if not prior 
importance, is the matter of in- 
demnification for loss by uninsured 
operators and owners. 


since 


were 


Bureau excess of 


The picture, relative to insurance 
coverage and indemnification by un- 
insured persons, would appear to be 
best presented in the following sum 
mary of results for the past eleven 
years : 


VICTOR F. VENESS 
Deputy Commissioner of 
Motor Vehicles 


There was a decrease in the num 
ber of accident reports received dur 
ing the year 1952 as compared with 
1951 of 16,357. This repre 
sents a percentage decrease of 2.4% 
When compared with the percen 
tage decrease in the number of ac 
cidents which occurred during the 
year, we find that they are approxi 
mately equal. The significance of 
this comparison is the fact that all 
signs point to better compliance with 
the accident reporting provisions of 
the law. Notwithstanding the fact 
that there is better compliance, we 
still have the problem of failure of 
persons to report accidents promptly 
and accurately. One of the greatest 
difficulties encountered is the inac 


some 


curacy in spelling of names of own 
ers and operators involved 
Insurance agents can be of mate 
rial aid to the Bureau, if they will 
endeavor to educate their insured to 
copy the names of owners and op 


Accident reports received (excluding police reports) 


With evidence 
of insurance 
164,140 
136,219 
156,034 
232.458 
317,823 
446.476 
494.970 
489,576 
542,133 
601,791 
588,659 


No evidence 
of insurance 
119,865 
30,276 
30,434 
37 298 
52,073 
48,552 
24.670 
33,750 
29,982 
29.943 
23,918 


Total reports 
received % 
284,005 
166,495 
186,468 
269.756 
369,896 
495,028 
519,440 
523.326 
572,115 
631,734 
612,577 


Insured 
57.79% 
21.81% 
83.67% 
86 17% 
R59 
90.19% 
95 25% 
93.55% 
94.75% 
95.26% 
96.09% 


39 





Loss Control 


erators from licenses and reyistra 
tion certificates instead of relying 
on phonetics to convey the spelling 
of names. If this is done on a uni 
versal basis, it will relieve the bureau 
of much work in making unneces 
sary evaluations in the name of pet 
sons actually non existent, and like 
wise eliminate unnecessary and un 


enforceable suspensions 


Security deposits 
Releases 
hled Number Amount 

Year A (B 

1942 No Record 4,861 $ 567,363 
1943 No Record 5,132 $ 681,685 
1944 15,908 7,397 $1,058,533 
1945 14,924 7,371 $1,066,889 
1946 19.648 9110 $1,348,677 
1947 20.806 9307 $1,363,295 
1948 21,557 9,025 $1,389,401 
1949 21,826 6,941 $1,258,177 
195() 22,445 7.206 $1,313,550 
195] 23,291 6,677 $1,291,363 
1952 21,238 5,596 $1,133,790 


A) No record of releases available prior to 1944 
Largest single surety bond deposit received $10,200 


B) Largest single cash deposit received $9,000 


The average deposit of security, 
made by uninsured motorists, has 
again increased, This year it was 
$203. against $193. for 1951. The 
significance of this fact would seem 
to be that valuing 
their right to drive or register a 
motor vehicle more than ever before, 
thus going to greater financial 
lengths to retain those privileges. 
Further discussion of this phase, 
as well as that of releases and re 


motorists are 


Disposition of security deposits 


Claims Refunds 

Claims paid and expiration Total 
paid by settled by of Refunds refunds 

Bureau depositors one year other and 
(C) (D) (F (F) payments 

i) 123 24 156 

85 676 2,809 113 3,683 

67 769 3,633 167 4,636 

61 859 5,231 161 6,312 

74 774 5,560 147 6,555 

a8 685 7,477 121 8,371 

131 990 8,220 167 9,508 

120 995 7,474 143 8,732 

125 829 5,721 163 6,838 

116 861 5,512 149 6,638 

147 714 5,332 115 6,308 


C) Payment made by Bureau out of Security Deposited, in satisfaction of judgments and as con 


sideration for releases 


D) Refunds made to depositors upon receipt of releases in settlement of claims, satisfied judgments 


against depositors and evidence of discontinued 


actions 


(h) Refunds made after expiration of one year from date of accident upon evidence that all claims 


have been extinguished In some cases 


payments made 


payments may have been made by depositors, in others no 


F) All other types of refund, including judgments in favor of depositor 


funds or payments, would be aca 
demic since reference to the sched 
ule shown earlier in this report will 
readily convey the continuing pic 
ture. 


The overall suspension picture 
has not changed materially since 
last year. Suspension for failure to 
satisfy financial responsibility re 
quirements continues to show the 
greatest number. Suspensions made 
under this caption do not neces 
sarily mean that the persons so 
affected are uninsured. Experience 
shows that these are caused mainly 
by the fact that the Bureau is re 
quired to act within a short statutory 
period to suspend those persons 
from whom we have received no 
evidence of coverage. Rescission of 
a good number of these suspensions 
occurs almost immediately after the 
received by the 
upon 
proof of the coverage 
Others of these are terminated 
quickly upon compliance with the 
security and proof of financial re 
sponsibility Most of 


(Continued on page 44) 


notice is 
concerned, 


pers m1 
presentation — of 


necessary 


requirements. 
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CREDET TASUANGH 


Me AND MORE Agents and Brokers are helping their 


business clients complete their programs of protection (while 


they add to their own income) by counseling on Credit Insurance 
coverage. The two books pictured here will give you basic knowl- 


edge you should have to discuss this increasingly important subject. 


We'd like to mail you copies. 


Write American Credit Indemnity 


Company of N. Y., First National Bank Bldg., Baltimore 2, Wd. Just 


say ,“Send me two books offered in Best’s Insurance News,” 





Spectalists tn Credit Insurance for 60 years 


merican Credit Insurance 


COMPLETE Unless 16 Includes 
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MONTHLY FIRE 
LOSSES 


STIMATED FIRE the 

United States during April 
amounted to $67 ,362,000, according 
to the National Board of Fire Under- 
writers. This is a decrease of 19.3% 
from losses of $83,471,000 reported 
for last March (1953) and is ap 


LOSSES in 


proximately the same as losses for 
April, 1952 which amounted to 
$67 380,000. 

Losses for the first four months of 
1953 total $300,198,000, an 
increase of 5.8% over the first four 
months of 1952, when they amounted 
to $283,7 14,000, 

These estimated losses include an 
allowance for uninsured and un- 


reported losses. 


now 


1951 
$58,744,000 
56,403,000 
52,220,000 
55,416,000 
53,398,000 
54,660,000 
60,064,000 
68,206,000 


1952 
$62,354,000 
58,585,000 
61,675,000 
56,462,000 
58,949,000 
63,958,000 
65,129,000 
74,127,000 


1953 
76,659,000 
72,706,000 
83,471,000 
67,362,000 


May 

June 

July .. 
\ugust 
September 
(ictober 
November 
lecember 


1952 
74,155,000 
69,925,000 
72,254,000 
67,380,000 


January . 
February 
March 
April 
Totals .... $742,825,000 $801,437,000 


MOTOR VEHICLE 
DEATHS 


1951 


2,820 
2,350 
2,730 


1952 


2,650 
2,630 
2,730 
2,600 


1953 


2,840 
2.630 
2,840 
2,890 


January 
February ... 
March 

\pril 

Four Months 10,590 
3,160 
3,070 
3,150 
3,670 
3,360 
3,610 
3,640 
3,670 


10,510 
2,820 
3,070 
3,150 
3,460 
3,580 
3,720 
3,500 


11,140 


August 
September 
October 
November 
December 


38,000 


ACCIDENTAL 
DEATHS 


Three Months 
1952 1953 
20,200 21,000 
8310 8010 
2,200 2,500 
7.000 7,70 
3,200 3,300 


Change 
—4% 
44% 

—12% 
—I% 


—3% 


ALL TYPES". 
Motor vehicle. ; 
Other public .. 
Home 


Occupational . 


* The total for all types does not equal the sum 
of the four succeeding totals because deaths 
from occupational-motor-vehicle accidents are 


included under both headings. 











Suddenly fire strikes! 





and destroys your vital records. 





ould your business 
SUrVIVG ? Few can: 


You may have ample fire insurance— yet a fire could put 
you out of business! For fire insurance covers only the 
cost of rebuilding...for the replacement of stock, furni- 
ture and equipment destroyed by fire. 

Unless your essential business records are also insured you 
would have to replace them at your own expense... a 
cost most businesses cannot afford! 

Our Valuable Papers Policy pays for the replacement of 
all insured papers, films, documents, and other business 
records which have heen destroved, damaged or lost. Our 
\ecounts Receivable insurance pays all sums that cannot 
be collected from customers because the records have 
been destroyed. Either protective feature may be pur- 


chased separately or both together in one policy, 


lomorrow may be too late to get this vital business pro- 


tection, Call our agent in your community 


or write us 
for his name! ; 


For the best in protection... 
Call your American Surety Agent! 


AMERICAN SURETY 


wom onesie COMPANY 


100 Broadway, New York 5, N. Y. 


FIDELITY - SURETY + CASUALTY - INLAND MARINE - ACCOUNTANTS LIABILITY 
AVIATION INSURANCE THROUGH UNITED STATES AVIATION UNDERWRITERS. INC 








Boss, WELL BE A LOT SAFER IF \e 
es/ You'LL STOP “HOLDING UP THE ROOF”/ 
| AND USE BoTH HANDS FOR STEERING. 


bs ( 


Me? 


be 
* 





i ae 














In some States you are required by law to keep both hands on the steering wheel. 
Modern cars and modern highways can make steering seem like a simple, one-finger 


job. But in emergencies, you need both hands—and you need them fast . . . faster 
than you can move a hand from the window to the wheel. 


AETNA INSURANCE GROUP 


AETNA INSURANCE COMPANY « 


THE WORLD FIRE AND MARINE INSURANCE CO. 
THE CENTURY INDEMNITY COMPANY ¢« STANDARD INSURANCE CO. OF N. Y. 
HARTFORD, CONNECTICUT 








This advertisement aise appears—in coler—in TIME, NEWSWEEK, PATHFINDER, 
U. S. NEWS end WORLD REPORT. Clinton L. Allen, President 




















FOUNDED IN 1819, the Aetna 


Insurance Company takes its name 
from the famous volcano, which 
“though surrounded by flame and 
smoke is itself never consumed.” 
From that day to this—through 
wars, conflagrations and depres- 
sions—no policyholder has ever 
suffered loss because of failure of 
an Aetna Company to meet its 
obligations. 


THINK FIRST OF THE AETNA 























































































































RANDOM BITS 


A DRUNK fell from a barroom stool 
and demanded that the barkeeper 
pay the $72 bill for treatment of his 
head injuries. 

A claimant alleged she found a 
mouse baked in a loaf of bread from 
a bakery and wanted $5,000 dam- 
ages. 

A mill worker claimed to have 
found grass in a bottle of soda pop, 
saw an attorney, and threatened to 
file suit against the bottling works. 

A woman fell from her hospital 
bed just prior to childbirth and the 
injury resulted in permanent partial 
blindness. She sued the hospital for 
$100,000. 

The Hartford Agent 


THE OTHER EXTREME 


THE FAST DRIVER is the major con 
cern of highway safety officials. But 
the slow motorist, the one who 
mopes along at twenty to twenty-five 
miles an hour and backs up traffic 
as far as the eye can see—is a prob- 
lem, too. In Connecticut the State 
Safety Commission has taken note 
of this by asking the State Traffic 
Commission to study the merits of 
a minimum-speed law. 

The Aetna-izer 


FAILURES CAUSED BY FIRE 


FIRE CAUSES one out of every two 
hundred business failures, four to 
five times more than flood, burglary, 
employes’ frauds, and strikes—all 
disasters that could be provided 
against through insurance. This was 
reported recently by Dun and Brad 
street after analysis of the causes of 
7 649 business failures. 

Fire, the survey showed, was di- 
rectly responsible for 0.5 percent of 
the total number of failures and 
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JEHIND THE Losses 


eleventh in the list of twenty causes 
which in order of importance were: 
Inadequate sales (50.7), competitive 
weakness (15.1), excessive fixed as- 
sets (11.0), inventory difficulties 
(9.8), heavy operating expenses 
(8.1), poor location (3.4), receiva- 
bles difficulties (6.9), irregular dis- 
posal of assets (2.5), poor health 
2.9), bad habits (1.1), fire (0.5), 
false financial statements (0.5), 
marital difficulties (0.4), shortage 
of material (0.2), misleading name 
(0.1), flood, (0.1), burglary (0.1), 
employes’ frauds (0.1), strike (0.1), 
(6.0). (Because 
some failures have been attributed 
to a combination of apparent causes, 

total exceeds 100 percent.) 
U. S. Fidelity & Guaranty’s Bulletin 


SAFETY COMMANDMENTS 


and other causes 


SAFETY is not only everybody’s 
business—it is good business and 
your business. You too, can help: 
1. By obeying traffic regulations. 
2. By registering your disapproval 

of those who don’t. 

3. By keeping 


your car in good 
condition. 
4. By supporting highway safety 


programs. 


uw 


sy insisting on safe driver edu- 

cation in your schools 

6. By doing your part in training 
community opinion in the direc 
tion of courteous, careful safety 
on the roads. 

Try these highway safety com- 
mandments for a month and see for 
yourself the improvement in your 
driving pleasure. 

Harleysville Mutual Casualty Co. 


SAFETY TIP 


'HE HAND that lifts the cup that 
cheers should not be used to shift 
the gears. 


Pangborn Corp.—Panghorn News 





CURRENCY DEVALUATION 


A THIEF who rifled five women's 
handbags got less than he bargained 
for. Part of the loot consisted of a 
million Greek drachmas. That’s a 
lot of drachmas but only about $68 


in American currency 


American Casualty Co American Arrow 


OUT OF THE WILD BLUE 
YONDER 


LIGHTNING, according to the 
United Lightning Protection Ass’n 
of Syracuse, N. Y., will start fires 
on 30,000 American farms this year, 
kill one person every day, injure four 
others and frighten thousands more 

The National Board of Fire Un 
derwriters adds that lightning causes 
thirty-seven of every one-hundred 
farm fires (estimated loss of $35 
million yearly), making it the great 
est single cause of farm and rural 
fires. 

Underwriters Laboratories claim 
that less than one in a thousand pro 
tected properties has been reported 
as being damaged by lightning 


Maine Ass'n of Insurance 
land’s Agency Bulletin 


1952 FIRE LOSSES 


YEAR 800,000 destructive 
fires in all parts of the nation de 
stroyed more than half a 
dollars worth of property More 
than 10,000 lives were lost. More 
than half of the loss was in business 
or industrial establishments, the 
places where people work and pro 
duce. Yet the dollar loss was only 
a fraction of the total destruction 
caused by fire. The indirect losses, 


Agents - Vacation 


LAST 


billion 


in medical costs, in jobs, wages and 
production lost, savings reduced and 
business failures, were probably two 
or three times greater. 


National Board of Fire Underwriters 
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Loss Control—from page 40 


the State’s 


value their 


registrants and licensees 
privileges highly and 
hend every effort to comply with 
the law to regain those once lost. 
\ notable the 
Safety Responsibility Act, passed by 


amendment to 


the 1952 session of the legislature, 
has to do with the matter of reciproc 
ity in enforcement of the provisions 
of the law. The State of New York 


will now suspend the license and/or 


registration certificates and plates of 
any motorist of this state for failure 
to comply with Safety Responsibility 
laws in other states. Where a state 
has a security type law, we will sus 
pend, upon notice, a New York 
motorist until he has complied with 
said law. This, of course, is based 
upon the premise that the particular 
state in question takes similar action 
with its own motorists where they 
fail to comply with our law, in the 


first instance. It is particularly 





Millions of Americans are 


taking to the highways as the 


vacation season gets into full 


swing. Your clients, friends, 


and neighbors are among them. 


You can help “bring ’em back alive.” 


As a member of your 


local safety organization, you can urge a step-up in highway 


And, 


safety publicity. 


with Zurich-American Safety Zone 


films on traflie subjects, you can bring vivid, effective safety 


reminders before the organized groups in your area. 


You will find this community service not only a source of 


real satisfaction, but also a means of building good will 


for yourself and your agency. 


ZURICH 
AMERTOAN 


INSURANCE COMPANIES 


es 


Zurich General Accident and Liability Insurance Company, Ltd. 
American Guarantee and Liability Insurance Company 


HEAD OFFICE: 


135 S$. LASALLE ST., CHICAGO 3, ILLINOIS 


gratifying to report that some very 
excellent results have already be- 
come apparent as a result of this 
legislation. 

The 1953 session of the legisla 
ture provided for the substitution 
of a Standard Provisions Automo- 
bile Liability Policy for a Motor 
Vehicle Liability Policy filed as 
proof of financial responsibility for 
the future, under certain conditions. 
The applicant for such substitution 
must have maintained proof of 
financial responsibility through the 
medium of a Motor Vehicle Liability 
Policy for three consecutive years 
immediately preceding the date of 
application. In addition, such three 
vear period must have been accident 
free for the applicant, as either owner 
or operator of a motor vehicle. The 
immediate result of this provision 
is one which should have a salutary 
effect in the promotion of highway 
safety. Since an applicant must have 
had at least three consecutive ac 
cident free years, in order to bene 
fit by any incidental financial sav 
ing, he may be expected to drive 
with greater care in order to qualify. 

The foregoing immediately af 
fects all filings of proof of financial 
responsibility from 1942 through 
the first half of 1950. We anticipate 
receiving a large number of applica- 
tions almost at once and, as a result, 
must request the indulgence and 
cooperation of the public and the 
insurers until the first rush has sub 
sided. 


Accident Prevention 


We are proud of our achieve 
ments in the administration of the 
Safety Responsibility Law. There 
is some tendency, however, to over 
emphasize the indemnification as 
pects of accidents, whereas, accident 
prevention should be our first con 
sideration. Certainly, the dominant 
consideration should not be to per 
mit persons to continue to drive 
with only the assurance that they 
are financially responsible. It is 
the intent of the law that persons 
who disregard all the rules of safety 
common should be re 
moved from the highways. We are 
not satisfied that everything is being 
done which should be done in this 
connection 

The Bureau must rely upon police 
authorities for enforcement of sus 


and sense 
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have 
Qn the whole, splen 


pension orders. We do not 
police power 
did cooperation is received from all 
police jurisdiction, but there are 
some exceptions. We must rely upon 
local police in the urban communi- 
ties, while the greatest burden of 
enforcement outside of cities rests 
with the State Police. It is a well 
known fact that these police agen- 
cies have been severely handicapped 
by insufficient personnel to handle 
the multiplicity of their police duties 
and, as a result, neither the time 
nor the personnel could be devoted 
entirely to traffic violations and 
enforcement procedure. 

It is undeniable that there are a 
great number of persons in New 
York State who continue to operate 
after their licenses have been sus- 
It is the duty 
of the police to apprehend these 
violators, and we believe that it is 
the duty of the courts to impose 
inaximum penalties. 
tirely too many reports of unli 
operators who have 
given a five or ten dollar fine for 
this offense. It is ridiculous for 
anyone to think such a penalty will 
promote respect for the law and 
licensing procedure. 
suspension orders are referred to 
police authorities where there is 
good reason to believe that the sub 
ject has secured a license illegally or 
is operating without a license; if a 
person continues to drive after such 
privilege has been suspended or 
revoked, then it certainly is in the 
public interest that such person 
should be promptly apprehended and 
properly penalized. 


pended or revoked. 


There are en 


censed been 


Many times 


More State Police 


The past session of the Legisla 
ture authorized an increase of 300 
men in the strength of the State 
Police. It is presumed that when 
and as these men are secured they 
will devote full time to traffic duties. 
During the past year, a new system 
of validation of licenses has been 
established. We believe that this 
system will reduce to an insignificant 
number those cases of fraudulent 
credentials. However, the number 
of these is probably a drop in the 
bucket compared to the number of 
people who continue to drive after 
their licenses have been suspended 
or revoked. Investigative work on 
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Uhe sad story of the 





amily 


This cigar will cost Pa plenty, maybe his life. Year after year, 


smoking in bed is one of the prime causes of fire. Save your 


assured and your community. Teach fire prevention constantly. 


wy ‘THE 
THE 
LONDON & 


LANCASHIRE 
GROUP 


me 





COMPANY OF NEW YORK 
(Fire Department) . 


London & Lancashire 


GROUP 


THE LONDON & LANCASHIRE INSURANCE COMPANY, LID. @ ORIENT INSURANCE COM 
PANY @ LAW UNION & ROCK INSURANCE COMPANY, LID. ¢ SAFEGUARD INSURANCE 

. STANDARD MARINE INSURANCE COMPANY, LTD 
LONDON & LANCASHIRE INDEMNITY COMPANY OF AMERICA 





the part of the police, to apprehend 
these individuals, will greatly ad- 
vance the interest of safety and pro- 
mote more general respect for the 
law. 

Under our law, not only are those 
persons involved in uninsured ac- 
cidents required to furnish proof of 
financial responsibility for the fu- 
ture, but persons convicted of ma- 
jor violations such as, driving while 
intoxicated or leaving the scene of 
an accident without reporting, etc., 
in addition to loss of driving privi 
leges for a period of at least one 
vear, must thereafter maintain proof 





of financial 
future 


responsibility 
operation and 


covering 
registration 
privileges. The latter requirement 
applies regardless of the fact that 
the person may have been properly 
insured at the time of the violation 
This is a wise provision of law since 
some guarantee of future respon 
sibility om the part of these individ 
uals is fully justified 

However, the law also provides 
that whenever the Commissionet 
suspends a license because of the 
conviction of a person for any ot 
fense that must thereafter 

(Continued on the next pea 


perse m 


Loss Control—Continued 

maintain proof of his financial re- 
sponsibility. This requirement also 
applies regardless of whether the 
person was properly insured at the 
time of the violation. 
illustration, let us 


By way of 
that a 
person is convicted for speeding and 
it may appear that a brief suspen 


assume 


sion of license is warranted to pro 
mote greater respect for the law 
public safety. If the Bureau 


and 


suspends this licensee for only one 
day, upon the basis of the speeding 
conviction, it must also place this 
person under future proof require- 
ments. In our opinion, this require- 
ment should only be applicable in 
those cases where the subject was 
uninsured at the time of the viola 
tion or, as an alternative, the Com- 
missioner should be permitted some 
discretion. Placing all such persons 
under future proof requirements 
greatly increases the administrative 


problem of policing the future regis- 
tration and driving privileges when 
actually financial responsibilty was 
not an issue. This thought is sub- 
mitted for legislative consideration. 

We must express our apprecia- 
tion to the loyal employees of the 
Bureau, without whose willing and 
wholehearted cooperation it would 
not be possible to administer the 
law efficiently. Their immediate 
response to all demands made upon 
them is cause for real gratification. 





l‘inally, reviewing the story of the 
overall results achieved through the 
administration of the law, we must 
conclude that the public has seen 
its value and year by year cooperates 
to a greater degree to make it more 
effective. 

Editor's note—A limited number of copies of 


this report with complete supporting tables 
will be furnished to readers who request them 


HIGHWAY SAFETY HELP 


A; PART OF ITS FIGHT to cut 
down the toll from traffic ac- 
cidents, the insurance industry is 
making available impartial expert 
help to local safety officials and 
others interested in the problem. 
A 24-page blueprint, “How to At- 
tack the Traffic Accident Problem 
in Your Community” has been sent 
by the Association of Casualty and 
Surety Companies to civic groups 
throughout the nation and to every 
city of 5,000 population in New 
York State. Also the Insurance In- 
dustry Committee on Motor Vehicle 
Accidents has been formed to assist 
communities in the development of 
highway safety programs. 


COSTLY 
CONFUSION 


Stop That Accident — 


It is compulsory that 
regulation be uni- 
form — that enforce- 
ment be strength- 
ened. It is compulsory 
that each of us do 
his part. 

Speak ouf. 





SUPER-SPEEDS AND SAFETY 


HE INCOMPATIBILITY of super- 
"T peeds and perfect safety in 
driving was stressed by Thomas W. 
Roate, manager of the accident pre- 
vention department of the Associa- 
tion of Casualty and Surety Com 
panies, in a recent speech. Address 
¢ ing the Automotive 
Detroit, Mr. 
gt and 
\ a phasize the speed potentialities of 
their products as a contribution to 
highway safety. He stated that the 
average motorist was being condi 
tioned to a feeling of false security 
at excessive road speeds. 


XJooster Club in 


soate called upon car 
manufacturers to 





fuel de-em 


90 JOHN STREET 
NEW YORK 38, NEW YORK 
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HE UNIFORM 

PLAN for Classification of 

Fire Occupancy Hazards 
(hereinafter called Plan) has now 
been in effect for five years. It is 
generally agreed to be very superior 
to the less discriminating plan it re- 
placed. Yet like every product of 
human endeavor it is capable of im- 
provement, just as any such im- 
provement can eventually in ifs turn 
be bettered, Experience in other 
lines of insurance and in fields other 
than rating suggests that with the 
same or not much greater expen- 
diture of money it might be possible 
to achieve measurably 


STATISTICAL 


greater or 
more useful results from the pres- 
ent fire Most of 
these improvements suggest them- 
selves when the problem is observed 
from a statistical point of view. This 
is as contrasted to the underwriting, 
(traditional) fire rating, and en- 
gineering points of view. The pres- 
ent Plan and classification are prod- 
ucts of experts whose backgrounds 
reflect predominantly one or more 
of the latter three points of view. 


insurance Plan. 


Various Approaches 


It is commonplace in human ex- 
perience that different backgrounds 
and training produce  differerit 
methods of approach to solving prob- 
lems. The greater the variation in 
accumulated experience that can be 
brought to bear on our problems, 
the more valuable and constructive 
The 


representatives of each field can 


will be the results produced. 
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supplement the shortcomings of the 
others and in turn have their own 
blind spots lighted by the knowledge 
of their brethren. In no field can 
such a manner of attack promise 
more fruitful results than in this one 
of classification and all its ramifica 
tions in the fire insurance field. 
discussion of 
possible changes, however, it is de- 
sirable to the 
objectives the Plan is to serve. The 
principal ones seem to be: 


Preliminary to a 


remind ourselves of 


a. To enable adjustment of class or 
tariff rates in accordance with actual 
loss experience. 

b. To provide a measure by which 
supervisory authorities can judge 
whether rates are adequate, reason- 
able, and fairly discriminatory. 

c. To provide a measure by which 
individual companies can judge their 
underwriting performances and 
practices and decide what changes 
may be needed. 

d. To give some indication if rates 
produced by schedules are accurate 
and, to a very limited degree, to 
suggest necessary adjustments in the 
schedules, 

The direct value of such a plan for 
each of these purposes seems to de- 
crease from the first to the last. It 
is well, however, to keep all these 
objectives and their relative impor- 
tance in mind in discussing the Plan 
designed to meet them. And _ it 


seems not too much to say that these 
objectives have been definitely kept 
in mind by those who have worked 
on the Plan and those who have dis 


cussed it in the press 


Statistical Assumptions 


What may not have been so 
keenly attended to, however, are the 
statistical assumptions on which the 
Plan is based. These assumptions 
are equally vital to successful re- 
sults, because if one or more of them 
is not substantially met, the results 
will have little or doubtful value. 
Some of these assumptions are: 

a. That losses are essentially ran 
dom, i. e. that moral and morale 
hazards do not make one risk more 
subject to loss than another risk 
written at the same rate, and that the 
happening of one loss does not make 
occurrence of another loss any more 
or less likely, 
b. That the risks or subjects of in- 
surance in any class are homogen- 
eous, i. e. sufficiently similar to pro- 
duce a stable average. 
c. That variation by size among 
risks does not affect either the 
probability of loss or the proportion- 
ate expense in handling them, i. e. 
that loss ratios are a sufficiently ac- 
curate means of judging whether 
rates are too high or too low and 
whether experience is “favorable.” 
d. That the main difference in loss 
costs is due to occupancy. To put 
it another way, that causative 
ards (which determine 
Cantinuad an the 


haz- 
loss fre- 


nex? } 
» next page) 
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Fire Experience—Cor 
quency ), and 
determine 
about the same in 


and damageability 
transferability (which 
loss severity) are 
risks of the same occupancy class. 
e. That the distribution (positional 
relationships ) of the various hazards 
and other features are substantially 
the same in risks of the same occt 
pancy. 

f. That only losses due to a 
ticular occupancy are charged 


against the class containing It. 


par 


y. That differences in construction, 


protection, climate and other ex 
ternal factors are sufficiently cared 
for in the six divisions used for 
this purpose. 

h. That the proportion of insurance 
to value is substantially the same for 


all risks within any class 
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i. That losses are related to the units 
of exposure to which they belong. 
j. That the same rates are used on 
all risks in a class. 

k. That there are enough separate 
or independent risks in each class to 
produce a significant average. 

This is a formidable list of as- 
sumptions. Yet they are all implicit 
in the use of classified data and must 
he satisfied if any such plan is to 
produce useful or meaningful re- 
sults. It will be useful to examine 
the present statistical Plan to see 
how well each of these assumptions 
is met by it. 

a. That losses are free from moral 
and morale influences: There are 
two principal cases in which the first 
assumption does not hold. First, 
there will always be some moral and 
morale hazards. Underwriting se- 
lection, however, is used to reduce 
these to a minimum. 
still 
that any company whose underwrit- 
ing practices do not make the as- 
sumption generally valid will not be 
around very long to submit data 
which will affect our results. It 
therefore seems safe to neglect this 
aspect. 


In the absence 


of facts, it seems safe to say 


Different Amounts 


But there is one other situation 
where the assumption is not valid. 
Some risks are insured against fire 
only. Others are insured against 
fire and, under a different contract, 
against windstorm. Still others are 
insured against both perils under the 
same policy. If the policies on any 
one risk are not all with the same 
insurer and if the amount of insur- 
ance against each of the two hazards 
does not equal the full value of the 
property, there is the possibility of 
different amounts being reported for 
identical losses occurring in each of 
the three cases. This can happen if 
there is a wind loss which in turn 
starts a fire. 

It is possible that the number of 
such cases is so small as to be neg 
ligible. If it is not, and if the insur 
ing-clause definitions of all perils in- 
sured against cannot be made mu 
tually exclusive, such data should 
be treated in the same manner as 
is later recommended for exposure 
data. There is no definite provision 
for them in the present Plan. 


b. That the items in any class are 
essentially similar: The next five 
assumptions are all special cases of 
this one. They all have to do with 
homogeneity or similarity of items 
from different points of view. 

This is the foundation of any clas- 
The divided 
until all those in each group are 
similar enough for the purposes at 
hand. It is also attempted to keep 
the groups large enough to show an 
overall tendency: to have “credi- 
bility.” A great deal of time and 
thought have been devoted to meet- 
ing this assumption, as is evidenced 
by the proportion of the New York 
Insurance Department report on the 
Plan! which has been used to dis 
cuss it. 

c. That different sized risks have 
the same expense and loss experi- 
ence: Attention has in late years 
been given to differences in the pro- 
portionate expense of handling large 
and small risks. Last year the New 
York Insurance Department con 


sification. items are 


ducted a cost study among several 
large insurance offices in New York 
City. The results indicated that the 
chief differences in expenses are due 
to varying commission rates, al- 
though there are also other appreci 
able differences. 

sut the assumption that expenses 
vary proportionately to size of risk 
is implicit in the exclusive use of 
premium and loss data, and in the 
use of loss ratios as a measure of 
“good” or “poor” experience for any 
class. Since it has been determined 
that in at least some classes ex- 
penses do not vary proportionately 
among risks of different sizes, risks 
should be reported by size. 


Differing Hazard 


I have been able to find no men- 
tion or consideration of the possibil 
ity of differing hazard between var 
ious sizes of risks in the same class 
in fire insurance. The principal 
work along this line has been done 
in connection with workmen’s com 
pensation insurance. Size of risk 
may or may not affect loss costs in 
fire and allied lines. But in any case 
And 


its influence deserves study, 


1 Eighty of one hundred forty pages 
See Chapter a Classification of Fire Ox 
cupancy Hazards, New York Insurance 
Department, 1947. 
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if the study shows its effects to be 
material, there will be a second im 
portant reason for reporting risks 
bv size. 

The proper me>sure of size would 
seem to be the amount at risk (thet 
is, the value of the insured property ) 
ond/or amount of insurance. Size 
if premium would not be proper be 
cause it mixes probability of loss, 
expense allowance, and amount of 
insurance into an inseparable meé 
lange. For reasons given later, the 
amount at risk would be preferable 

Therefore, the basis of reporting 
results should be changed to call for 
the amount at risk, length of time 
the amount was at risk, and the 
losses incurred during that period 

d. That occupancy is the principal 
determinant of hazard: This as 
sumption is the basic one, of course 
'f this is not correct, we might as 
well throw away all tariffs and rat 
ing books that ever were made and 
hegin from the beginning. 

e. That all risks in a class have 
ahout the same physical character- 
istics: This statement means such 
things as that all dwellings are as 
sumed to have the same number of 
cooking and heating devices, located 
in about the same relative parts of 
the house; that the proportions of 
metal-wrapped and paper-wrapped 
voods and their distribution about 
the store are substantially the same 
in all groceries; that all risks in a 
class have about the same number of 
-tairways and vertical openings ; et 
The fact that so many commercial 
risks are rated by schedules which 
make specific allowances for varia 
tions in such items indicates thet 
this assumption may not be met in 
a substantial number of individual 


cases. 


Distorting Factors 


The main use of our data ts to 
adjust rates on risks which are class 
rated. It may therefore be suggested 
that such risks, because they are in 
veneral the smaller ones, are or tend 
to be more uniform. But since data 
from schedule-rated risks are re 
ported and mixed indiscriminately 
under the Plan with data from class 
rated risks, there are two questions 
worth asking: (1) Do the data from 
schedule-rated risks tend to disturb 
the results on small classes more than 
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The success of your business depends upon a steady 
addition of new accounts. NATIONAL SURETY 
is hitting the bull’s-eye with your story to 


thousands of new prospects monthly. 
Readers of the magazines listed 
below in your community will 

see the advertisement pic- 

tured here. Let them know 

you represent NATIONAL 

SURETY, and benefit by 


this program now. 


Are you on the mailing 
list to receive our sales 


broadsides? If not, write 
Department 532. 


@ UNITED STATES NEWS 
& WORLD REPORT 


@ AMERICAN CITY 
MAGAZINE 


@ BANKING 
@ THE CONSTRUCTOR 


@ CREDIT & FINANCIAL |" 
MANAGEMENT . 


@ ENGINEERING 
NEWS-RECORD 


@ PUBLIC WORKS 
MAGAZINE 











YOUR INVISIBLE ARMOR IS A NATIONAL SURETY BOND OR POLICY 


NANONA 


INVISIBLE ARMOR 








National Surety Corporation, 4 Albany St., New York 





‘BUSINESS 


M. H. Blackburn, C.P.C.U, 


“BUSINESS 1S IN YOUR FILES,” say 
agents who recognize opportunity 
when they see it. The following 1s 
a partial list of naturally related sales 
opportunities, all based on the con- 
viction that your policy- 
holder is your best prospect for the 
best coverage: 


present 


Fire—Insurance to value! (In uni- 
son.) Also, don't forget to add ad 
ditional extended coverage. A tru- 
ism: “Every large fire policy cover- 
ing a dwelling means a PPF on the 
contents.” 
Marine—Ilf you have one or more 
of the personal inland marine forms, 
i.e., all risk jewelry, fur, camera, 
musical instruments, fine arts, you 
might well consider the new per 
sonal articles floater. It is the easy 
way for a prospect to solve his per 
sonal property insurance problems. 
It is the best way to consolidate all 
of a prospect's insurance in one 
agency—yours 


Burglary—Limited theft is a_ step 
toward adequate protection. The 
next step is the standard broad form 
residence and outside theft in ade 
quate amounts. In open stock, make 
sure you're meeting the co-insur 
ance limits requirements. In your 
one-unit SK’s, increase to two or 
three units. Perhaps your three-unit 
SK packages need re-wrapping in 
the broad form money and securi 
ties and open stock combination. If 
vou still have a safe or robbery pol- 
icy for a client, investigate the pos- 
sibility of changing it toa BF before 
With 
your BF’s, write a blanket position 
For 
BF and open stock risks, write ac 
counts receivable 


a competitor does it for you 
bond or change to 3-D most 
receiv 


Accounts 


50 


able coverage does not pay for the 
cost of replacing records, so write 
valuable papers. 


Bonds—Y our commercial burglary 
clients are ready-made for fidelity 
bonds, and vice versa. Whenever 
possible, sell the complete cover- 
age, 3-D: it’s comprehensive dis 
honesty, disappearance and destruc 
tion. Both burglary and fidelity are 
combined in a flexible package which 
can be shaped to individual risk 
measurements. With both coverages 
in the same company, there’s never 
a question for you and your client 
the beginning of one 
coverage and the ending of the other. 


concerning 


General Liability— First look at your 
medical payments and property dam 
age limits. Then think marine-wise 
of their 
few: 


many 
furriers’ 
pattern, 

cleaners. 


coverage 
customers, 
laundries 


gems. A 

installa- 
and dry 
One by-product: if you 
have a difficult case involving the 
property damage liability “care, cus 
tody or control” exclusion, you may 
find your answer in a floater. 


tion, 


Automobile—Medical payments and 
property damage limits usually need 
attention. Then it’s only a short hop 
to personal accident and compre- 
hensive personal liability. 

Review your commercial risks for 
the 
your 


non-ownership 
insured’s 


exposure. If 
employees, direct 
agents or other representatives are 
driving their cars in his business, 
watth Better 
risk, 

You have the auto, general liabil- 
ity, compensation, and fire lines for 
risks Owning one, two and three 
trucks. Who has the motor cargo 
line? You? Good, 


out. vet, insure his 


BUILDERS 


"Protection" (The Travelers Insurance Companies} 


TOTE THAT BARGE, LIFT THAT BALE. 
Do you have a client who installs 
machinery or equipment—either his 
own product or under contract for 
another—in dwellings, apartments, 
stores or manufacturing plants? 
Here are a few: heating and cooling 
equipment dealers; (the air condi 
tioning industry is a hot item right 
now); deep freeze, store counters 
and shelving; soda fountain, restau 
rant, hotel, bakers, dairy and laun- 
dry machinery dealers; electrical 
contractors including dynamos, gen 
erators and transformers. Then 


too somebody is installing boilers, 


turbines, lathes and the millions of 
dollars worth of machine tools which 
are being produced. Ad infinitum 
So? The contract of sale often holds 
the seller or installer responsible 
for the damage to the equipment 
until the installation is complete, 
tested, and running. So? Your 
inland marine people will tailor an 
installation floater for your needs 

a typical coverage could be: “fire, 
extended coverage perils, transpor 
tation risks, and risks of accidental 
physical loss or damage to the in 
sured property directly caused by 
loading, unloading, hoisting and set 
ting in place.” So? You know about 
it——-do your clients? 


Best's Fire and Casualty News 



































anemneen rennet MO. 


This man symbolizes one of the largest field forces 


of marine insurance specialists. Wherever you are, 


one of these trained experts is near at hand — ready 


and able to increase your volume on the marine 
lines 

He is thoroughly familiar with all the latest de- 
velopments in this field and with the most successful 
prospecting and selling techniques. He knows all 
the answers— whether involving Bailees’ insurance, 
or Bridges, Livestock or Yacht insurance. 


Whether you want information or actual sales 


help on a call, his knowledge and experience can 
help vou get a larger share of the rapidly-expanding 
marine business 

He represents progressive companies which are 
rec ognized as plonecrs in marme underw riting He 
is backed by a claim organization that is noted for 
its fairness and its world-wide facilities for serving 
vour customers promptly and efficiently on any loss 

From every angle — for agents who want more 
income from marine insurance — he’s a man well 


worth knowing 


For further details address: 


AUTOMOBILE INSURANCE COMPANY 
STANDARD FIRE INSURANCE COMPANY 
HARTFORD 15, CONNECTICUT 


Fire and Marine Insurance — All Forms 


Affiliated with ASTNA LIFE INSURANCE COMPANY « ASTNA CASUALTY AND SURETY COMPANY 
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Oreat American ©roup 
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meee, Protecting enterprise 
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ven as in the days of gold rushes, men continue to stake out claims 
for security and independence. Some acquire sizeable holdings; 
others, of more modest attainments, must be satisfied with less. 
Whatever the degree of accomplishment; business operation and 
property ownership involve risk, and risk calls for the protective 
cloak of insurance. 

The Great American Group of Insurance Companies has been 
helping to fulfill this need for over four generations—by providing 
reliable capital stock insurance, specifically devised to keep pace 
with the many hazards of modern living. 

Why not call one of Great American’s 17,000 local agents or your 
own broker today? Either is well-qualified to tailor an all-round 
insurance plan to fit your particular requirements. 





Great American Group 
of Insurance Companies 


GREAT AMERICAN - GREAT AMERICAN INDEMNITY + AMERICAN ALLIANCE - AMERICAN NATIONAL * DETROIT FIRE & MARINE - MASSACHUSETTS FIRE & MARINE - ROCHESTER AMERICAN 
WORLD-WIDE FACILITIES FOR PRACTICALLY ALL FORMS OF INSURANCE EXCEPT LIFE 
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AVE 
making more money by be 
ing lazier? Sounds silly, but 
there Is a 


you ever heard of 


way. | am not speaking 


of organizing your work, because 
an insurance man’s routine Is one 
that does not adapt itself easily to 
routine. Nor am | that 
you close up the office entirely and 


play golf twelve hours a day. 


suggesting 


The Formula 


The formula for making money 
by being lazy is one | have worked 
out for my self. Like the rest of you 
| dislike bring 


the adage, “Don't do as | do, do as 


routines which out 
| say.” 

Saturday morning, when the office 
is closed and things are nice and 
quiet, get out these sample policies 
the theit 
policy, the comprehensive personal 
liability policy, the personal property 


Hoater, the combination automobile 


residence burglary and 


the fire and extended cover 
Pull up that ove 


stutfed chair vou have in the office, 
the 


policy, 
age contracts 
lean back, put your feet up on 
desk and pick up any one of the 
sample policies vou have before vou 

Rather than reading through the 
whole policy, open It to the section 
that 
insure.” 
clusions. 


savs, “This policy does not 
Now 


You say 


memorize those ex 
it's work, but 
stop. Do vou realize how many times 


throughout the vear have to 


refer to the same exclusions in dis 


vou 


insureds / 
will 


with 
you 


cussing — policies 


(nce memorized, 


have to go to the trouble of telling 


never 


the insured vou’ll call him back, for 


vou can tell him “ves” or “no in 


answer to his questions 
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WILLIAM A. GOTTSACKER 
Sheboygan, Wisconsin 
The next little 
those things that 
is hard for all of us to do 
decision. 


step requires a 


work and one of 


make a 


Page through your cus 


tomer files. Look at cach name with 


(1) 


(2) Can he 


these two questions in mind 
Does he peas promptly 
afford a 


ron imsuranece 


g program ? 


be lazy—-don't keep or develop 
customers who require vou to pick 
up premium payments, oF 
whom you 
four bills. Begin the slow 
of weeding out because slow paving 


customers are the 60% of 


those to 


have to send three or 


pron CSS 


cause ol 
vour work. Not only 
vou time, but thev are 


do they 


an expense to 


Cost 


doesn't 


vou personally. It require 
a statistician to figure that by spend 
ing half this time with good-paying 


customers you'll be money ahead 
My second port can he afford 
a good insurance program ?-is also 


very important. You'll be better off 
plaving golf than wasting tine talk 
start 


customers by 


ing to him with five hundred 


placing them in an 


“AX” or “B" category, “A” if they 
fulfill the two requirements noted 
above and “B" if they do not. You 


will find you are better than average 
if vou have one hundred customers 
in the “A” classification, but that’s 
a good start. 

By no means throw 
but let’s 
spend our time talking to the hun 


four hundred customers, 


dred that we classify as “A.” Let 
us take the first ten names. You 
nay find that they will fall into one 
of three classifications—a doctor, a 
lawver, a high executive or some 


other professional status 






Ps FUN 
BEING LAZY 


out the othe 


Take Dr. S’s account o1 


(1's insurance folder, 


\ttorney 
If vou are like 
a jot of other insurance men, you 
will tind that 


vou have Dr. S’s auto 


insurance which pays you $138 pre 


mum a vear, and a $10,000 fire and 


extended coverage 


policy on \t 


tornev (i's house. Sure, these are 


mice accounts, but let's develop them 
kor the first dav take these 
counts, study them ovet thoroughly, 
the 


MIemory 


two ac 


information 

You ll be 
surprised when you realize that D1 
» 


making notes of 


vou recall from 


has two cars, a summer home, 
he likes to fish and relax, and 
the \nd 
for an example, let us say that At 


fornes 


W here 


an average home in city 


(1's situation is quite similar 


Air of Confidence 


sy taking similar classes, you will 
usually run into the same types of 


objections and when preparing for 


one, you are preparing for both 
Now pick up the phone and call 
Dr. S. and tell him, “I’ve got an 
idea that will save you money.” Ele 


is now paying you $138 a vear for 


auto msurance and no doubt a 


ilar 


Sin 


amount to another agent for 


his other cat He is interested im 
hell he very 
appomtment 


this adjusted 


and 


to vive you an 


saving 
happy 

The 
program that vou have to show a 
little 


money, 


only time in 


pep is when vou walk in. the 
door of the doctor’s office Have 
an air ot confidence, a big smile 
and a good hand-clasp. Get right 
down to the subject Start out by 


saving, “Doctor, | know that you're 
a busy nian, so I don’t wish to waste 
a lot of When Dr. S 


your time.” 


[Cant fan 4 
ed he 


’ 





Cor 


Fun Being Lazy 


sees that you % in earnest and not 


wasting any ol his tim ie Il con 
centrate on what you have to say 


with, “I hav 


Mmsurance 


Proceed auto 


mobile Your other car 


must be insured by another agent 


and if vou are like a lot of my cus 


tomers, you will have divided your 
other coverages among several other 


agents. lire and casualty contracts 


are legal document and they 
specih lly tell 
and what they 


Rather than 


quite 


you what they do 


do not do id 


give you an outline 


of a talk, | believe it would be pref 


erable if | you the following 


PAVE 
ideas and you incorporate them into 


a talk in your own word 


By now you have probably con 


doctor a! the 
consolidating his fire 


vinced the need for 
and casualty 
not to 
would 

tact, 
“| do not expect you to take the in 
other 


Msurance Hlowever, so a 
leave any doubt in his mind, 
right here bring out this one 
surance away from the agents, 
as you no doubt have a pleasant re 
lat onship with them. llowever, as 


1 feel my knowledge of the insu 
I do 
either 
or better protection by con 
olidatineg look 
favorably the 


not 


ance business ts 
fcel that if | 
savings 


worth mone y, 


can pomt out 


contracts, you will 
upon my 
placine of th’s 
heeit 


agency To! 
covernec 4; Do 
te to pomt out that vou expect 


to be rewarded for the work that 
you are going to do. 

Next step is to find out as much 
as you can about the possessions he 
owns. Ask him the value of his 
home. Ask him the value of his cot- 
tage. Get his correct name, his cor- 
rect address. Ask him for the titles 
to his car to check motor and serial 
numbers. List the value of contents 
of both his home and cottage by 
using a simplified personal property 
floater application form. Ask if he 
has an outboard motor, and the 
Ask him the f 


horsepower. size of 


his boats. 


Pick Up His Policies 


Write this information down on 
a pad of paper. Thank him for his 
time and arrange to pick up his 
policies at this interview or at a 
later date. Do not let much 
time pass before you pick up the 
policies. This impresses your client. 

Take his policies home with you 
in the evening, so that in the quiet 
of your own home you can give seri 
ous thought to your first insurance 
program. Separate the policies into 
their proper categories, such as fire 
and extended coverage on his cot- 
tage. Check the rates on these to 
determine if 
could be 


too 


possible savings 
Check the values 
that he has given you as compared 
to the 


any 
made. 


amount of insurance he is 
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carrying on them. Make notes of 
each suggested change and attach 
it to the policy. 

Do the same with the automobile 
insurance coverage and the com- 
prehensive personal liability, if he 
carries it. Suggest that the doctor 
add his office liability insurance to 
his comprehensive personal. Here 
is another example of the advantage 
of the survey, for the office can be 
added to the comprehensive personal 
with a minimum premium of $5, 
while the standard contract apply- 
ing to office only is a $10 minimum 
premium. 

Now that you have reviewed all 
of his coverage, it might be well 
for you to discuss all of the various 
points with the next field man that 
calls on your office, for he may have 
some further suggestions to make. 
Remember that each suggestion you 
make to him to change his program 
is a possible expiration date for your 
file, an additional premium for your 
agency. 


Favorably Impressed 


Having gone over all of them, it is 
now time for you to type them either 
into the foiders that you have or on 
separate paper. Be sure to have in 
writing the changes that you are sug- 
gesting and the increased amounts 
of insurance you would like to see 
him place in effect. 

You are now ready for your sec 
ond interview with the doctor. Call 
to arrange an appointment and ask 
for sufficient time to discuss thor 
oughly the suggested changes you in 
corporated in your survey. Be sure 
that the first point that you wish to 
discuss with the doctor on this sec 
ond interview will be one that will 
save him money or give him broader 
coverage for the same premium. By 
doing so, you immediately create 
the impression that you are definitely 
trving to do a service for your client. 
He will be favorably impressed and 
will go along with most of your 
suggestions from there on in. Do 
not go along the entire survey with 
out getting definite 
each point. 

\s an example, let us take the 
liability contracts. You find that 
he has a comprehensive personal 
contract for $10,000 Liability and 
$250 medical expenses. In addition 


decisions on 
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to that, he has just $5/10,000 own 
ers’, landlords’ and tenants’ cover 
age on his office premises. If his 
oltice is the usual small doctor's 
office, you can be sure that he comes 
within the minimum premium. Your 
first point is to state that the doctor 
has two separate liability contracts 

one covering his personal, the 
other his office—and by incorpo 
rating them into one he will defi 
nitely save $12.50 every three years 


Suggest Improvements 


Do not give him the impression 
that you can add one, to the other, 
but rather create the impression 
that under your contract you can do 
so. lf he likes the idea, then im 
mediately follow up by stating, “Do 
you wish to do so immediately, or 
do you want to wait until the ex 
piration of this present contract?” 
Whatever his decision may be, at 
this point write across the policy 
with a red pencil the words, “Cancel 
with present agent,” or “Do not re 
new with present agent.” 

He makes the decisions, you carry 
them out. You have enough infor 
mation in your file so that you can 
write an application for the policy 
when you return to your office. It 
is important to keep a record of 
every suggestion vou made to the 
doctor. Keep all of the important 
information in your file, for on one 
or two points he may hesitate, say 
ing he will call you later. Without 
troubling him further you can say, 
“Yes, sir, I'll take care of it.” 

Don’t hesitate to suggest high 
limits on all lability forms of in 
surance. He may cut them down, 
but is more likely to increase them, 
for he realizes the importance of 
high limits of liability insurance 
\lways suggest i 
his insurance program, even if they 


improvements in 


require some shifting of types of 
insurance. 

Be sure to write down all of the 
expiration dates that he has in his 
file for they are the lifeblood of 
vour “A” When a pol 
icv with another agent comes up for 
renewal, call the doctor thirty davs 
in advance and tell him of the ex 
piration. If it’s one that you are 
going to pick up, be sure to mention 
that, according to the survey vou 


customers 


have made, you are going to re 
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Over 1,500,000 
Car Owners are 
in Good Hands 
with 
ALLSTATE 


INSURANCE COMPANY 
Home Office, Chicago 











new this contract for him and that 
he should not 
other agent 

Don't leave any doubt in his mind 
that the decision was definitely made 
and that you are proceeding as in 
structed in your interview 

You will find that you have spent 
not much more than three or four 
hours reviewing policies and in ae 
tual interviews —time which will be 
greatly rewarded by the remarkable 
results of this account selling pro 
ce lure 


Reprinted from the North 
panies “‘Fieldman 


America Com 


renew it with the 


CONCERN OVER PACKAGE 
POLICIES 


EDUCED AGENTS’ commission 
| os packaged policies are caus 
ing considerable concern in the pre 
Walter M. Sheldon 
president of the National Associa 
tion of Insurance Agents, told the 


association’s midwest territorial con 
ference, Mi 


ducer’s ranks, 


Sheldon stressed that 
his members were firm advocates of 
broader coverage for their insureds 
but felt that this 
plished without 


sions. 


could he ACCOM 


reducing commis 
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Thanks to business interruption imsurance 


Many a business that has been closed by fire, explosion, windstorm, 
or similar disaster has been able to open again only because an 
agent advised its owner to purchase Business Interruption Insurance. 


Business Interruption Insurance’ protects the businessman against 
the possibilities of failure due to fire or extended coverage peril. 
It pays wages of valuable employees, profits on lost trade, and 
fixed expenses so that a business can reopen with its credit un- 
impaired. 





Every store or business in your community is a prospect for B.1. 
Your Travelers field man will be glad to help you get started. 


THE TRAVELERS FIRE INSURANCE COMPANY 
HARTFORD, CONNECTICUT 














RICHARD A. WINSLOW 
Assistant Counsel 


Liberty Mutual Insurance Company 


FIRE LEGAL LIABILITY 


IRE legal liability, is not new, 
either to people in the insur- 
ance business, to attorneys, or 
to property owners. Rather, it is an 
ancient lability lately the subject of 
\n early 
English case, decided in 1583, held 
that a property 


a good deal of discussion. 


owner was liable, 
regardless of negligence, for all in 
juries and damage caused by a fire 
originating on his land and spread- 
ing to property owned by others.' 
This harsh rule was changed in 1707 
by a statute > which provided that 
property owners were not liable for 
damage caused by “accidental” fires. 
The 
word 


english courts construed the 
“accidental” to mean “non 
negligent,’ * with the resulting rule 
of law that one whose negligence 
causes a fire or allows a fire to 
spread is liable for damages or in- 
jury thereby caused to other per 
sons. This rule is today the law in 
the United States,! subject only to 
the qualification that in a few states 
it has been modified by statute. This 
liability rests on every man and 
every enterprise, the farmer and the 
home owner, the railroad, the mine 
owner, the merchant and the manu 
facturer. 


Although suits to recover dam 


1See 78 English Reprints 276. 

26 Anne (Ch. 31, Sec. 67). 

% Filliter v. Pheppard (1847) (11 QB 
347): Bugge v. Brown (26 CLR 110) 

#22 Am. Jur. 597 
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ages caused by negligent fires have 
this 
attention 


been common for many 
subject attracted little 
either from the insuring public or 
from the industry until 


years, 


Insurance 


The subject of much discussion 


1942, when Ir. \W 
livered a paper betore the Section 


Davies, lesq., de 


of Insurance Law of the American 
Bar Association 
1942 


discussion of fire legal lability and 


\lmost every year 


since has seen an extensive 
of the problems thereby presented to 
rom 
a theoretical standpoint, the subject 
has been well covered, There is no 


need to repeat here what has already 


fire and casualty companies 


\t the same 
the practical 


been said many tines 


time an analysis ot 
business problems presented insur 
ance carriers, casualty and fire, by 
fire legal habilitv and some sugges 
tions for the solution of those prob 
lems may assist in serving both the 
insurance business and its chents 
First, fires do not pust happen 
they are caused 


caused in almost 


every instance by human careless 
ness. [very fire prevention engineer 

every fire marshal -every person 
who has studied the causes of fires 
will confirm that statement. It fol 
lows that in every instance where a 


fire causes injury to or damage to 
the property of a person other than 
the the 
a potential fire legal lability 


a possible suit. lor 


one who caused fire, we 
have 
case damages 
That there is not more such litiga 
tion than at present is due in large 
part to the fact that in many cases 
the damage from accidental fires ts 
confined to the premises where the 
ires originate and which are ownet 
occupied 


Next, 


usual 


the 


fire 


investigation of the 


loss, even one which 


spreads beyond the premises where 
it starts, is usually stopped before 
the responsibility. for the 


the fire is determined 


cause ol 
Finally, fire 
Mmsurance Companies have been con 
subro 


servative in prosecuting fire 


Yallon Cases 


¢ 


These last two causes 


57 








Legal Spotlight—Continued 


and a 
change in the attitude of fire com 
panies toward subrogation will re 


complement each other, 


sult in more careful investigation of 
causes of fires, and hence in more 
fire subrogation litigation. [ will not 
discuss here whether a vigorous fire 
subrogation policy by the companies 
is desirable. The insurance industry 
must resolve several problems be 
lore it decision on 


makes a final 


that question 


Transfer of Hazard 


In theory, if the fire 


COM panes became completely SUC 


Wsurance 


cesstul in subrogation recoveries in 
all cases, that ultimately re 
transferring the entire fire 
hazard to the casualty branch of the 
insurance with the con 
comitant right to the premium. for 
that other 
words, successful subrogation trans 


would 
sult. in 


business, 


covering hazard In 
fers the fire losses from the fire com 
panies to the casualty companies, 
and it would not be too long before 
recognition of that situation must be 
reflected in a similar transfer of the 
bulk of premiums 
Consequently, the problem be 
comes one of deciding where to draw 
the line. Obviously, there can not 
he one hundred per cent completely 
successful subrogation, and, further 


more, the fire companies are not go 


ing to adopt a vigorous policy of 
transferring such insurance to the 
casualty side of the business. 
Before we turn to a consideration 
of more specific problems related to 
subrogation, let us examine first the 
burden imposed by the present rule 
of fire legal liability on one who 
negligently causes a fire which dam 
ayes other persons. How onerous is 
that burden? How far does the lia- 
bility imposed extend? Was Mrs. 
()’Leary liable in damages for all 
the property destroyed and all the 
persons killed or injured in the great 
Chicago fire? 
resulted 


If the conflagration 
from a fire in her barn 
caused by her cow kicking over a 
lantern she had set down within 
reach of the cow, the answer to that 
question is probably “Yes.” The 
legal rationale is that a reasonably 
prudent person, knowing cows kick 
while being milked, would have 
placed the lantern out of the cow’s 
reach while he was milking her. 
Failure to observe that precaution 
was negligence. Once a person, by 
his negligence, sets in motion a train 
of circumstances which causes in- 
jury to others, he is lable for all 
such damage unless he can show that 
all or a part of the damage resulted 
from an intervening cause which he 
could not foresee and for which he 
is not responsible.” 

lor instance, in the Texas City 
litigation, an extreme case of fire 
legal lability, all the persons dam 
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aged by the explosion following the 
fire on the Steamship “Grandcamp” 
and by the resulting fires and other 
explosions, including the explosion, 
eighteen hours after the start of the 
fire, of another ship loaded with 
ammonium nitrate, are seeking dam- 
ages from the owners of the “Grand- 
camp” and from the United States, 
the manufacturer and vendor of the 
ammonium nitrate in which the fire 
started and the explosion of which 
spread the disaster far and wide. 
The principal fact defense of the 
United States is that a reasonably 
prudent man would not have fore 
seen the manner in which the am 
monium nitrate handled and 
stowed by the stevedores and by the 
officers and crew of the “Grand 
camp” and hence that their conduct 
was an intervening cause which in- 
sulates the United States from lia- 
bility. The trial court found against 
the Government on that issue. The 
language used by Trial Judge Ken- 
nerly in making this finding is inter- 


esting : 


Was 


‘All the deaths of persons, injuries 
to persons, and injury to property 
which occurred in such Disaster 
were directly traceable to and proxi- 
mately caused by the presence of the 
Fertilizer, and the burning and the 
explosion of the Fertilizer on the 
Grandcamp and the High Flyer. All 
of said Fertilizer stored on the 
Grandcamp and High Flyer was 
manufactyred or caused to be manu- 
factured by Defendant, placed in 
sacks by Defendant, shipped by De- 
fendant to Texas City, and caused 
or permitted by Defendant to be 
loaded onto such Steamships for 
shipment abroad, all as hereinafter 
more fully set forth. All was done 
with full knowledge by Defendant 
that such Fertilizer was an inher- 
ently dangerous explosive and fire 
hazard, and all without any warning 
to the public in Texas City, or to 
persons handling same.” 


5 Sycamore Preserve Works v. C. & 
N. W. Ry. Co., 7 N.E. 2d 740 (Ill, 
1937): 22 Am. Jur. 601; 42 ALR 783; 
45 ALR 870; 111 ALR 1141. 

6 Moch y. Rensselaer Water Co., 159 
N.E. 896 (New York, 1928); Bird v. St. 
Paul Fire & Marine Ins. Co., 120 N.E. 
86 (New York, 1918) ; Hoffman v. King, 
55 N.E. 401 (New York, 1899); Penn. 
R. R. Co. v. Kerr, 62 Pa. 353. 

7 Cole v. Penn. R. R. Co., 43 F. 2d 
953 (1930), 71 ALR 1096. 
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Unfortunately, the United States 
Fifth Circuit Court of Appeals, in 
197 F. 2d 771, reversed the trial 
judge on various points, including 
the matter of whether or not the 
government was liable for negli 
gence, but this case is now on appeal 
to the United States Supreme Court 
and there is competent legal opinion 
to the effect that the Supreme Court 
will uphold the trial judge. 


An Onerous Liability 


There is little doubt that if the 
suits against the “Grandcamp” are 
prosecuted to a conclusion her own 
ers will likewise be held liable for all 
the injuries and damages flowing 
from the fire on the vessel, and this 
in spite of the many widely sepa 
rated explosions and the large area 
over which the damage was spread. 
1ue rule applied by the trial court 
in the Texas City case, that a wrong 
doer who causes a fire is liable for all 
the damage proximately resulting 
therefrom, is the general rule in the 
United States. This liability has not 
heen limited by statute in any state 
The courts of two states, New York 
and Pennsylvania, have attempted to 
limit the liability, in the case of 
buildings destroyed by fire, by hold- 
ing that the negligent fire was not 
the proximate cause of any loss be 
vond the first building adjoining.® 
These decisions have been con 
demned as unsound by the courts of 
other and the doctrine on 
which they are based has not been 
uniformly followed even in New 
York and Pennsylvania.’ In short, 
the liability is an onerous one against 
which the prudent businessman and 
home owner will protect himself by 
insurance. 

The existence of the liability 
above described raises several ques 
tions of interest to 
businessmen. 


States 


insurance and 

First, some persons urge that the 
fire insurance companies, by the in 
clusion in the standard fire policy 
of a clause by which the insuret 
waives any right of subrogation on 
account of any payment under the 
policy, can solve the whole fire legal 
liability problem. This suggestion is 
supported by some plausible argu- 
ments, such as the statement that an 
insurer which accepts a premium for 
accepting a risk should not be al 
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Hitting the nail on the head is important, but what 
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lowed to recover from a third party 
a payment it has made pursuant to 
its poliey \nother argument is 
that because subrogation recoveries 
reflected 
in fire rates, such a recovery, parti 


by fire companies are not 


ularly when the loss.is paid by a 
casualty company, results in a dou 
ble charge against the insurance pre 
mium rate structure, once in_ fire 
losses and again in casualty losses 
[ understand that both 
casualty manuals relating to insur 


ance for fire legal liability on real 


fire and 


property in the care, custody or con 
trol of the 
for such 


insured establish a rate 
coverage of 25% of the 
applicable fire rate. The proposal of 
an overall waiver of subrogation as 
well as the arguments advanced to 
support it requive careful examina 


tion to 


whether it will 


what it 


determine 
Act omplish 
claim 

No doubt 
that 


subre wation to 


proponents 


many persons believe 


insurance companies invented 


avoid losses which 





The Navy had kept its eye on Jane. 
But when the flash came, “JANE 
ARRIVING OSAKA 1100 HRS”’”— 
there was no stopping her! 

In four hours she wrecked a mis- 
sion house, smashed three automo- 
biles, destroyed a motion-picture 
theater, a warehouse, two oil tanks, 
and to top it all — drove a boat intoa 
loading dock, demolished the dock 
and breached a sea wall! 

As you may have guessed, “Jane” 
was the curiously gentle name the 
Navy gave to an advancing typhoon! 

It was a severe blow to property 
owners — but not to those who sus- 
tained the damage above. Their 
claims were paid on the spot. They 
recovered every cent — because they 
had American insurance. 

Their policies had been handled by 
brokers in various parts of the U.S., 
through American International 
Underwriters. The brokers needed 


no special knowledge of Japan. They 
simply obtained the same kind of 
information they would for domestic 
risks. AIU specialists drew up the 
coverage required. 

Such policies are subject to U. S. 
courts. Yet they conform to every 
law and insurance regulation of the 
foreign country concerned. Special 
problems are met. Language and 
terms are American, understood by 
your client. 

Claims action is on the spot. Pay- 
ment is prompt, and in the same 
currency in which the premium is 
paid. This includes U. S. dollars 
where local laws permit. 

Many brokers are passing up 
valuable opportunities toenrich their 
portfolio — simply because they do 
not realize how enormously the U.S. 
foreign risk market has grown. Such 
risks are now found in every U. S. 
business community. The first pros- 


The day Jane 


hit town! 





pects to check are your own accounts. 
The results may surprise you! 

Remember, you don’t have to be an 
expert to handle foreign risks. Bring 
them to AlU—and AIU is your 
expert! For full information and 
literature, write to Dept. B of the 
AIU office nearest you. 


yORLO, 
) ‘Yay 


4 AZ \“ American 
a % } ° 
0 Te International 


New York 5, N. Y 

Boston 9, Mass................... 
Washington 6, D. C 
Chicago 4, Mlinois 208 So. La Salle St. 
Dallas 1, Texas.............801 Corrigan Tower 
San Francisco 4, Calif......206 Sansome St. 
Los Angeles 17, Calif. 612 So. Flower St. 
Seaitle 1, Wash. 811-814 White Bldg. 


Underwriters 


102 Maiden Lane 
148 State Street 
312 Barr Building 


























HAVE. not made a formal sur- 
vev of the various companies to 
determine what individual action 

is being taken as regards rising costs. 

| have, however, spoken with a num- 
her of men in the industry to de- 
termine what, if anything, is being 
done by their companies, The gen- 
eral feeling seems to be that the com- 
panies can do very little about con- 
trolling hospital and medical charges. 

\ctually a company has no alterna- 

tive other than to adjust rates and 

attempt to fit the coverages to the 
trends in the hospital and medical 
field. 


Health Insurance Council 


The one medium through which 
the industry has been making prog- 
ress in attempting to get to the root 
of this problem is through the var- 
ious trade associations acting 
through the Health Insurance Coun- 
cil and its committees. While the 
Health Insurance Council certainly 
offers no panacea to this problem it 
is through the dissemination of infor- 
mation regarding hospital charges, 
public relations work with hospital 
administrators and doctors and their 
introduction of hospital admission 
plans, making strides in the right 
direction. It does seem reasonable 
that by taking these progressive steps 
we in the industry will have a better 
insight as to just what are the prob- 
lems of the hospitals and in turn a 


For June, 1953 











(GI) 2 domen 


RISING COSTS 


ROBERT W. CAREY 
Manager, Underwriting Division 
Accident and Sickness Department 

New York Life Insurance Company 


better understanding can be built up 
with the hospital people concerning 
the insurance industry's prob!ems as 
they relate to hospital charges. Cer 
tainly we all look with favor upon 
any constructive work that the Coun 
cil can accomplish in this field. 


You might say that the hospital 
expense business at this time is like 
a ‘‘valuable broncho’—-we do not 
want to lose it, but we certainly do 
want to be able to control it. I say 
a “valuable broncho” because no one 
would like to go back to the thirties 
and early forties when our overall 
premium writings were just a frac 
tion of the business we are writing 
today. Just a glance at the figures 
shows that the industry began its 
overall rapid ascent in the premium 
volume column with the advent of 
the hospital expense policy. It is 
fair to say that as the hospital ex- 
pense increased, it also 
helped the entire accident and health 
business. Certainly it gave 
for our producers to many 


business 


entree 

new 
homes as the public was and still is 
interested in looked 
upon in many quarters as being basic 
medical coverage. Due to hospitali- 
zation coverages the people became 
more conscious of the need for all 
types of medical benefits and fortu 


what 1s now 











nately our industry has been there 
with the product to serve them. 

We have come upon rather bad 
times at present as far as the expe 
rience with this form of insurance is 
concerned, but not been 
faced with far worse situations over 
the years? Actually it is up to the 
industry to investigate and explore 
every possible plan to keep its poli 
cies from running an unfavorable 
loss ratio. At the same time we must 
forget that we should do 
everything possible to attempt to in 


have we 


never 


sure more people under our con 
tracts 


If Another Depression 


There is a good possibility that 
the hospital expense business may be 
the salvation of the industry in the 
event of another depression, or as 
it is now commonly referred to “busi 
When times are 
not good the loss ratios on the in 
come disability 
mount. 


ness recession.” 


forms of insurance 
It may be that in a period 
of recession, fewer people would go 
to the hospital as in most cases they 
would be a co-insurer as insufficient 
limits of daily hospital benefits are 
usually carried with no intention of 
paying for the entire room 
board charge. The theory has also 
been advanced that during a reces 


and 


sion period whenever possible people 
postpone having surgery performed 


(Continued on the 


next page} 
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Rising Costs—Continued 


which would necessitate hospital con 
finement as it is all important that 
they continue 
their 


to work and maintain 


maximum income It also 
that the hospital 
charges would level off and prob- 
ably would be reduced if all 
other prices If this should 
hospital business, which 
| have previously referred to as a 


‘valuable well be 


seems logical 
even 
declined 
occur, the 
broncho,” might 
come a “prized steed.” 

Despite the fact that there is gen 
eral and complaint about 
the high loss ratios on our hospital 
there is still no 
of a stampede to ask for higher rates 


concern 


business, evidence 


on new forms or on renewal busi- 
ness where the companies have the 
right to increase premiums on re 
that some of the 
companies that claim they are 


ing difficulty with 


newals. It may be 
hav 
their hospital 
harboring hopes that 
rates have their 
On the all infor 


available this would 


business are 
hospital reached 
pinnacle, basis of 


mation seem to 


be fallacious thinking since all indi- 
cations are that hospital rates both 
for room and board and ancillary 
services will increase before there 
is any sign of a leveling off. There 
is every indication that many of 
the companies, although not having 
difficulty with their experience at 
present, still are rather vocal in ex- 
pressing their concern regarding the 
rising hospital and medical costs 
because they know that if the spiral- 
ing costs continue they too will find 
their business unprofitable. It would 
seem that the realistic approach to 
the situation we are 
would be to ask for rates which we 
feel are not only adequate today 
but which should be sufficient even 
if hospital rates should continue to 
increase at the present pace. While 
many of the companies are delaying 

this, all indications are that 
will eventually have to face up 
to the situation and avail themselves 
of this measure, 


faced with, 


doing 
they 


that most 
which have re- 
individual and 


It is interesting to note 
of the companies 
cently entered the 
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Our popular Non-Can accident and sickness policies have been revised to 
provide even greater opportunities for Non-Can producers. 

non-cancellable and guaranteed renewable — feature higher age limits, 
faster service, other important improvements — 
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is |e LIFE ACCIDENT ‘SICKNESS HOSPITAL SURCICAL MEDICAL 


family hospital field have come in 
at a somewhat higher rate level than 
the veterans in the field. This is 
quite understandable as a new entry 
in the field observing the high loss 
ratios cannot be expected to enter 
at the same rate level. While the 
company which has been writing 
hospital insurance for a number of 
years may be able to change their 
rates next year, it is not a pleasant 
thing to do, and no company wants 
to begin on a basis which is not 
sound, It would probably suffer sub- 
stantial loss before it had developed 
sufficient experience to indicate the 
correct rates. If costs continue to 
rise, rates which did not anticipate 


this would probably prove inade- 
quate. 


Likely to Continue 


Also a few of the announcements 
of a number of the newer carriers 
take cognizance of the fact that the 
ascending medical costs in our busi- 
ness are likely to continue and that 
it is unwise to announce a fixed 
rate which will be maintained for 
the life of the contract. To meet 
this situation they have clearly gone 
on record when announcing their 
policies that in the event that the 
form cannot continue to be issued 
at the present rate they reserve the 
right to change the premium rates. 
In fact one of the leading new car- 
riers offering a guaranteed renew- 
able hospital policy has seen fit to 
include a provision that they may 
change the premium rates. These 
companies are doing nothing more 
than recognizing that these policy 
forms with a number of reimburs- 
able provisions are affected to an 
immeasurable extent by the rate of 
utilization of hospital facilities and 
the inflationary charges made for 
services. In our attempts to cope 
with this perplexing situation let us 
never forget, though, that the pre- 
mium must be a saleable one or else 
ve price ourselves out of the mar- 
ket. 

We have admitted that at this 
time as an industry there is 
nothing we can do to control the 
cost of hospital and medical care. 
Since we cannot control the charges 
which will be made, the only meas- 
ures aside from raising rates which 
can be taken is to design policies 
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and establish sound underwriting 
rules which will tend to stabilize loss 
ratios, but still meet the needs of the 
public. 


Miscellaneous Expense 


The provision in our policies 
which is most affected by the in- 
flationary trends is the miscellaneous 
expense provision, It is here that 
as technicians we have concen- 
trated our efforts on revising and re- 
constructing policy forms in_at- 
tempting to control the dangerous 
increase in claim payments. It would 
seem we are right in making this 
provision the focal point of our ef- 
forts. In an article entitled, “Your 
Hospital Bill” which appeared in 
the May 1952 issue of the Amer- 
ican Magazine, it was pointed out 
that the actual room and_ board 
charges rose approximately 100% 
between 1941 and 1948. During the 
same period, though, the charges 
for “extras,” such as x-rays, medi- 
cines, anesthetics, etc., jumped more 
than 400%. It is quite obvious that 
many of the hospitals have increased 
charges for auxiliary services while 
keeping room and board fees at a 
reasonable figure, as it is the room 
and board charge which is usually 
quoted to the patient prior to ad- 
mission. Not only have the charges 
for these services skyrocketed, but 
since diagnostic facilities are used so 
much more extensively now, the 
companies are called upon to make 
more claim payments under the pro- 
vision covering “extras.” 

Not to be overlooked is the fact 
that in many cases the laboratory 
of a hospital is being used to actu 
ally do the diagnostic work for the 
young interne and resident phys- 
ician. Some members of the med- 
ical profession have even expressed 
concern that in too many cases im- 
mediately upon admission to the 
hospital an extensive series of tests 
is ordered, when in many cases the 
physician could certainly make the 
diagnosis without blood tests, x-rays, 
ete. 

Apparently the day has passed 
when the room and board charge at 
a reasonable figure will include some 
medicines and services. Now there 
are many hospitals which go as far 
as to charge for aspirin and other 
inexpensive drugs which formerly 
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Cas BOSTON INSURANCE COMPANY 
> Ww. 


One of the reasons why I like the Boston and Old 
Colony is the friendliness of their executives. 
Whenever I visit the Home Office, their doors 
are always open and I receive a most cordial wel- 
come, no matter how busy they may be. My 
problems are considered carefully and discussed 
at length, so when | go back to my office it is 
with a deep appreciation of the courtesy and un- 
derstanding of their top men. | feel as though | 
am one of the family, so there’s no wonder why 


Boston and Old Colony are first in my office. 
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OLD COLONY INSURANCE COMPANY 


were included with the daily charge. 
It would seem that some hospitals 
are adopting methods of billing 
which permit them to take the full- 
est advantage of insurance policies. 

To give some concrete idea as to 
how these facilities are being util 
ized more I would like to refer to 
which appeared in the 
Journal of the American Hospital 
\ssociation entitled, “Does Medical 


Practice Affect Hospital Costs?” 


This article points out that statistics 
obtained from a two hundred-hed 
hospital for the twelve year period 
1940-1951] hospital 
sions increased 136.9%, but during 
the same period laboratory examina 
tions increased 315.4 % and x-ray 
239.3% 
reflect an in 


auxiliary 


show admis 


increased 
truly 
crease in the use of the 


examinations 


These figures 


services. 
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Progressive Protection 


The passing years bring an aura of high 
adventure and romance to many a long forgotten 
tale of danger and death. However, swashbuck- 
ling pirates* who preyed upon the thriving trade 
between New England and the Barbadoes, were 
a fearsome risk, when Providence Washington 
wrote its first policy at the Coffee House in 1799. 

Today’s cargoes and carriers, by land, sea and 
air continue to get dependable protection from 
point of origin to final destination, when the 


insurance is placed with Providence Washington. 


PROVIDENCE WASHINGTON INSURANCE COMPANY + 20 WASHINGTON 
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since 1799 


PROVIDENCE 
WASHINGTON 
Unsuuance Company 


*Old records reveal that the directors of 
the Providence Washington voted to award 
$300.00 (a princely sum in those days) to 
Mate Edward Dobson of the Brig Craw- 
ford for “the Saving of the Brig and Cargo 
from the late scenes of Piracy And murders 
Committed on board that Vessel”, 


PLACE, PROVIDENCE, RHODE ISLAND 


There are Providence Washington Branch Service Offices in principal cities and Agents from coast to coast. 
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Fire Insurance—Insurers Held to be 
Bound by an Appraisal Although 
they Refused to Participate in the 
Appraisal Proceedings—A Case 
Without Precedent 


The Homeland Ins. Co. of 


159 QO. St. 237. 


Saba VS. 


America (1953) 


Four fire insurance policies which 
were issued to the plaimtitf by the 
the 
provisions with respect to appratsal 
“ dppratsal 
this company shall fail to agree as 
to the the 
amount of loss, written 


defendants contained following 


In case the msured and 


actual cash value or 
then, on the 
demand of either, each shall select 
and 
praiser and notify the other of the 


appraise! 


a competent disinterested ap 


selected within twenty 
davs of such demand. 
shall first 


disinterested umpire ; 


The appraisers 


select a competent and 
and failing for 
fifteen days to agree upon such 


umpire, then, on request of the 
insured or this company, such umpire 
shall be ye 
court of record in the state in which 
the property covered is located Lhe 
shall then the 
loss, stating separately actual cash 


and loss to 


selected by ao jud ota 


appraisers appraise 


value each item: and, 
failing to agree, shall submit then 
differences, only, to the umpire. .\n 
award in writing, so itemized, of any 
filed 
shall determine the amount of actual 


Keach 
shall be paid by the party 


two when with this company 


cash value and loss. appraiser 
selecting 
him and the expenses ot 
and umpire shall be 


K 


appraisal 
paid by the 
parties equally. 

\ fire occurred and the parties 
were unable to agree on the amount 
of the The plaintiff made a 
written demand upon the defendants 


ke SS. 


for an appraisal and notified them 
of the name of the appraiser which 
had heen selected by the plamttf, 
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Phe defendants ignored the demand 
and notice 
lated 
plaintiff asked the defendants to give 


\iter waiting the stipu 
period of twenty davs, the 
him the name of the appraiser which 
had them. hey 
then informed the plaintiff that they 
had no appraiser and 
they did not intend to do so 


been selected by 


selected that 
\ftes 
the expiration of a further period of 
filed a 


appomntment of an 


hiteen days, the plaintiff 
motion for the 
umpire. This motion was tiled im the 
Probate Court of the County wherein 
the 


Court 


occurred Phe Probate 


loss 
issued summonses for the 
detendants, conducted a hearing and 
proceeded to appoint an umpire 
Phe umpire so appointed and the 
appraiser chosen by the plaintiff then 


decided upon the amount of the loss 


The detendants appealed to the 


Supreme Court of Ohio trom the 
order of the Probate Court appoint 
ing the appraiser. Th 
Court, two judges 
tamed the order of the 


Court. It was 


Supreme 
dissenting, sus 
Probate 
held that the provi 
sions of the policy with respect to 


Mon} both 


contract 


appraisal were 


the 


binding uy 
parties to 


and that the 


HIStranee 
detendants were bound 
by the award which the umpire and 
had made, 


partici 


the plamtiff’s appraiser 
even though it had not ited 


in the appraisal 
It was also contended 
fendants that thei 


appraiser, 


upon 
designate an 
recourse lett to the plaintiff 


file suit upon the policies 
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the amount of his 
In overruling this contention 
the Court said 


jury determine 


ke ms 


“This is equivalent to telling the 
plaintiff that, although he paid a 
premium for policies containing the 
advantage of the appraisal provi 
sions, he in fact received nothing 
therefor, and that the sole result of 
the imsertion of the appraisal pro 
visions i the policies was that the 
themselves the ad 
the 
plaintiff to select an appraiser before 


detendants vave 


vantageous right to 


compel 
he could sue on the poli 1s Llence, 
under this theory the appraisal pro 
Visions were a detriment imstead of 
a benefit to the plaintiff, inasmuch 
as even without the appraisal pro 
visions he, of course, had the right 


to sue The plaintitt 


was led to 
believe that he was purchasing poli 
him the 


cles) giving right to an 


appraisal and a prompt. settlement 


of his loss so he would have the 


surance money with which to 
reconstruct his building without the 
expense and delay incident to litiga 
valuable 
night which he should not be denied 


fendants to 


tion. Obviously this is a 


failure and refusal of the de 


select. ano appraiser as 
required by the provisions of the 
policies constituted a failure to agree 
on an umpire just as effectively as 
if they had selected an appraiser and 
him not to 


instructed agree on an 


wunpire. Under these circumstances 
the plaintiff was authorized to re 
the select 


unipire ‘“ 


quest court to such 
In a strong dissenting opinion by 
Hart, it 


Probate ¢ 


Judge 
that the 


no authority nor 


was pointed 
itself 


jurisdiction 


out 
had 


what 


ourt, 
ever to appoint an umpire. Its only 


power to do so was such as was 
specifically conferred upon it by the 
appraisal provisions of the insurance 


Continued on the next page 
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Judge Says—Continued 


contracts. The power thus conferred 
was limited to the appointment of 
an umpire in the event that the two 
appraisers selected by the respective 
parties could not agree upon a per- 
son to serve as the umpire. There- 
fore, when the defendants refused 
to name an appraiser, the authority 
conferred upon the Probate Court 
by the insurance contracts was nulli- 
fied. Although the failure of the 
defendants to designate an appraiser 
constituted a breach of the contract 
provisions, it gave the Probate Court 
no right to expand its authority by 
taking jurisdiction of a motion for 
the appointment of an umpire, issue 
summonses thereon, conduct a hear- 
ing and then exercising judicial 
jurisdiction beyond the terms of the 
contracts. Judge Hart stated that 
he had made a diligent search of the 
authorities and was unable to find 
any case in which the procedure 
adopted by the plaintiff and approved 
by the majority of the court had 
ever heen attempted. 


ATTACKS JURY 
AWARD ADS 


HE ADVERTISING CAMPAIGN of 
T the American-Associated Com- 
panies attacking high jury awards 
is alleged to constitute jury tamper- 
ing, according to a suit filed against 
the companies by a_ Philadelphia 
firm of attorneys. The law firm 
contends that the case of one of its 
clients, the plaintiff in a damage 
suit, is seriously jeopardized. The 
suit in a U. S. District Court asks 
that the companies be held in con- 
tempt of court and that they be re- 
quired to publish retractions of the 
statements in the advertisements. 
An additional suit has been brought 
by a San Francisco attorney who 
also alleges the ads constitute jury 
tampering and that the claim of one 
of his clients has been seriously 
prejudiced. He has petitioned the 
Superior Court to restrain the com- 
panies from additional advertise- 
ments along those lines and to re- 
quire them to publish a retraction. 
The advertising series ties high in- 
surance premiums to excessive and 
unfair jury awards and reasons that 
the ultimate cost is carried by the 
average consumer, 
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The following questions and answers are from an examination given 
the students of the Fire Insurance Course conducted by the School of 
Insurance of the Insurance Society of New York. Additional questions 


appeared in the May issue. 


Question 8 


Brown and Company operate a 
department store. The entire value 
of their stock is $50,000, They carry 
profits and commissions insurance 
in the correct amount of $10,000 
with 100% coinsurance. They have 
a fire resulting in agreed loss figures 
as follows: 

Direct damage to stock—$10,000 
Loss of profit on damaged stock 
$3,000 

(a)—How much would they recover 
under profits and commissions Form 
No. 1? 

(b)—How much would they recover 
under profits and commissions Form 


No. 2? 


Answer 


$2,000 
$3,000 


(a) 
(b) 


Question 9 


Mr. Green owns a fair size hard- 
ware store. He has reached the 
point where he wishes to retire. He 
makes a deal with a Mr. Lewis 
whereby he receives outright $49, 
600 for the stock and good will. 
However, to provide a sort of retire 
ment income, he will only rent the 
building and fixtures. The agreed 
rental monthly is $500 for the store 
and $200 for the fixtures. If the 
store were to burn, the building and 
fixtures could be replaced in a maxi 
mum of eight months. (a) What 
form of insurance would protect Mr 
Green against his possible loss? (b) 
Specifically identify the form that 
should be used. (c) Give the amount 
of insurance that would be sufficient 
and ( d ) 
that 


the 
would 


to cover his needs 


comsurance percentage 
be proper with the amount 


For June, 1953 


Answer 


Rents insurance 

Rent Form No. 1 (Form 818) 
$6,720 

80% 


Question 10 


The Massive Construction Com 
pany began construction of a fifteen 
story office building on May 15, 
1953, and it will take eighteen 
months to complete. The contract 
price for the building itself is $4, 
000,000. (a) What builder’s 
form would you recommend to the 
contractor ? 

(b) For what amount of insurance 
should the policy be issued if the 
insurable value on May 15, 1953 was 
$10,000 ? 
What would be 
date of the policy ? 
(d) What policy term would you 
suggest? Why? 

Because if there is any delay in the 
construction of the the 
builder will be covered for the addi- 
tional time for such contingency. 


Oo 
1g 


risk 


(c) the effective 


building 


Answer 
(a) 
form. 
( b ) 
(Cc) 


(d) 


Builder's risk completed value 


$4,000,000 
May 14. 1953 


Two years 
Question || 


(a) Would you recommend mul 
tiple location reporting form MIL-] 
or MI_-10 under the following con 


ditions? Give your reasons 


\ verage 
value 
$60,000 
20.000 
wh 


Location #1 
Location #2 


Limit of liability ne acquired 


$75,000 


locations 


(b) Reporting form insurance, 
when written under either Form 
ML-1 or ML-10, is described as 
being excess of permitted specific 
insurance, and _ not 
with such permitted specific insur 
ance. Name the paragraph appear- 


ing in both Form ML-1 and ML-10 
this 


contributory 


which makes statement true. 


Answer 


(a) | would recommend torm 
ML-10 in this The only 
that | that the 
assured will get the same amount ot 


for paid, 


case 


reason can olfer 1s 


coverage less 
The premium adjustment at specific 
rate works to the assured’s 


premium 


advan 
tage in this case 
(b) In 


graph 6; 


Mi-1 it 
Iexcess clau a 
In Form ML-10 it 3 


8: Excess clause 


’ 


‘orm para 


paragraph 


Question 12 


The Noble-Bilt Manutacturing 
Company submits the following fig 
ures to you so that you may submit 
a proposal for business interruption 
fire insurance under both Form # 
(Items 1 & IL) and Form #4 (with 
50% coinsurance). They want to 
they 


and 


much 
unde 


how 
carry 


know 
should 
the cost of such imsurance 

You know that the 
are 62 for 
Il. The 


coMmstiurance 


insurance 
each form 
Form #21 
and .93 for 
j rate witl 


ites 
Item 


54) 07 
()°% 


Item 


| 
# 


Form 
is .64 


Peak 
value 


Annual 8O% 
hire 
SO.40 

() 64) 


lability 


$90 OOO 


rate 


25,000 30.000 


$5 000 








Quiz of the Month—Continued 


innual and are eligible for the term 
rule of 2'4 times the annual rate for 
a 3-vear term. 


(aross annual sales les 
Federal income taxes 


Rent main office yearly 


Cost of heat, light and power not under contract 


Ordinary payroll 
President’s salary 


Cost of raw material 


( Ny rations are steady from month 
to month Show the 
insurance that will comply with the 
both 
you 


you 


for 


for 
would 
Would 
contract 
Why ? 


COMISUrANCE 


fornis 


requirements 
Which form 
recommend 7 \\ hy ? 
suggest writing the 


more than one year ? 


Answer 


Form #2 


Item FL S480,000) 
#2 $ 68,000) 
Form #4 $500,000 
Item #1 
#2 63240 


Cost $2,976.00 


Cost $3,200.00 


{ would recommend form #4 be 
cause the assured 


stantially the 


about S400 les 


sub 


{or 


would get 

sane = COVeTALPe 
> p< rycat 

1 would not write the contract for 
more than one year because changing 
conditions might substantially alter 
the insurance from 
11 would be easier to 


policies than to change 


requirements 


year to veal 


re-write the 


them bv endorsement 


Question 13 


[hice ( Bank 


Company has first mortgage commit- 
$5,000 000 on prop 


in its home town and viewmtty. 


ommon and Trust 


ments totaling 


erty 


amounts of 


One of the considerations involved 
in making a loan to a mortgagor is 
that the mortgagor furnish proper 
fire to be 


Recognizing 


the bank 


named as mortgagee, 


insurance with 


$1,400,000 
135,000 
40 O00 
60,000 
340,000 
25,000 
100.000 


that there might be clerical error or 
oversight on their part in making 
sure fire insurance is furnished, they 
wish protection against such a con 
tingency, (a) What form of insur 
ance will take care of their require 
ment ? 

(b) What amount of insurance 
will comply with the conditions of 


the form? 


Answer 


(a) [E-rrors and omissions 


(Form #398-A ) 


(b) $500,000. 


torm 


Question 14 


Mr. Gray carries comprehensive 
insurance on an actual cash value 
basis on his 1953 DeSoto. The $350 
deductible attached. He 
accidentally hits a tree and the 
damage is itemized as follows: 
Glass damage $ 87.50 
Front end repairs 180.00 
Replacement cracked 

motor block 
New right front wheel 

and 
New steering wheel .... 96.00 
Hfow much will Mr. Gray recover ? 


clause Is 


67 SO 


tire 


Answer 
$37.50 


WHO ME?: YES YOU! 


HO ME?” the nineteenth book- 

let in its annual series on 
automobile accident data has been 
The Pre- 
sented in its usual eye-catching 
manner, the booklet contains injury 
and death figures which should be 


must 


released by Travelers. 


reading for driver. 
Traffic deaths totaled 37,600 (500 
than in 1951) and injuries 


2090,.000 (127.000 more than in 


1951) 


every 
nore 


excessive speed again was 
the most dangerous mistake in driv- 
ing (13,430 killed and nearly 600,- 
O00 injured), three out of four auto 
accidents happened to passenger 
cars driving in clear weather on dry 
roads and eighty per cent of the 
vehicles involved in fatal accidents 
were traveling = straight ahead. 
Weekends are the most dangerous 
days to drive with 40% of the deaths 
and 36% of the injuries occurring 
on Saturdays and Sundays. Drivers 
under 25 (15% of the total of all 
drivers) were 
Sof 


mJ) /l 


involved in almost 
of the vear's fatal accidents. 
Pedestrian casualties reduced 
more than S%, the second consecu- 
tive year of Improvement this 


category, 


were 


for 


TO SELF-INSURE 


HE TWELVE FEDERAL RESERVI 

Banks plus their twenty-four 
branches have decided to self-insure 
their fire and allied hazards it has 
been reported. Officials feel that the 
risks are sufficiently decentralized, 
adequately protected by guards and 
of censtruction which is sufficiently 
fire resistant to make such a move 
possible. Casualty coverages, how 
ever, will continue to be placed with 


private carriers. 








\Yrife and get better acquainted! 





@ COMPLETE AUTOMOBILE 
@ GENERAL LIABILITY 
@ GLASS 


68 


@ GARAGE LIABILITY 
@ BURGLARY AND ROBBERY 


oa 


SCT/ON THAT erincs (SATISFACTION 


A veressive Agents Like This Progressive Company | 


* CELINA MUTUAL * 


Ohic 


( elina , 
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How much money are you losing 


by neglecting profitable truck and bus business? 


SELLING AND SERVICING IS MADE EASY 

BY MARKEL-MEN LIKE HAROLD KITZMILLER 

His job is to look for trouble. Harold supervises a team of Markel Safety 
Engineers who make regular mechanical inspections of Markel-insured 
equipment. The service — at no additional cost to the assured — helped 
cut accidents caused by mechanical failure a full 239% below the national 
average with correspondingly lower premiums through improved loss ex- 
perience. Result? Markel Age sie reap the benefits in easier sales, satisfied 
customers, higher ratio of re ils. 











This is Markel service in action, Successful agents have made Markel the largest company of 


nd in the world. Markel agents are Si ccesstul because 
Jt pays off for Markel agents. hey have no servicing headaches. They spend their time on 


| 
auction, 





MARKEL Serene OFFER TO THEIR ae MARKEL AGENTS HAVE AVAILABLE TO THEM 
e@ 24-HO oe ERING S FRVICE e¢ DAY AN 


ALON i ROUT SERVICE A 10 POINT TESTED SALES AND PROMOTION PLAN 
JKECU OQ JIC v 
Effecti ‘d a d. includ PLUS THE SERVICES OF 36 REGIONAL OFFICES 
ec ive cee ment prevention program at no cost fo insure ,ine uding: MAIL COUPON NOW~—YOU NEED NOT BE A SPECIALIST. 
© SAFETY MEETINGS FOR © LOWER PREMIUMS BASED ON 
ORIVER PER NNEL ic EXPERIEN , é: 
» ebteaacn peOCANE One MECHANICAL INSPECTION Of Markel Service, Inc., Richmond, Va., Dept. Bé 
SAFETY METHO NC ROLLING STOCK GENTLEMEN: Please send me complete details on Markel Service. 
DEVICES HIGHWAY DRIVER-CHECKS BY 
@ NON-PROFIT WASHINGTON EXCLUSIVE CAMERA-EQuUIPPE 
BUREAU FORA JRE SE PATROL CARS 
* AWARD SYSTEM FOR SAFE © TRAFFIC-HAZARD REPORT ee 
RIVERS SERVICE 
NO RISK TOO SMALL—FLEET SIZE OR SINGLE UNIT OPERATION saat, 


CITY 


| am interested in selling this coverage. 








HOME OFFICE: 
RICHMOND, VA. MARKEL SERVICE INC. 


“ELIMINATES THE CAUSE TO ELIMINATE THE ACCIDENT’ 





ath Exclusive Underwriters for the American Fidelity & Casualty Company, Inc., 
Pt fory 


es trucks & bu the largest stock company in the world specializing in motor carrier coverages. 
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“Whe 


A DIGEST OF SUCCESSFUL SELLING 


IDEAS 


ELLING PARADE 


Most Important Three Feet 


A MAN NAMED CHARLES NICHOLS, 
who is an eminent business man in 
Youngstown, Ohio, that the 
most important distance in the world 
consists of three feet 


Says 


“They represent the distance be- 
tween a retail salesman and his cus 
tomer,” says Mr. Nichols. He adds 
that our entire economy is made or 
broken right there, for if the sales- 
manship that that 
small poor salesmanship, 


takes place in 
space 1s 
suffers—workers, 


everybody exec 


utives, wholesalers and their sales- 


men, and, ves, the customer, too 


Everybody Gains 


But if the salesmanship that takes 
place in that important space is good 
salesmanship, everybody gains 

Many retail salesmen and women 
do not regard their lot in 
manship as important, 
but if they saw it clearly they would 


sales 


especially 
see it's the most import int of all 


70 


(Reoisteaego) 


New Calls, New Opportunities 


SPRING WAS IN THE AIR that day, 
and | had a new car, and you know 
how it is when Spring is in the air 
and you have a new car. I decided 
to duck out for the afternoon, and 


called my salesman friend and 
pointed out how nice it would be to 
drive to the mountains, just the two 
of us. : 

“Can’t do it,” he said. “I have 
some calls I simply have to make 
important calls.” 

“Can't you make them tomorrow? 
They'll keep, won't they?” 

It turned out that his important 
calls were just the routine of calls 
he makes every day, but to him there 
is nothing more important in life 
than making new calls. He could 
easily have afforded to take a few 
hours off, but there is no adventure 
in his life he cherishes more than 
making calls! 

I envy a man like that: he has 
found not only the secret of success, 
but of happiness as well. 


b&y Chas. ©. Roth 


Weigh the Load—Sell More 


THE YOUNG SALESMAN, less than a 
year on the job, his first job in sell- 
ing, was breaking all sorts of com- 
pany records, his told 
proudly. 

“T don’t know why it is,” he con- 
tinued. “I hired him against my 
better judgment. He doesn’t seem 
to have the personality for sales- 
manship. You know, he is the schol- 
arly type, not the glad-hander who 
is supposed to be best in this field.” 

It’s an old belief, many times ex- 
ploded, that in order to sell, a man 
has to act all the time like the master 
of ceremonies at a Hollywood open- 
ing. But I didn’t mention that to 
the executive; what I wanted was 
to hear more about the unlikely 
salesman who had become a world- 
beater. 

“Why do you say he wasn’t cut 
out for salesmanship?” I asked. 

“He is an engineer, was graduated 
from a famous school of engineering, 
and, by golly, he even has a slide 
rule in his desk!” T was told. 

Well, again, there’s nothing wrong 
with that. Selling is becoming more 
scientific all the time, and an engi- 
neer is a man who has had a basic 
education in the principles of sci- 
It seemed natural to me. But 
I wanted to see for myself. An ap- 
pointment to spend an hour or so 
with the young salesman was easy to 
make. 

He turned out to be, as I had been 
told, quiet. He was very polite, very 
much in earnest, and very thought- 
ful. He would be glad to discuss 
his ideas of salesmanship with me. 

They are so sound I should like 
to tell you what he told me in his 
own words: 

“One of the first principles of 
engineering, any kind of engineering, 


boss me 


ence. 
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is to weigh the load. There is a 
result to be accomplished. What is 
‘pew load that the equipment must 
| carry, or lift, or move? Engineers 
| put a lot of time into studying the 
load. They know how important it 
is. 
\ “Well, I asked myself in selling 
His there not a load also? Should 
not the load be weighed, the same 


| 
| 


|||) as in engineering? I started, strictly 








| on my own, for no one had ever told 
| me about it, looking for, then weigh- 


i ing the load. 


| “Tt seems to work, because I find 
| it not too difficult to make sales 
4; once I know what the load is, once 
| 1 know what it weighs.” 

) In order that I could make this 
idea clearer to you in telling his 
story, I asked the young salesman 
if he would give me specific ex- 
amples. He did so. 

There are two classes of loads. 
}, One is for new goods or specialities. 
The load is to overcome the reluc- 
\\, tance of the buyer to try something 
Nnew, in the case of new goods; to 
fimake an unexpected expenditure, 
jin the case of specialities. 

} The second class of loads con- 
cerns staples. Here the load is 
| merely to overcome the buyer's re- 
| luctance to change a habit. It in 
| volves no trouble, only a change in 
brand. 










“If a salesman knows what he 
lis up against, what he must move 
what load he must move-—-to make 
a sale, selling becomes easy. It be- 
comes almost as sure as an engi- 
jneering proposition.”” Which I think 
vis good thinking. 

| 


| Power of Persuasion 


“THE POWER OF SALESMANSHIP 
is the power of persuasion,” my 
friend said. I asked him to describe 
the power of persuasion. 

“It is the opposite of the power 
of force,” said he. “It has nothing 
to do with force. The most powerful 
persuaders have been the gentlest 
of men. There was Socrates, who 
conceded what he believed to be 
true. By his very simplicity he won 
his way. In our country there was 
Benjamin Franklin, who refrained 
from making a positive statement 

“In salesmanship there is only 
one force—the force of persuasion 
Is it not foolish to make selling a 
fight ?” 

Persuaded, I said yes. 


Wed like to tell you that 


BENEFIT 





THE CASE OF 


THE ; 


. Millionaire ~~ 

















BROKER 5 
whi 


he got his million through 
adding Mutual Benefit Life 
to his fire and casualty 
lines. Actually, however, 
he married a young widow 
who was really loaded. 


But he did pick up a lot 
of extra commissions 
with MBL and without 
working too hard, either. 
The General Agent for 
Mutual Benefit Life 
was an eager 
beaver who 
worked out 
most of the 
proposals for him. 
All the broker had to do 
was to point out some of the 

unusual features exclusive CK 

with MBL—like high cash ~~ 

values on all types of policies...more flexible 
settlement options... higher annuity payments, 
and so forth. Of course, he had to 

endorse and deposit his commission « hecks 


and that did require quite a bit of time. 


THE While we can’t put you 
in touch with a wealthy } 
M UTUAL widow, we can do the next best } 
thing, and that’s to introduce ) 
you to our General Agent 
in your area. Just let us 


know —and remember, 


EIFE 


INSURANCE COMPANY 


it’s easy to do business with 


Mutual Benefit Life. 


Organized in 1845 - 


300 Broadway, Newark, New Jersey mf — 








What has a wastepaper basket to do 


with the cost of automobile insurance? 


Can a wastepaper basket really have anything to do with 
the cost of auto insurance? State Farm Mutual thinks so 

and that’s why you're looking at the unique marriage 
ol waste papel basket and clerical desk pictured above. 

It all started when the eve of a State Farm efficiency 
expert fell with considerable disfavor on the style of 
wastepaper baskets then in use at State Farm, and still 
in use in Most business 

W hat’s 
abl floor spares 


offices in the country. 
wrong with them’? Plenty. They occupy valu- 
Nhey obstruct aisles. They present a 
physical hazard to the shins and hosiery of passers-by. 
Unless the aim of the user is unusually good, cluttered 
floors result. And they are both time-wasters and desk- 
scratchers in the hands of clean-up erews, who  tradi- 
tionally set baskets on top of desks while cleaning the 
floor, and then have to replace them when cleaning is 
ove 

State Farm had to find its own answer to this problem, 
The result is an elongated oval basket of non-seratching 
fiber, recessed into the back of a desk of State Farm’s 


’ al 
State Farm Insurance 


State Farm Mutual Automobile Insurance ¢ ompany 


and wholly owned affiliates 


State Farm Life Insurance ¢ ompany 
State Farm Fire and Casualty Company 


Home office 4 | mi ton, Hlinois. Branch offices 
Marshall, Michigan illa exas— Charlottesville, Virginia 


odd } 
tm 


Berkeley, California—St. Paul, Minnesota 


own design. Floor space is saved; aisles are cleared; it is 
almost impossible for the person using the desk to miss 
the basket because of a special baffle-board insert. Jani- 
tors empty and replace baskets with one quick motion; 
no need to set baskets on top of desks at all. 

Unimportant? Two leading furniture manufacturers 
dont think so, for they have incorporated baskets and 
desks of State Farm design into their standard office 
equipment lines. State Farm cost accountants don’t 
think so, either, when they multiply the minutes and 
pennies saved by the number of State Farm desk workers 
and the number of years each basket and desk can be 
counted on to give service. 

And State Farm’s more than 2,500,000 members (in 
the auto company alone) have reason to reyorce, as well. 
For it is economies like this, worked out at every step in 
a long chain of operations, that help keep State Farm 
“housekeeping costs” at the level of highest efficiency 
so that the savings can be passed on to members in the 
form of lowest possible cost for their insurance. 


[ STATE FARM 
futo 

| oo 

| Life ) [ Fire 


INSURANCE 
J, 


Lincoln, Nebraska— 


Foronto, Ontario. Field claim offices in more than 300 principal cities. 
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HOME BUDGET WALLET 


Your better clients and prospects 
should be pleased with this home bud- 
get wallet designed to provide a simple 
systematic plan of managing the family 
income, Plastic ring-bound in a 4” x 7” 
ginger brown leatherex envelope are nine 
heavy kraft envelopes with headings such 
as “food”, and “clothing”, each to 
receive its periodic allotment of cash. 
The ribbon-tied wallet may be gold im- 
printed with a name, address or message 
and the 
suitably 


“rent” 


may also be 
product of the 


Redi-Record Products Company. 


inner envelopes 
imprinted. A 
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ALL-PURPOSE CALCULATOR 


A new all-purpose lightweight adding- 
calculator has been designed by the 
Monroe Calculating Machine Company. 
Priced within the reach of the small office, 
it can handle a large volume of mathe- 
matical work from simple addition to 
complicated statistics. It weighs only 
about 16 pounds and so is easily carried, 
takes up little more space than a letter- 
head and is fast but quiet. The company 
notes that the machine’s operation is 
easily mastered by an 
operator. 


inexperienced 
The calculator is made in two 


capacities, one with 20 place result dials 
and a smaller model with 16 place result 


dials. 


LOOSE-LEAF BINDERS 


Visual sales presentations, rate informa- 
tion and other sales helps can be housed 
in more durable and more attractive 
covers through a new line of loose-leaf 
binders recently introduced by Remington 
Rand Inc. Three types of binders are 
available in all of which the insertion, 
removal or replacement of sheets is easy. 
The can be imprinted using a 
special method by which the letters are 
below the surface of the cover providing 
a long-lasting neat appearance. The 
binders are offered in a wide variety of 
colors in Levant Grain Buckram. 


covers 


NEW ELECTRIC TYPEWRITER 


Designed for functional efficiency, the 
new Underwood electric typewriter fea- 
tures a keyboard with color control be- 
tween the operating and feature keys. 
It has been redesigned to give greater 
visibility of the writing line and an over- 
all lower appearance. Other improve- 
ments include a wider writing line margin, 
a new carriage positioning scale helpful in 
centering headings, a three-position paper 
bail, a new push-in type variable line 
spacer and a new impression control dial. 
In addition there are many mechanical 
improvements. 


DEHUMIDIFIER 


The Abbeon Supply Company's new 
small portable dehumidifier will remove 
the moisture from the air of a space up 
to 8,000 cubic feet in size. It can be 
equipped with a simple plug-in automatic 
control, The warm moist air from the 
room is drawn over a cold coil, passes 
over a compressor to cool that unit and 
emerges at approximately the same tem- 
perature as it entered but with greatly 
reduced moisture content. The unit is 
16” high x 10” wide x 17” long and weighs 
55 pounds. Finish is of modern green with 
aluminum trim. A pan at the bottom 
collects the water removed from the air. 
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HILN top management in 

a representative insurance 

company comes to the con- 
clusion that it is faced with grave 
difficulties in the replacement of its 
present executives,* what should it 
do? It does, of course, have quite 
(1) 
its eyes tight and wait for a depres- 
sion ; (2) quietly abrogate the policy 
of promotion only from within, pre- 
paratory to bringing in new execu- 
tives from the outside; (3) set in 
motion a vigorous recruitment cam- 


a choice of alternatives: close 


paign designed to attract promising 
young men who might still be trained 
and brought up through the ranks 
in the brief time remaining; (4) 
overhaul the present selection and 
promotion system to insure the 
proper recognition and use of the 
good men it has left as well as the 
best of the new recruits. 


One Essential 


Given special circumstances for 
each case, none of the alternatives 
can flatly be called bad. If a depres- 
sion is imminent, it would be foolish 
to spend large sums of money to 
accomplish what the pressure of eco 
nomic necessity will do free of 
charge. If the middle managers have 
become mentally ingrown and mori 
bund, new blood from outside the 
organization is obviously called for 
If time is sufficient, the neglected 
machinery of executive development 
can be repaired and put to work with 
a new crop of capable young men 
But whatever can be said about the 
expediency of each of these three 
plans under particular circum 


stances, not one of them will have a 
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permanently remedial effect unless 
the fourth, an adequate executive 
appraisal and inventory system, is 
permanently woven into the basic 
Without 
such a continuing, uninterrupted 


structure of the company. 


{mn accurate analysis 


governor at work, even the most pro 
gressive ad hoc solution will in time 
degenerate into another ‘‘executive 
crisis.” 

What is required, then, as a first 
step to contriving an automatic con- 
trol device, is an accurate, critical, 
and objective analysis of the present 
condition of the compan\ 


personnel: an executive inventory. 


*See “The Executive 
ance News, March, 1953 


Crisis Best’s Insur 


"s executive 


Say that the president of a rep 
resentative firm has appointed a com- 
mittee of his best men to go into 
this matter, acquaint themselves with 
the required techniques, and actually 
conduct an executive inventory. 
\fter much intensive research, here 
they sit, complete with references, 
organization charts, and personnel 
files, What now? Should they run 
through the files and compile a black- 
list of the men in executive ranks 
whom the group feels to be weak or 
inept? Would it be best to evaluate 
the individual managers on the basis 
of their strong points and recom- 
mend the most suitable place in the 
organization for each man? What 
about looking pretty closely at the 


organizational structure itself ? 


Some Assumptions 


No, they agree, not quite any of 
these. A beginning must be made 
somewhere, and the beginning must 
he by way of assumptions. They are 
not assembled to make a complete 
management audit, organization an 
They 
clear-cut 
to attack it they 
must disregard all other factors ex 
cept the 


alysis, or manpower survey 
handed a_ specific, 


problem to solve; 


were 


one variable as given 
Specifically, the organization of the 
company must be assumed to be 
and. the 


structure must be 


satisfactory, managerial 
considered as at 
least adequate in accomplishing the 
company's objectives. Serious ques 
tions concerning these points may 
he raised in other types of adminis 
trative analysis, but not in an ex 
ecutive inventory 


Cc ed 





| Executive Inventory—Continued 
| Even so, the committee cannot 


j 


| immediately proceed to mark its 


list of names with checks and 
, crosses: it must develop yardsticks 
| . Pn . 

by which to measure effectiveness 


and ineffectiveness. A simple matter 


to some of the group: “everybody 
‘ 'knows who the good men are.” To 
\be sure, everybody knows—being 


sensitive to the top management ba- 


| 
} 


|rometer—who is the crown prince 
jand who is on the perpetual black- 
list. for telling the wrong kind of 
| story at the big boss’s house. But 


\is favor equivalent to ability; dis- 


/ favor equivalent to ineptness ? 
| The group’s sober reflections yield 
|the conclusion that its yardsticks 


| must depend on the job descriptions 
for each of the executive positions 
lin the company. An embarrassed 
| search of the files reveals that, while 


ithe operating level of the company 
has been functionally described 
\from Abstract Approver to Work- 
| Sheet Clerk, with the exact require- 
| ments of each position carefully elab- 
|orated from the Dictionary of Oc- 
cupational Titles, the executive posi- 
ltions are merely labelled, not de- 
| scaled: “Everybody,” it seems, 
i“*knows what executives do.” 
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By this time the committee has 
| begun to reject clichés out of hand ; 
lafter a good bit of soul-searching 
land some leg work it compiles and 
jsubmits for approval a proper man 
jagement guide that spells out each 
executive's function, responsibilities, 
j authority , operations, activities, place 
|in the organization, and relation 
}ships. Having developed a_ yard 





This desk pen has the fountain in the base | stick by which Pu fotos each 
E et ate manager's technical performance, the 
instead of the pen barrel. Pen instantly fills group can go on to set forth his 
itself every time you return it to the socket. necessary human qualifications as 
Pen always ready to write—writes 300 words Only a few of the more 


semana well. If a given executive is the only 
. . . opuiar nt styles wn. . . . ” ba 
or more without redipping. _~ ¥ human being in an automatic fac- 


Ask your stationer for a demonstration tah tory his ability to work successfully 
r i with others might not be at a pre- 


® 4 , |mium, but in an insurance company 
. ’ no executive can be thoroughly ef 
, ; fective unless his human adroitness 

=) matches his technical facility. 


With criteria of performance es 

tablished, the committee can go on 

Desh Pen Sots TO SELECT OR REPLACE {to hold each executive against the 

THE ESTERBROOK PEN COMPANY, CAMDEN 1, NEW JERSEY +" HERE'S ALL YOU DO | vardstick and measure him. 
The Esterbrock Pen Company of Canada, Litd., COPYRIGHT 1953 

92 Fleet St., East; Toronto, Ontario THE ESTERBROOK PEN COMPANY 














Here 
|}again a choice of methods is avail- 


| 
\ Continued on page 84 
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FORMS CONTROL 


RINTED forms are the pipe 
lines of business conduct in the 
insurance industry. They are 
the media for every clerical action, 
form a basis for public relations and 
cost each hundreds _ of 
thousands of printing dollars annu- 


ally. 


company 


Yet, until recently, few com- 
panies had formalized management 
control in this area of expense which 
so concerns company, branch and 


agency ¢ ~perations. 


Complete Data 


Our group has developed what 
we believe is a constructive solution 
to this problem. Utilizing a Keysort 
Card svstem designed by the author, 
complete procedural, printing, and 
purchase data are cataloged for all 
company These data already 
egree in 


’rocedure 


forms. 
exist to some d most or 
manuals 
may include forms flow charts, pur 


will 


ganizations. 
usually include 
and 

indicates 


( hase rec ords 


printing specifications, some 
form of a stock record 
usage, at least from the standpoint 
of form quantities ordered. The ob 
jective of our system 1s to coordi 
nate these factors to simplify clerical 
operations and develop studies for 
management through analysis and 
control of paper procedures and re 
lated printing costs on a continuing 
basis 


The 


known in office procedures 


Keysort principle is well 


\pplied 
to the forms problem, it is a method 


whereby pertinent common. char- 


icteristics of company forms can be 
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classified and located for analysis 
with minimum effort. A notched 
hole on the card identifying a form 
characteristic will enable rapid se- 
lection of that and all 


nature 


forms of a 
similar the entire 
gamut of a company’s forms. Once 


from 


may be 
easily sub-divided for other charac 


commenced, an analysis 
teristics until several inter-relation 
ships are developed. Studies can be 
made to answer a specific problem 
or to review all paper-work for ever 
present areas for improvement. 


] 


Suppose a procedure must he 


modified—-which will be af 


fected? Why did the printing bill 


jump last year 


forms 


How much duplica 
tion is there among the various de 
partmental or 
If there are differences in basically 
similar branch office 


branch office forms 


forms, why do 
variances in procedures exist? Ifa 
pending pie e of legislation is passed, 
which forms will be affected? How 
many forms are mailed in typed en 
velop ~ 
much 


when window envelopes are 


more economical? These are 
hut a sampling of the questions to 
which a Keysort forms control sys 
tem will provide answers 

We might hypothecate and follow 
through a rather practical 


ment inquiry such 


manage 
as: “How many 
regular reports are 
in (X) and 
why ?” From the data on the illus 
trated Keysort card, a fairly 


being compiled 


company, by whom, 


com 


plete analysis is possible. Many 
printed forms periorm a reporting 
function and would be so notched on 
the card under lIunction No. 14, 
“Notify-Report.” Having extracted 
further sort 
by “Department, File Code” would 
this picture 
department. It 

dicated that an 
down between 

Office,” 


all reporting forms, a 


focus by 
might then be in 
break 
(ffice,” 


‘Agency’ 1s 


bring into 
additional 
‘‘Tlome 
“Branch and 
necessary. 

Having quickly isolated the physi 
cal data for study, critical analysis 
Che 
tain the procedural application of 


is possible sorted cards con 


each rorm Purpose ind form flow, 


then, can be classified as to necessity 


ind duplication for po sible elimina 


tion or combination 


Hidden Costs 


Contrast this 
the problem 
search for all reporting forms and 
their use 


imple approach to 
against an exhaustive 
among the thousands of 
forms on the supply shelves 

among the operating unit (Lest it 
he misleading, this particular prob 
lem should not rest at this pornt 


Too many repetitive reports are 
never formalized as forms but hang 
hidden ( sts 


“file-fod 


on as questionable 
serving little more than 
der.” 

\s a management function, the 


bie tives oT 


paper 


forms control are to 
ork and minimize 


objec 


page} 

















Forms Control 


tive, however, does not necessarily 
imply the other. It is for this reason 
that intelligent use of the data as 
sembled on the Keysort Card offers 
a proper balance between the stated 
objectives and maximum overall 
operating economies 

The card carries both recorded 
and coded information. On the face 
are entered complete printing sp 
cifications for each form and a sim 
ple but comprehensive summary of 
use. Until these data are formally 
established and related in every 
operation, inefficiencies will exist 
Changing methods in the office and 
in printing techniques in recent 
years, and increasingly to come, 
have enlarged the problem and fre 
quency of form changes and obso 
lescence. Hence the “best form” 
today may not be the best form a 
year from now. 

On the reverse side of the card, 
necessary routine reprint controls 
and stock usage data are provided 
for. Forms control applies to all 
aspects of printed forms, not the 
least significant of which are the 
quantities being reordered periodi 
cally and reasons for form changes 
from one reprint to another. Very 
often an expensive specialty form is 
instituted on the basis of large 
quantity, concentrated, repetitive use 
with realizable clerical economies. 
Should the volume drop consider 
ably, the form can become an un 
justified printing cost. The reverse 
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situation also holds true. Frequent 


minor form changes at reprint are, 


( 


f course, a source of expense and 
are included as part of the basic data 
for control, 

The coded items (identified holes 
for notching) on the face of the card 
were carefully selected from an ex 
tensive list of possible characteris- 
tics with provision for additional 
items when warranted. Some of the 
characteristics shown will vary be 
tween companies depending upon 
the organizational framework as well 
as internal procedures. The objec 
tive of the code structure is simply 
to identify the characteristics of 
paper work and printing expense 
which should periodically be re 
viewed from an overall standpoint 
and to classify forms in such a man 
ner that rapid analysis is possible 
for most problems which can be 
anticipated. As stated earlier, many 
permutations of the coded data are 
possible—the limits to be defined hy 
any given problem. For instance, 
“Precollated Carbon” forms in quan 
tities of “Under 1M” or even “IM 
to 5M” should be highly suspect. 
All typed forms should be periedi 
cally screened for typing necessity, 
especially in today’s tight clerical 
market. Special colors, grades, 
weights and sizes become costly if 
not analyzed from an overall stand- 
point. 

The coded functional classification 
of forms in the lower area of the 
card is of particular importance. All 
forms should be identified in terms 
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of job to be done. With such a 
hasis for analysis, duplicate forms 
aud procedures become glaringly ap- 
parent for possible combination 
and/or standardization. Further, 
each of these actions suggest proper 
form titles. A frequent shortcom- 
ing of printed forms is lack of iden- 
tification, vet few forms will not fall 
into one of the listed categories. A 
functional classification (further 
breakdown not indicated on card) 
will help to avoid another common 
failing, that of printing a new form 
when an identical or very similar 
form already exists in the organiza- 
tion, 

It seems unnecessary to further 
belabor the possible applications of 
the card itself. It is hoped that the 
objectives stated and the method of 
approach are clearly joined. Spe- 
cic application of this system 
should also provide a_ separate 
folder for each form to serve as a 
repository for correspondence, pend- 
ing changes, suggestions and form 
samples; and the system should be 
directly integrated with the purchas- 
ing and supply routines of the or- 
ganization. 


Trained Personnel 


[:ffective application of any such 
system requires personnel trained in 
office methods and procedures tech- 
niques, familiar with all types of 
office equipment and with a fairly 
intimate knowledge of the graphic 
arts. Only through studied relation- 
ships of clerical to printing costs 
will a sound program be achieved. 

The basic concept of, and neces- 
sity for, forms control has been a 
recognized function in the “Royal 
Liverpool” for a number of years. 
But the results from the Keysort 
approach in its formative stages 
have already been apparent. As 
stated earlier, the mere bringing to 
gether of data, already maintained 
in various organizational units, for 
centralized analysis and control pro 
vides concrete benefits to manage 
ment. At first glance, such a plan 
might appear ambitious. As in any 
new system the installation is the 
greatest hurdle. But in the final 
analysis, any effort devoted to this 
end will return the cost of its original 
development many times in clerical 
and printing economies, 
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Style No. !8072FB 


Another original concept of beauty and functional efficiency 
& I y 


The NE i by rury Line 


The New Century desk is more than “just 
a desk.” It’s truly a tool of modern busi- 
ness — one that raises workers’ efliciency 
and lowers the cost of their output by 
speeding work, eliminating waste mo- 
tions and reducing fatigue. 

Art Metal engineers, originators of 
metal office equipment and the first island 
base desk design, discarded past design 
concepts, old traditions. The result is a 
desk that’s new in beauty, new in func- 
tional efliciency and new in comfort. 


See for yourself the complete line of 
New Century desks in all sizes and mod- 
els. Visit your nearest Art Metal sales 
room today or write for the free descrip- 
tive brochure “Art Metal New Century 
Desks.” Art Metal Construction Com- 
pany, Jamestown, N. Y. 
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OVERLOADING AND DELEGATION 


BOUT a year ago there was 

an interesting article in a busi- 

ness magazine about the prob 
lems of getting executives to delegate 
authority and responsibilities—one 
company 's top-management reported 
in this article that the only way they 
could get their subordinates to dele 
gate was to load them so heavily that 
they had to delegate in order to keep 
their heads above water. This made 
me think about delegation, its im 
portance, its limitations, and meth 
ods of accomplishing it 


Training and Development 


Delegation is one means by which 
a capable management can extend its 
scope of activity and train subordi 
nates 101 higher levels of re sponsi 
bilities. Delegation is basically a 
technique of training and develop 
ment. It is a management technique 
It is a hard thing to learn. One ot 
my close friends learned the neces 
sity to delegate the hard way lle 
was associated with a large mid 
western company as an_ assist- 
ant comptroller in charge of fore 
casts. He knew his field of activity 
so thoroughly that he found it easier 
and quicker to make all the principal 
decisions, allowmg his associates to 
When he 
delegated a task, he laid out the pro 


do the “pencil pushing.” 


cedure, issued the instruction and as 
sumed full responsibility for all de 
tails. His associates didn't create, or 
learn—they followed instructions. 


80 


One day the comptroller died. 
The top executive called my friend 
in to his office and in substance told 
him that he (the assistant comp- 
troller) was one of the company’s 
most valued employees and that he 
was filling a very important spot. 


{ technique of training 


The company wanted to promote 
him to the position of comptroller, 
but unfortunately they had no one 
trained to put in his present spot. 
This hit my friend right between 
the eves for he realized for the first 
time that he hadn't protected him 
self by training a replacement. He 
watched another take over the comp 
trollership of his company. Smart 
people learn by mistakes— dumb 
ones either repeat their errors or 


submerge. My friend learned—cor- 
rected—and in time recovered the 
lost ground. here is a moral to the 
story, however. Delegation perpet- 
uates an organization and puts the 
one who delegates in a better posi- 
tion for advancement. Whenever I 
run into a situation whereby execu- 
tives are afraid to delegate because 
they think their only protection is to 
keep others (competition) from 
“learning too much,” I am _ con- 
vinced that top-management should 
be fired. Whenever the student fails, 
the teacher fails also—whenever sub- 
ordinate management fails, top-man- 
agement has also failed and must 
share the results of failure. 


Span of Control 

There is a principle of organiza 
tion referred to as the “span of con- 
trol” which in substance means that 
because of the limitations imposed 
upon us by time, space, knowledge 
and energy, we can only accomplish 
so much, There are only so many 
hours per day that we can give to 
our work—we can only cover so 
much ground—-we can become mas 
ters of only so much knowledge and 
skill—we have limited energies by 
which we can carry our industrial 
ioad. Therefore, it behooves us to 
delegate to others the responsibili- 
ties for carrying out industrial ob 
jectives. We vary in mental capac- 
itv, it is true—we also vary in phys- 


ed on page 82 
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Insurance companies now microfilm DAILIES in branch or regional Simple to operate and only the 
offices and mail the film to us for processing. size of a portable typewriter, 
the Diebold FLOFILM Portable 


does the work of cameras cost- 


Developed film is returned to the Home Office the next day and 
cards are punched while viewed from a microfilm reader. 
ing many times as much. 
WEIGHS ONLY TWENTY 
POUNDS, BRINGS THE 
CAMERA TO THE WORK, 
DEPARTMENT BY DEPARTMENT. 


You can readily see the benefits that result: 





@ Mailing costs of dailies are drastically reduced 


@ No lost or misplaced dailies 


THE LOWEST COST MOTORIZED 
MICROFILM CAMERA MADE. 


© Greater production from key punch operators 
© Exact copy of source document is obtained 





@ Internal Home Office handling is drastically cut 










e ——_—_—————s =e ewe ewe eam ew aw awe =H eS = = << = == a Gee a 
© 98°% space savings—means no dailies to file Lic 3} ay yl ‘6 Flofilm Division, 
ope P . : J P.O. Box 127, Norwalk, Con 

© More than 800 dailies on one 50 foot microfilmroll § «cee ee ee ree mieeorectich! 

i Please send me complete information on your new i 

Want an actual demonstration in your office — using your § Peteite aleetining samen, ! 
records at no obligation whatever? NAME ————-. TITLE 
See it yourself. Just fill in the coupon — but do it now! ;, — — I 
1 city STATE ai | 

8 ——_- ——_—<—_— —_ —s =e =e ew ea eS SS SS SS Se mee 7 


Around the Office 


ical capacity, strength and health 
some may spend a few more hours 
than others and thereby extend the 
day—some cover increased distances 
by modern means of transportation 
but we all have definite limits to 
our span of control. 


Very few will argue the merits 


of job analysis as it pertains to 
clerical, operating and sales posi- 
tions. Many, however, believe that 
executive positions cannot be an- 
alyzed. Yet, only by analysis can 
we become aware of the concentra- 
tion of authority and duty in too 
few hands. Management is like de- 
mocracy in that “one man rule” is 
inconsistent with its principles. It 
is true that one man rule permits a 
company to act swiftly and in some 
instances correctly. Delegation re- 
quires cooperation and coordination 

the more that participate, the 
longer it takes to engender action, 
whereas when one person makes the 
decisions, there is no need for (or 
at the best very little need for) con- 
sultation before deciding upon the 
course to follow and issuing the 
orders that put the course into ac- 
tion 


Processes of Delegation 


The processes of delegation are 
not as simple as they may appear. 
The levels of authority are nothing 
more than the tangible evidence that 
delegation has been formally acted 
upon in setting up an organization. 
For example, there may be a pres- 
ident, three vice presidents and five 
assistant vice presidents in the upper 
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echelons. That means that the prin- 
ciple of delegation has been acted 
upon and authority, responsibility 
and accountability flow downward 
through these formal paths. This is 
just a means whereby delegation can 
take place. 

Suppose the president in this case 
decides that he alone will set policy 
and issue orders. To what extent 
do you think delegation will be car- 
ried out? Of course, the answer is 
that there will be very little delega- 
tion, even though the organization 
chart indicates that formal delega- 
tion has been contemplated—even 
anticipated. Delegation must be be- 
lieved in before it can become a 
reality. If it is accepted as a man- 
agement practice, then it is either 
formal, informal or both. Formal 
delegation is that delegation which is 
indicated by the creation of sub- 
ordinate titles (and positions) 
through which channels authority 
and responsibility may flow. In- 
formal delegation is that delegation 
which is practiced on a day to day 
basis by means of temporary task 
assignments. One of the pitfalls in 
informal delegation is that others 
may not be aware of the extent of 
the informal delegation. An example 
may help illustrate the possible con- 
sequences of informal delegation. 


A department manager relied to 
a considerable extent upon one par- 
ticular subordinate for assistance in 
carrying out his (the manager’s) 
duties. The manager was going to 
let his own boss know about the 
good work of the subordinate, but 
somehow he never got around to it. 
The manager died suddenly from a 
heart attack. Top-management, 
knowing nothing about the delega- 
tion and its implications, selected 
another employee as department 
manager. The employee who was 
passed up left the company—the em- 
ployee lost an opportunity and the 
company lost a capable employee be- 
cause informal delegation was not 
accompanied by the proper commu- 
nication, If there had been a system 
of merit rating (see the May, 1953, 
article), the employee’s value would 
have been known to top-manage- 
ment and an injustice would not have 
been done. 


Another possible source of con- 
fusion and trouble as it pertains to 


delegation is related to the tact that 
employees in other departments may 
not be aware of the delegated au- 
thority—when the employee, to 
whom the delegated authority has 
been given, attempts to carry out the 
task assignment there is a possibility 
of conflict and resentment. I have 
heard of situations where certain 
employees have been accused of ‘‘tak- 
ing on airs of authority” because 
they have been given various tasks 
to accomplish. In the accomplish- 
ment, contact with associates had to 
be established, data had to be ob- 
tained, others had to be directed to 
furnish information and perform 
duties. This caused resentment. 
Sometimes it gave rise to outright 
dispute. Add to this, the possibility 
that the employee may not have ac- 
quired finesse and diplomacy in his 
experience, and in executing his as- 
signment, perhaps just a little “im- 
portance” was allowed to show. 


Difficult to Handle 


No one should be given an assign- 
ment, the successful fulfillment of 
which requires qualities that may not 
have been developed or experience 
which is not yet attained. Authority 
is a difficult thing to handle—if used 
too often, it loses its strength and 
effectiveness. It depends upon the 
knowledge that it (authority) exists. 
Only a relatively few have such 
magnetic and forceful personalities 
that things just happen for them. 
Most of us poor mortals must be 
constantly alert to self-imposed 
handicaps, and have to exercise to 
the utmost our knowledge of man- 
agement practices. When we dele- 
gate, let us train the person to re- 
ceive the delegated responsibilities 
and give what assistance we can to 
protect the person against undue 
criticism, envy or whatever may be 
directed to those who are given the 
chance to do things. 

A young accounting executive was 
mentally ruined and his future put 
in jeopardy because the president of 
a company relied too heavily upon 
him to the exclusion of other subor- 
dinates. Every conceivable kind of 
task was given to this chap—many 
requiring the use of the president's 
authority and prerogatives. Little 
by little a wall of resentment was 
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built around this fellow—bang—he 
had a complete nervous breakdown 
brought on by the conflict of emo- 
tions, rise of outside resistance, and 
frustrations which his ambition and 
about. The 
president was and is today com- 
pletely unaware of the fact that he 
(the president) was responsible for 
this situation. 
formal delegation without adequate 
preparation can bring on disaster for 


circumstances brought 


Too free use of in- 


some. 


Who Can Do it Better? 


If executives would keep a record 
for about a month of everything they 
did, and would then analyze this rec 
ord to see if anyone else could have 
done the 
would come much easier. 

Many companies are insisting that 
all persons who have supervisory 
and executive responsibilities take 
their full vacations, varying from 
two weeks to one month (depending 
on the company, employees’ service 
records, etc.) in order to give top 
management an Opportunity of ap- 
praising how smoothly things work 
in their absence. This will give ex- 
cellent criteria as to the extent to 
which delegation has been carried 
out. Other companies start preparing 
executives and supervisors for re- 
tirement at least five years (and in 
some cases ten years) before retire 


assignment, delegation 


ment by checking on the use of dele 
gation, development of training for 
understudies, and the insistence that 
all vacations be taken in order to 
remove the executives from the of 
fice and from the temptation of per 
sonally “doing things themselves to 
get them done.” 

Some companies insist on execu- 
tives retiring upon the attainment of 
the regular retirement age on the 
theory that this will force delega 
tion, will assist internal growth by 
promotion, and will generally pro- 
mote a better esprit de corps. These 
things will not take place without 
considerable planning. I am pleas- 
antly surprised by the increased in- 
terest in executive developnient pro- 
grams. High personal income taxes 
have increased the use of deferred 
compensation plans. In these plans 
increased retirement income is ac 
complished by the company making 
contributions to the pension fund. 


For June, 1953 


| think that we can mortgage the 
present too heavily for benefit of the 
future when companies direct too 
large a segment of potentially in 
creased income into future payments 
in order to avoid the confiscatory 
nature of income tax rates. This 
furnishes another example of the 
influence which taxation has on bust 
ness methods. 

There is one more aspect of dele 
gation which should be explored. 
This aspect deals with “control and 
follow-up.” As long as Mr. Pres 
ident makes all the decisions, sets all 
the policies and takes over practi 
cally full responsibility for execution, 
there is little need for control, and 
little use of follow-up 
the minute Mr. President delegates 


“é 


However, 


to another, he has created a new 
management requirement. He must 
control the results of delegation and 
he must follow-up to see that execu 
tion has taken place and that the 
results had 
been anticipated. 


are as satisfactory as 

We create reports, records, and 
systems in order to facilitate con 
trol. We have the methods of com- 
munications in order to follow-up 
and see that things are done. Every 
executive should keep a “record of 
things to be done” so that nothing 
will be left to chance, memory or 
circumstance. In last month’s ar 
ticle we wrote at great length about 
the advantages of dependability as a 
high ranking quality in determining 
a person’s service value. To have a 
dependable assistant, one who can 
he trusted to “Carry the message to 
Garcia,” depends to a great extent 
on (1) employment—selecting the 
right person for the job; (2) dele 
gation—training the person to as 
sume responsibilities and giving him 
an opportunity to execute by means 
of delegation; and (3) chance—that 
indescribable imp that often pro 
tects us from our misjudgments and 
as frequently exposes us to our fail 
ure to judge at all 

The 
never do what I can have others do 
for me,” was either a bore, a dunce, 


industrialist who said, “I 


I think we can 
interpret his meaning to be a refer- 
that being so, 
he was, no doubt, a genius, particu 
larly since he had married the boss’ 
daughter 


a genius or a snob. 


ence to delegation 


BOOKLETS 


P129—How to Communicate With 
People 


This engrossing booklet has nothing to do 
with metaphysics or with “becoming a big 
success by making friends." Rather it is a 
lighthearted treatment of the problem of 
keeping up with stacks of correspondence, 
inter-office memos, reports and all other 
types of paper work. The art of dictation is 
traced from stone age stenography through 
tom-tom telegraphy to mental telepathy in 
a humorous vein behind which are some hard 
facts of interest to anyone with a volume of 
correspondence. 


P130—Guide to the Use of the Mails 


This 28-page illustrated booklet features a 
complete summary of current postal rules 
and regulations plus a quick reference sum- 
mary of current rates. A_ wealth of 
“How-to” information is included for any 
company using the mails for regular business 
or direct mail advertising. Included in its 
contents are such subjects as the profitable 
use of special reduced mailing rates, bargain 
basement rates for fourth class mail, legal 
recognition of registered mai!, saving time 
at the post office and even, how to mail 
baby alligators. 


P131—Versatile Copying Process 


This pamphlet describes in detail a dry 
development process of making necessary 
copies of information along with the equip- 
ment designed by one company for this 
purpose. Since the process is a photographic 
one there is no need for time-consuming 
proofreading or checking. It is chiefly profit- 
able where from one to one-hundred copies 
of the original material are desired. Since 
the copies can be made on a variety of 
colors of paper, these colors can be used 
for coding according to department, func- 
tion or origin. The pamphlet concludes with 
case histories of how equipment of this type 
has been used in various organizations. 
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Experience does make 
a difference! 


Look to R&S for 
better printing! 


Keeping at it year after year does make a 
difference in results. 


The printing of fire, automobile, casualty, 
inland marine and other policies, or any kind 
of an insurance form, is our business... has 
been for years. 


If you want your policies to be individual, 
distinctive, as well as easy to issue, let us 
show you what can be done with color, 
format and creative design. (Snap-out if 


desired), 


Isn't now as good a time as any to dictate 
a letter to us about your requirements? 


Recording and Statistical 


Corporation 


100 Sixth Avenue, New York 13, N. Y. 
223 W. Jackson Boulevard, Chicago 6, Ill. 


PLANTS AT 


2815 N. Vermilion St. 


55 Old Colony Parkway 
Danville, lil. 


Boston 25, Mass. 











Executive Inventory—from page 76 


able; which one is used depends 
largely on the factor of time. Poor- 
est and quickest is the process of 


| simply going to each man’s imme- 
| diate supervisor and asking for a 
| quick impressionistic rating; best 


and slowest is a well-devised, long- 
term periodic rating system that in- 
cludes the best features of coaching, 
counseling, regular detailed analysis, 
and continuous evaluation, The ex- 
amination of such a subtle and ef- 
fective rating method is beyond the 
scope of our present discussion ; 
hut, in any case, the executive in 
ventory committee would have to 
disregard it as well. The technique 
is admirable but does take time; in 
the group’s present situation, time is 
of the essence. The other tools that 
lie to hand may be ranged in the 
order of decreasing effectiveness : 
(1) multiple judgments culled from 
as many of the other executives as 
(2) interviews 
with the man being rated—usually 
used as a supplement to one of the 
other methods rather than alone—; 
(3) attitude surveys keyed to re- 
veal what the man’s subordinates, 
superiors, and equals all think of 
him. 


possible ; personal 


Color Code 


The amount of time available will 
determine which of these methods, 
or what combination of methods to 
use. Whichever it is, the end prod 
uct consists of a more or less com 
plete rating that can be “digested” 
into a simple color code: blue, green, 
amber, and red. The committee re- 
ceives a whole boxful of reports on 
the specified date, spends some pain- 
ful hours trying to decide what they 
mean, and—not without dissension 

assigns each man his color. A 
blue box in the organization chart 
indicates that the incumbent of that 
position is not only a first-rate man 
in the position he now holds but is 
fully qualified for promotion without 
any additional experience or train 
ing. The moment a vacancy occurs 
above him he can be moved into it. 
\ green box shows that man in it is 
good enough in his present job 
may even be doing excellent or su 
perior work in it—but is not vet 
ready to With 


move up more 


experience, more training, or more 
education he may shade into the cov- 
eted blue. 


An amber box, like an amber 
traffic light, advises caution: the 
situation with respect to this man is 
unclear. His ratings may be so con- 
fused or conflicting as to be value 
his superiors may not know 
him well enough to arrive at a sound 
verdict ; his time on the job may be 
only a few months. At the next 
rating period he may show as green 
or blue, but caution counsels that he 
may equally well show as red; a 
close watch is indicated. 


less; 


Never a Dead Loss 


The genuinely incompetent  posi- 
tion holder is, of course, marked in 
red, but that marking is in no sense 
a judgment of the individual human 
Leing and his worth: it merely 
reflects his unfitness for that par- 
ticular job in that particular or 
ganization, His square-peg-in-round 
holishness turn into lean ef- 
ficiency after transfer to the next 
department or the next company. 
‘or that reason only the lower half 
of his I red: no 
man is considered a dead loss to 
the organization until he drops out 


or it. 


may 


box is colored in 


Vacant positions are the only ones 
If, on the 
other hand, it is known that a par- 
ticular position will fall vacant within 
a short period of —time—three 
months, six months, a year—through 
retirement, resignation, or transfer, 


shown in solid red boxes. 


Fine Business Stationery 
is Watermarked 


ime),4 River , 


COTTON FIBER, PAPER 
FOR THE 
INSURANCE BUSINESS 


“Say it’ on Fox River cottan-fiber paper, and it 
will always be there! Cofton-fiber ossurts per- 
manence for policies, special settlements, office 
forms, all vital correspondence. Hordest file- 
handling hordly shows. Stays white for years 

. has that currency-feel that makes an impres- 
sion of stability. Ask your printer for bond, 
onion skin, of ledger samples . . . . of write 
FOX RIVER PAPER CORP., Appleton, Wisconsin. 

Makers of fine papers since 1883. 
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the upper half of that box is made 
red. When even greater subtlety is 
wished, a thin red line at the very 
top of the box may be used to des- 
ignate men within ten years of retire 
thicker red line to show 
those with less than five vears to go. | 


ment; a 


Replacements 


In order to complete the executive 
picture of the organization, the com 
mittee would confer over the com- 
pleted executive inventory chart and 
list under available 
“back-yps” for that particular posi- 
tion, arranged in order of desirabil- 
ity. Other things being equal, the 
blue-shaded man on the next lower 


each box the 





level would be the prime replace- | 
ment; a green-shaded executive on | 
level might be second | 
choice ; and so on. If the group finds | 
a half-red box with no “back-ups” 
of suitable quality at hand, that de- | 
partment is obviously rocketing on | 
to disaster. At this stage it must be 


kept in mind that a given individual | 


the same 


may appear as a potential replace- | 
ment for three, or 


two, possibly 


even more positions. Such a devel 


opment is a function of the maior | 
of similar positions within the com- | 
| 


pany and the degree of versatility of | 
the individual executive. 
urthermore, he may be a fit re 
placement at present for only one | 
position, but an excellent replace 
ment for two other positions after, 
say, a year's additional experience. | 
He would be shown on the back 
up list for each box, but with appro 
priate now ;” 
months”; “ready one 
year.”” To round out the picture, 
each name listed is shown on a 
background colored to correspond 
with the color of the man’s present 
box. The resulting executive inven 
tory chart presents in instantly rec- 
ognizable form the existing state of 


notations: ‘“‘ready 


| 
| 
. | 
ready six 
| 
j 


affairs in the company’s executive 
ranks, what it will be in a few 
months, or even what it will be in 
five to ten years. A significant an 
alytic tool has been forged 


When the committee presents its | 


completed chart and report, certain 


shrewd questions are bound to be 
asked. The chart is pretty enough, 
Init what does it show? How will 





Continued on the next pac 
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Sure way to cut 
your paper-work 
costs 


Take full advantage of 
your photocopy machine 


and you'll eliminate hours of 

costly manual transcription, re- 

typing, proofreading. And those 

mistakes, too, which somehow slip by. 

Remember, your machine is designed to 

serve all departments; to copy all types of office 

documents with photographic accuracy and completeness. 

And it will do this, in 4 cases out of 5, at a fraction of the cost of 
producing a copy manually ... and proofreading it. 

It will pay you, definitely, to double check all 
your paper-work routines now. 


For the best photocopies use 
Kodagraph Contact Paper 


This new paper is made by Kodak for use in all 
types of contact photocopiers. It reproduces 
documents in dense photographic blacks, 
clean whites... with new sparkle and 
legibility. And it’s easier, more eco- 

nomical to use—no more split-second 

timing or trial-and-error testing. 


Order it . . . and see for yourself. 


Kedagraph Contac? Raper 
“THE BIG NEW PLUS” IN THE OFFICE COPY FIELD 
Mail coupon 


for 
free booklet 


EASTMAN KODAK COMPANY 


Industrial Photographic Division 


Rochester 4, N. Y. 


Gentlemen: Please send me a copy of “Modern Drawing and Document Repro- 


duction” your free booklet giving full details on Kodagraph Contact Paper, 


Name 
Department 
Company 
Street_— 
City 


TRADE mae 
2600 anam 








If you want to 
increase Profits 
by Saving Costs... 
this Portfolio is 


Short-Cuts 
Save 


“SHORT CUTS SAVE DOLLARS” is 
packed with time-saving, cost-saving more 


efficient forms, thod d 


Pp es. 





that are proven profit makers for any 
insurance agency large or small! You'll 
find samples of AAMB’s Insur-o-gram. 
Time-Saver Invoice, Account-Current. 
Renewal Notice, Check-Voucher, 
Multi-Purpose Application, Premium Notice, 
etc., scotch-taped to its pages—and 

this idea-rich thought-stimulating Portfolio 
will give you a fresh viewpoint on the 
many ways you can make your 
insurance agency business pay better. 
“SHORT CUTS SAVE DOLLARS” is 
absolutely FREE (no cost, no obligation) 
to any agency requesting a copy on its 


letterhead. Write for yours today. 


bob aur 
American Agency 
Management Bureau 


Robert Burns, President 


3400 Connecticut Avenue 
Washington, D. C. 

















Executive Inventory—continued 


this dazzling display of color help 
the underwriting department? In 
the familiar cynical phrase, so what ? 


What Does it Show? 


Specifically, looking at one de- 
partment at a time, a large number 
of red boxes gives warning of ser- 
ious trouble, The department may 
already be in difficulties ; it may only 
be shambling ignorantly toward a 
crisis: in either case, prompt reme- 
dial action is indicated. The advan- 
tage of a single color coding to sig- 
nal prospective resignations or re- 
tirements and present ineffectiveness 
is now apparent ; it focuses attention 
upon the organizational problem in- 
volved—actual or forthcoming un- 
productiveness of a key man or a 
whole department—rather than ob- 
scuring it by emphasis on the nature 


or cause of the lessened productivity. 


Too few blue boxes show either 


ithe lack of a functioning executive 
| development program or the lack of 


a serviceablé promotion and selec- 
tion policy, Either the company is 
not producing capable leaders or it 
is losing them to competing indus- 
tries or firms. In either case man- 
agement must act incisively to put 
matters right, but the appropriate 
action does, of course, differ with 
each case. 

A pattern which is likely to be- 
come apparent in some insurance 
companies is the combination of 
many green and blue boxes in the 
topmost layers with an alarming 
preponderence of red and amber 
boxes in the middle management 
and supervisory levels: the result of 
the “executive sump-pump” effect. 
Consequent upon such a pattern is 
a shortage of fit replacements for 
the top men, a slim or non-existent 
“back-up” list. At the same time, 
the existence of that hard layer of 
red and amber boxes in middle man- 
agement has the effect of blocking 
the normal promotion flow and caus- 
ing the potentially blue-shaded men 
to move into competing industries 
or firms where they will be able to 
progress in a more orderly fashion. 

So, as the executive ‘inventory 
committee presents its report, ex- 
plains its impressively gaudy chart, 
analyzes the conditions which that 
chart throws into sharp relief, and 


presents its ample documentation of 
the company’s executive situation, 
what impact will it all have on the 
firm’s leadership? The precise an- 
swer will vary from company to com- 
pany: but, in the typical case, con- 
cealed trouble spots in the organiza- 
tion will 
crises or 


become evident; future 
breakdowns may _ be 
averted; and _ the indispensable 
groundwork fer an effective execu- 
tive development program will have 
been laid. 

Now it will be possible to ar- 
range matters so that more than one 
man will be ready and able to step 
into each vacancy as it occurs ; lines 
of advancement can be drawn intel- 
ligently and in accordance with fu- 
ture needs; the development of pro- 
motable men can begin five, ten, or 
fifteen years before vacancies occur. 
“Administration by crisis” will be 
less likely when management has 
kept faith with its prime obligation 

reproduction, 


FOR HIS OWN GOOD 


EXT time the boss bawls you 
Pace: for coming in late to work, 
just tell him you dawdled over a 
third slice of toast in order to in- 
crease the company’s efficiency. To 
back you up, there is a report in the 
N. Y. Journal of Commerce that 
hasty and inadequate breakfasts re- 
sult in the loss of an estimated one 
hundred sixty-six man hours per 
day per thousand employees, and a 
$48,000 annual loss to the firm that 
employs them. 


HOMAS A. EDISON, Incorporated was 

given the first Annual Audio Engineering 
Award presented by Audio Engineering 
Magazine for "Technical Excellence in the 
Design and Manufacture of Dictating In- 
struments" for the V. P. Edison Voicewriter 
(above). Compact and weighing only 
eleven pounds the book-shaped instrument 
has been thinned down to less than 2!/2 
inches and uses Vinylite “diamond discs" 
which have a capacity of thirty minutes of 
dictation which the instrument plays back 
‘or the stenographer with full natural clarity. 
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Reading Policy Numbers *‘Backwards”’ Saves Filing Time 
And Money For Two Leading Los Angeles Insurance Firms 


Now You Can Afford 
Mechanized Bookkeeping 


Perhaps you've dreamed of, and 
needed, mechanized bookkeeping, 
but have been stumped by the price 
of “big machines.” If so, both your 
dream and your problem have a 
happy ending—the new, Low-Cost 
Bookkeeping Machine just an- 
nounced by Remington Rand. Here's 
a machine that gives you full alpha- 
betic description of entries, com- 
plete daily proof and many other 
“big machine” benefits, without the 
serious limitations low-priced ma- 
chines have had up to now. And 
your investment in this machine, 
over ten years, amortizes at about 
40¢ per working day — negligible 
compared to daily clerical savings! 
Get the complete picture of mechan- 
ized bookkeeping at lowest possible 
cost from folder AB-664. 





Are Your Policy Records 


Terminal Digit filing, a numeric 
system based on reading policy num- 
bers “backwards”, has reduced fil- 
ing problems to the vanishing point 
for Swett & Crawford and the Pa- 
cific Employers Insurance Company. 

Assume that they want to pull 
policy KZ-843729 from the file. 
Under the Terminal Digit Sys- 
tem, the number breaks down to 
KZ/84/37/29. They open drawer 
#29, run down the tabs to folder 
37-29, and riff through it, inspect- 
ing the third pair of digits from the 
right until they find “84”. If 843729 
occurs more than once with various 
letter prefixes, these last would be 


in alphabetical order. As Swett & 
Crawford’s Mr. Martin puts it, ‘‘fol- 
lowing this pattern, we can pull any 
desired policy from our 250,000 in 
the files in a matter of seconds.” In 
addition, Swett & Crawford finds 
that Terminal Digit filing gives 
them even work load, less drawer 
re-arrangement, much less misfiling 
error (even in the face of high cler- 
ical turnover) and rapid operator 
training. 

Pacific Employers Insurance Com- 
pany reports similar results, includ- 
ing a labor saving of 35% over their 
old method. Get all the facts from 
folder CR-844. 





Safe Both Night And Day? 


Since almost half of all office 
fires occur during business hours, 
ask yourself these questions: 1. 
With policy records destroyed by 
fire, could I serve my clients 
properly? 2. As an insurance 
agent, could I avoid poor pub- 
licity resulting from a _ record- 
eating fire? If your answer is 
“no” to either or both questions, 
investigate the many different 
types of Point-of-Use Record 
Protection Equipment now 
equipment that pays its own way 
through important functional 
advantages. Folder SC-698 car- 
ries further details. 





Large Chicago Firm 
Endorses Electric 





Remington Bland 


j PROFIT.BUILOING IDEAS FOR BUSINESS | 


| Management Controls Reference Library | 
| Room 2828, 315 Fourth Avenue, New York 10 | 


Typing Benefits 100% 


Marsh & McLennan is meeting to- 
day’s greater demand for individual 
productivity and office economies 
with Remington Electric Typewrit- 


Please circle literature desired: 


ers, installed in their policy writing, 
billing and transcribing depart- 
ments. This firm’s Personnel Di- 
rector of Women writes: “The 
supervisors of these departments 
are all most enthusiastic about our 
change to Remington Electric Type- 
writers. The advantages are many 
...less fatigue, better quality of 
work, more and better carbon cop- 
ies, increased production. Person- 
ally, I see the pride the typists take 


in their machines and higher morale” 
These dividends can easily accrue to 
your company. For the full story, 
see folder RE-8499 and RE-8519. 


CR-844 ~=RE-8499 
AB-664 


RE-8519 
SC-698 
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» Tun if 
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won't spill! won't leak! 


morris Safe-T-Set 
IT S$ N E Ww! .-the newest 


member of a famous family... most 
important development in desk-top 
convenience in years! With full two- 
ounce ink supply, long-lasting hard 
tip point, exclusive Safety feature, 
the Morris Safe-T-Set gives months 
of perfect writing in perfect safety! 
Your choice of colors! Ask for the 
Morris Safe-T-Set at your stationers. 


BERT M. ORRIS CO. 


8651 W. Third, Los Angeles 48, Calif. 
In New York: 381 Fourth Ave. 
In Canada: 
McFarlane Son & Hodgson Ltd., 
Montreal, Que. 





PREREQUISITE TO ELECTRONICS 


OMPLETE manualization of accounting procedures is 
Ua prime necessity if electronics is to be applied effec 
tively to office operations, agreed Matt W. Boz, assistant 
manager of the methods and statistics department of 
Shell Oil Co. and David V. Savidge, sales manager, 
Univac Fac-Tronic System, Remington Rand Ine., 
speaking before an American Management Association 
office management conference recently. 


Centralized Accounting 


Mr. boz also cautioned office executives over the 
possibility that electronic equipment, in producing large 
volumes of data at high speed, “may actually get lazy,” 
simply because it doesn’t have enough to do. This situa- 
tion, he added, might cause large decentralized organi- 
zations, such as Shell, to return to centralized accounting 
in order to take advantage of the unusual speed and 
capacity of this equipment. 

if electronics is to be used effectively, Mr. Savidge 
indicated, top management must be figure-conscious 
and realize the importance of fast production of figures 
which are meaningful to company operations. There is 
no need to produce daily figures, he said, if they arrive 
a week after the event. He noted that speedier figures 
could make management's job easier and take out a good 
deal of the guess work. 


Small Electronic Computer 


Mr. [oz revealed that his company has already in- 
stalled a comparatively small electronic computer, which 
should be of particular interest to companies spending 
less than the $250,000 a year that Shell expends in ac- 
counting costs. This unit, he observed, makes it possible 
to use electronics in small doses and at lower cost. 

The Shell executive described applications of the 
computer now in use as having reduced the need for 
a number of daily manual operations, One in particular, 
he stated, eliminated the need for a daily processing of 
run tickets, requiring five clerks to perform. The weekly 
machine time now required is sixteen hours, four hours 
of which are calculating time and the balance on auxiliary 
machines which can be absorbed with present equipment. 


Savings in Manpower 


Just this one application, Mr. Boz said, indicates the 
significant savings in manpower which can be realized 
through use of electronic equipment, proving the open- 
ing up of a new avenue of approach in solving costly 
accounting operations which is looming ever wider in 
its potential value to industry. There is no doubt, he 
added, that the office as industry knows it today is 
changing in character, and that the major change will 
come through the introduction of electronics. 

Mr. Savidge described Remington Rand's endeavors 
to make sample programs for the use of electronic equip- 
ment in as many different kinds of businesses as possible. 
He said that several other applications have been pro 
grammed in addition to the petroleum field, including a 
number in the field of life insurance, invoicing, general 
ledger accounting, and supply control for a maintenance 
operation 











Why your microfilming costs 
are lower with Recordak 


Only Recordak lets you choose from a versatile 
line of microfilmers. 

And in this there’s a distinct advantage ... 
distinct savings for you. 

For no one microfilmer can be called the most 
economical for every company. Requirements vary 
much too much—the ideal microfilmer for one 
could be an unwise investment for another. 


Recordak, in recognizing this fact, has created 


its line of microfilmers with all requirements and 
all budgets in mind. You never have to order a 
microfilmer with features and refinements which 
can’t be used profitably in your office. 

Thus, Recordak has made it possible for even 
the smallest companies to gain SaVIgs-—oOve! and 
above all microfilming costs—which are propor- 
tionate to those realized by the largest Recordak 


5 Recordak Microfilmers are 
designed for copying office records 
EE COREE a. 


For example: The Recordak Bantam Microfilmer 
with 40-1 reduction ratio—the highest available today 
—gives you greatest number of pictures at lowest per- 
picture cost. Built-in automatic feeder feeds over 500 
check-size documents per minute—over 200 letter-size 
ones. All controls are at the operator’s finger tps. 
Accessory lens kits—at slight additional cost—also 
permit microfilming at reduction ratios of 32-1, 24-1, 
19-1. Prices including one lens kit: Purchase, $1800; 
Rental, $40 per month. 


Write today for facts on the versatile line of Recordak 
Microfilmers now offered on an attractive purchase or 
rental basis. Recordak Corporation (Subsidiary of East- 
man Kodak Company), 444 Madison Avenue, New 
York 22, N. Y. 


All prwes quoted are subject to change without notice, 


®*Recordak” is a trade-mark 


users. Something to remember—definitely. 


4 Recordak Micro-File Machines are 
designed for copying larger documents 


For example: The Recordak Micro-File Machine, 
Model D, is recommended for documents up to 
25 x 36 inches in size. Bound volumes can also be 
microfilmed. The Model D gives you a choice of reduc. 
tion ratios ranging from 8 to 1 to 20 to 1. And 16 or 
35mm Recordak Micro-File Film can be used inter- 
changeably. Approximately 40 exposures can be made 
per minute. Electric motor automatically operates 
shutter, advances film, actuates device which holds film 
flat during exposure. Price, $2285; FOB nearest Recordak 
office. Rental plan also available. 


TH 


WHivernsA® 


=RECORDPK 


(Subsidiary of Eastman Kodak Company) 


originator of modern microfilming— 
and its application to insurance routines 





COPYFLEX Saves 


Leading Insurance Firm 
100,000 a Year! 


| 
. 


A MAN ALOM 


DUDLEY PRUITT, President 
Insurance Accounting and Statistical Association 


ESTERDAY MY SECRETARY left me and to-day I am 
like a sail without wind. 
| had premonitions of my ultimate undoing when, in 


| a moment of weakness some months ago, I permitted her 


| to get married. | 


knew it was a mistake at the time 


| but, even though I am the boss, I seemed strangely 


powerless to do anything about it. And now that be- 


| nighted husband of hers has got himself transferred to 


him, leaving me windless and becalmed. 


another city and she thinks she ought to go along with 


What has 


| happened to the spirit of loyalty in this younger genera- 


tion? 


Where Are They 


What, in fact, has happened to this younger genera- 


, tion of stenographers and secretaries? Where are they ? 


There was a time when it was the heart's desire of every 


| young girl to become somebody's stenog, but now every 


COPYING APPLICATIONS for just one type of insurance 
used to cost one of the nation’s biggest insurance compa- 
nies 5¢ a a. With applications pouring in at the rate of 
50,000 weekly, the copying bill totaled $130,000 a year. 
NOW Bruning Copyflex machines turn out ready-to-use, 
error-free copies of applications in seconds. And they do it 
for less than 2¢ a copy — 60% less than the cost of photo 
copies. Savings? $2,000 a week... more than $100,000 
a year! 


COPYFLEX saves on many other kinds of insurance paper 
work, too. It gives you direct, black-and-white diazotype 
copies up to 42 in. wide in any length. Copies anything 
written, drawn, typed, printed on ordinary translucent 
paper for less than 2¢ per sq. ft. for all costs; also copies 
opaque originals, using Bruning’s exclusive Reflex Film. 


NO expensive ventilation system, plumbing, messy inks 
or stencils are required. Anyone can operate a Copyflex 
after a 5-minute explanation. Send coupon today for free 
booklet on how Copyflex can stop errors, save time and 
money in handling insurance paperwork. 

*Name on request 


Today's Paperwork Engineered 
with Jet-Age Speed 


C.3.5 
amano =CHARLES BRUNING COMPANY, INC°=—————4 
4700 Montrose Avenue, Chicago 41, Illinois 


[] Send me free booklet on how Copyflex speeds 
insurance paperwork. 





[] Show me how Copyfiex can speed insurance 
paperwork. 


Name 

Company 

Street 

City 5 State 
lscetvardseensnsmaliions i Principal Cities. ame ame coe ae ame oe J 


90 


young girl wants to become somebody's heart’s desire 


| and can’t see the point in wasting time learning short- 


hand. Besides, the machines have invaded the field to 


' such an extent that most girls find it beneath their 


dignity to compete. No proper girl likes to think she 
might be replaced at any time by a shapeless gadget with 


, a crackle finish that buzzes every time it needs refilling. 


Now some of the ruder young men in our organization 
are making improper suggestions to me. They think | 
ought to do my yammering into a buzzing box like the 
rest of them. They are being very polite about it, for 
after all I outrank them and, alas, outage them too; but 
[ think I can detect a little steel in the voice and flint 
in the eye which suggests the unspoken question, “Why 
doesn’t the old buzzard take some of his own medicine ?” 
After all, around the office | have been known pretty 
much as old man mechanization himself. 


No Smile 


Machines are wonderful things, particularly now that 
they have filled them up with electronic innards; they 
can do well a lot of things that people make an awful 
mess of. But they haven't yet designed a buzz box that 
will smile at my visitors, remind me of my dental ap 
pointments, and file my correspondence all over the 
place. Don’t get me wrong: I have nothing against the 
junior juke box method of dictation. It’s time saving ; 
it’s efficient; it gets results. it 
consistently for years. It is, however, pretty nice to 
have someone around the place with sense enough to 


I’ve been advocating 


| look out the window once in a while and tell me to 


take along my umbrella and overshoes when | go out 
to lunch. 

If what | have been saying here has any moral, it is 
perhaps that people are more than just good substitutes 
for electronics. 
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OK! 
Save [cent a day on typewriters ! 


(but where does it get you ?) 


Why not spend that 1 cent a day? Here’s what it will get you . 
... higher morale, better employee relations worth many times | cent! 
. more work done faster . . . plus increased typing speed 


‘Te ; ! 
That’s all you save from your secretaries! 





. . . better-looking letters and memos, indicative of the pride 


when you trade in at 10 years you take in your business! 





: 5 
instead of 5. As “‘plusses” you get the finest, most rugged precision writing 


machine ever built . . . with less need for service . . . and many 
work- and time-saving features found on no other office typewriter. 


But look what slick 
new Royal Standards can 








Royal is preferred 2!4 to 1 among people who type! 

Your local Royal Representative will bring a new Royal Standard 
to your office and show your people its superiorities . . . 

tell you how and why you save only 1 cent a day by keeping your 
old machines 10 years instead of 5. Royal Typewriter Company, Inc., 


2 Park Avenue, New York 16, New York. 


do for your office! 
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World's Largest Manufacturer of Typewriters 


ELECTRIC ‘STANDARD - PORTABLE 
Roytype Carbons & Ribbons 


(‘all your Royal Representative He’s listed in the Classified Telephone Directory) 
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Current literature end prices on eny of the follewing products end services may be hed without * 
* obligation, from selected manufacturers. We will also obtain any available information on items not listed. 


MACHINES, REPRODUCING 


FILING CABINETS 
is 


Card File 
Fibre Board 


. Insulated 


Metal 
Micro 


. Portable 

. Rotary 

. Stencil 

. Tabulating Card 
. Visible 

10. 


Wooden 


FILING SUPPLIES 


129. 
iI. 
12. 


13. 
14. 


Cards 
Fasteners 
Folders 
Index Tabs 
Supports 


MACHINES, ACCOUNTING 


15. 
16. 
17. 
18. 
109. 
19. 


Adding 
Billing 
Bookkeeping 
Calculating 
Payroll 
Tabulating 


MACHINES, MAILING 


20. 
21. 
22. 
23. 


Dating Stamps 
Envelope Sealers 
Mail Openers 
Postal Meters 





24. Postal Scales 
118. Sorters 
106. Time Stamp 
To BEST'S INSURANCE NEWS 
75 Fulton St., New York 38, N. Y. 
Please forward complete infor 
and prices on the items checked 
No. No. 
No. No. 
No. No. 
No. No. 
Other 
Firm Name 
Attention of 7 
Position - 
Firm Address 
a sista alana 

















25. 
26. 
27. 
28. 
29. 
136. 
30. 
31. 


MACH 
32. 
33. 
34. 
35. 
139. 
36. 


Composing 

Direct Copying 
Duplicating 
Micro-filming 
Mimeograph Slip Sheet 
Typewriter, Automatic 
Typewriter, Electric 
Typewriter, Manual 


INES, MISCELLANEOUS 
Addressing 

Checkwriting 

Dictating 
Intercommunication 

Paper Folding 

Stapling and Fastening 


OFFICE ACCESSORIES 


38. 
105. 
39. 
40. 
4l. 
42. 
43. 
44. 
45. 
46. 
47. 
48. 
49. 


Ash Trays & Stands 
Bulletin Boards 
Cash Boxes 
Chair Cushions 
Currency Trays 
Desk Lamps 
Desk Pads 
Desk Trays 
Drawer Trays 
Moisteners 
Name Plates 
Pen & Ink Sets 
Waste Baskets 


OFFICE FURNITURE 


50. 
51. 
52. 
53. 
134. 
54. 
55. 
108. 
56. 
$7. 
89. 
58. 
59. 
60. 


PAPER 
119. 
120. 

70. 
135. 
121. 
122. 
123. 
137. 
124. 
102. 


Air Conditioners 
Bookcases 

Cabinets 

Chairs 

Costumers 

Desks 

Fluorescent Lighting 
Incandescent Lighting 
Matched Suites 
Safes 

Stands, Typewriter 
Stools 

Tables 

Wardrobes 


Card Index 
Duplicotor 
Envelopes 

Labels 

Letterhead 

Policy 

Ledger 
Photocopying 

Thin (Copy) 

Visual Policy Jackets 


SUPPLIES, GENERAL 


68. 
69. 
7\. 
eae 
73. 
75. 
76. 
77. 
81. 


Business Forms 
Duplicating Supplies 
Erasers (Specialized) 
Loose Leal Systems 
Marking Devices 
Paper Pertorators 
Pens 

Pencils 

Staple Removers 


SUPPLIES, TYPEWRITER 


83. 
85. 
86. 
87. 
88. 


Copyholders 
Justifier 

Line Indicator 
Pads 

Ribbons & Carbons 


TELEPHONE ACCESSORIES 


125. 
141. 


. Cord Cover 
. Holder 

. Index 

. Silencer 


. Stands 


PREVENTION 


. Burglary Alarms 

. Fire Extinguishers 

. Fire Protection Service 
. First Aid Kits 

. Floor Polish (Non-Slip) 
. Recording Door beck 

. Safety Equipment 

. Salvage Services 


Truck Alarm Systems 
Watchman's Clocks 


SERVICES 


62. 
127. 
64. 
115. 
65. 
66. 


Accounting System 
Filing Systems 
Office Planning 
Photocopying 
Record System 
Sales Incentives 


MISCELLANEOUS 


131. 
132. 
116. 
103. 
130. 
117. 
104. 

99. 
114, 
100. 
126. 
101. 


Accident Diagramming 
Advertising Blotters 
Advertising Specialties 
Birthday Cards 
Building Evaluation 
Dispiay Material 
Greeting Cards 
Leather Goods 

Policy Wallets 
Promotional Gifts 
Endorse & Cancel Calculators 
Silencer for Dictating 
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STEAMSHIP UNITED STATES 
© = BUILT BY THE NEWPORT NEWS SHIPBUILDING AND DRY DOCK Co. & 


CONSTRUCTION BONDED BY THE UNITED STATES GUARANTEE COMPANY 


By 1882. the clippers which had broken all speed records in the prey ious 

decade were being slowly displaced by bark and schooner-rigged 

steamships. In that year, Chubb & Son was founded and took part in the 
insuring of a number of these transition vessels. Today Chubb & Son shares in the 
insurance on most of the world’s great passenger liners including the 8.8. UNITED 
STATES, present holder of the Atlantic Blue Ribbon. We are proud of 


our record of “Serving the Leaders” of American Industry and Commerce. 


FEDERAL INSURANCE GOMPANY = & 
UNITED STATES GUARANTEE COMPANY 


CHUBB & SON, Managers 
90 John Street. New York 38. N.Y. 
VIGILANT INSURANCE COMPANY «© MARINE INSURANCE ¢ LTD 
THE SEA INSURANCE co., LTD * THE LONDON ASSURANCE (Marine Dept.) 
ALLIANCE ASSURANCE COMPANY, LTD. 











Loss Logic 


from page 27 
ment is authentic and that 
not pick it out of the 
to speak, 


you 


thin air, 


Super-salesmanship sometime 
necessary to get the statements fin 
ished by the important signature but 
any effort in this direction certainly 
is worthwhile indeed a 
satisfaction to know that you have 
accomplished what at first appeared 
to be the impossible 

It is an 


and it 1s 


make 
two or three intentional mistakes in 
important statements which you can 


excellent idea to 


ask the witness to correct in his own 
handwriting when he calls your at- 
tention to them, (It’s a good way 
to get the pen in his hand, also.) 
If he then refuses to sign, you at 
least have something to prove that 
that was his statement and that he 
read it carefully. It also is pref- 
erable rather than to ask the wit- 
ness to write the “IT have 
read this statement and it is cor- 
rect” or for the adjuster to write 
such a sentence on the statement 
before a signature is requested, to 
type at the end of the statement two 


sentences, to-wit: 


sentence 





PERSONALIZED SERVICE 


for 


PARTICULAR AGENTS 


TRI STATE INSURANCE COMPANIES 
Perry D. Inhofe, Pres. 
TULSA — OKLAITIOMA 


CASUALTY 








AMERICAN 





SERVICE 
STRENGTH 
STABILITY 


POLICY HOLDERS’ 
INSURANCE COMPANY 


Boston, Massachusetts 








“Have you read this statement ?— 


“Ts it full, true and correct ?——— 
Why? Because when he has read 
the statement, instead of asking 
him to sign it, it is psychologically 
better—following his admission that 
the statement is correct—to ask him 
simply to write “Yes” after the 
questions and when he has done 
this, then ask him “to put his name 
on the next line.” Not too infre- 
quently, you will find an unusual 
individual who will answer the ques- 
tions but who will refuse to put his 
John Henry on the page, which 
signature then becomes of less im- 
portance. 

Keep in mind the value of writing 
short rather than involved sentences 
which would be entirely foreign to 
the witness’s usual conversation. 
Try to get your statements in the 
vernacular of the witness rather than 
in stilted words which you might 
use. It is a good practice also, par- 
ticularly with the adjuster who has 
difficulty in getting complete state- 
ments, to outline on a small card 
the principle points.to be covered 
and to refer to this card casually 
before he hands the statement to the 
witness. Any time consumed in 
this manner does not appear in the 
statement—and he can take all the 
time he needs to see that important 
details are not overlooked. 


History of the Trip 


Too many statements come across 
the desk that do not cover the back- 
ground or arrangements for the 
trip during which the accident hap 
pened, We should make it a prac- 
tice to get the history of the trip; 
when it was arranged ; at whose sug- 
gestion; for what purpose; for 
whose benefit; under what financial 
agreement, etc. With such informa- 
tion there can be little guesswork 
about agency, bailment, joint-enter- 
prise, and the applicability of the 
guest act. Impress upon your men 
the importance of stating specific 
facts rather than generalities—‘“15 
miles an hour’—not ‘“slow’’;. “25 
feet north of the intersection” 
“pretty the intersection” ; 
“three-thirty in the afternoon”. 
not “during the afternoon,” etc. It 
takes time and in serious cases per- 
haps a trip to the scene for observa- 
tions and measurements, and some 


not 
close to 
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persuasion to get the witness down 
to brass tacks as to speed in miles 
per hour; distances in feet or rods; 
describing hxed objects by which 
distances can be proven, but to get 
proper statements frequently makes 
this additional effort essential. 

A. brief 
order 


comment 
concerning 


might be in 
statements ob- 


tained through a court reporter. 
Preferably where a_ statement is 
sufficiently important to justify the 
expense of a reporter, it should be 
taken by the attorney you will want 
to try the case if it reaches that 
point. In any event, the adjuster 
will want to go over his file carefully 
with the attorney to give him the 
benefit of his investigation, before 
Make 
it clear to the attorney that we do 
not 


the assignment is undertaken. 
want some cub in the office to 
do the job. Bear in mind if a call 
is to be made at a hospital, to in 
struct the reporter to make a record 
of everything said to the nurses as 
well as to the claimant. Before the 
injured is interviewed, inform the 
nurse that Dr. Jackson has given his 
permission for the interview (you 
should have obtained the doctor’s 
consent) and then ask her how he 
is feeling at this time; whether she 
thinks it is all right to talk to him 
about the accident; whether he has 
been given any opiates, narcotics or 
sedatives within the past several 
hours; whether he is mentally clear 
and whether in any physical pain or 
distress. 


Do Not Arouse Suspicion 


If the patient is not physically able, 
there is no reason to try to get his 
statement at that time as it will be 
worthless when subject to cross- 
examination. When the interview 
is granted after introducing your- 
self as one checking on the facts on 
behalf of your (without 
necessarily explaining the reporter’s 
purpose there—he will see what the 
purpose is as you go along—and 
without asking him how he is feeling 


assured 


that dav) ask him general questions 

name, age, address, employment, 
etc., that do not arouse his suspic 
ions, and then ask him to tell you 
in his own words how the accident 
happened. 

Let him tell his story without in- 
terruption and you, in turn, com- 
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Commercial Union 
Assurance Co. Ltd. 


The Ocean Accident & 
Guarantee Corp. Ltd. 


American Central 
Insurance Company 


The British General 
Insurance Co. Ltd. 


The California 
Insurance Company 


Columbia Casualty 
Company 


The Commercial 
Union Fire Ins. Co. 


The Palatine Insurance 
Company Ltd. 


Union Assurance 
Society Limited 








plete the statement by covering those 
points he has not touched upon. 
When you have finished, ask him if 
he understands Miss Smith has made 
a record of . the 
whether he has given true informa- 
tion, and whether he can add any 
thing to his report. 


conversation ; 


(You can walk 
out of the room with the reporter 
and return immediately to do the 
necessary to maintain control.) The 
value of a court reporter's statement, 
obviously, is that a signature on it 


ACCOUNTS 


Perseverance 


Success in building Insurance Accounts 
stems from the ability of the agent to keep 
plugging ahead, confident in the knowledge 
that continuous effort puts the law of averages 
on his side. 


When discouraged, think of the stonecutter 
hammering away at his work, He makes per- 
haps a hundred strokes, without as much as 
a crack to show for it. Yet, at the next blow, 
the rock will split in two 


of the last blow 
went before. 


Great results have been achieved by following 
the philosophy of the stonecutter, Persistent 
pounding enabled Wellington to defeat the 


genius of Napoleon. Keep pounding away and 
the breaks will come. 


° Teaming up with the Commercial Union- 
Ocean Group of seven Fire and two Casualty 
companies, renowned for financial strength, 
integrity and broad protection, is a good way 
to make every selling blow a telling one, 


the result, not alone 


but of all the blows that 





is not necessary since the reporter 
can be used in rebuttal; that a local 
court reporter has a reputation for 
accuracy and integrity; and that 
the story is obtained in the claimant's 
own vernacular. 
porter wisely 
spent 1f the privilege is not abused 
and if the work is done by an ex 
perienced examiner. 

This discussion has covered the 
water front, more or less, and neces- 


The use of a re 


represents money 


(Continued on the next page) 
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“tT aT eh ] — sarily omits numerous points which 
CLAIM SERVICE 


could and = should be commented 


with a & M | L ‘! i} upon—but those details mentioned 
The time to make policy-holders glad or mad is when 5 aay ep Ss eed ues 0 
paying a claim. } such shape that any reviewer of 
\ rigid policy of ours is quick and just settlements of them will have a proper idea of the 
all claims. problem confronting the company 
and not be left in a state of confu- 
sion. Reminds me of the question 
asked Davey Crockett—the — trail 
blazer whose explorations of un 








* HOUSTON, TEXAS!) = Charted areas became so famous. 
Someone asked him if he ever was 
lost. “No,” he said, “Can't say that 


I ever was lost, but once for two 














or three days, | was mighty con- 
fused.” Properly prepared — state- 
ments not only help any examiner 
of a file to avoid confusion and to 
be able to evaluate a case more cor- 
rectly but also clearly indicate that 
the man who obtained them was a 
resourceful and capable adjuster, in- 
terested in doing his job right and 
willing to make whatever effort was 
necessary to build a_ reliable file 
in which he and his company can 
take honest pride. 


FEDERAL INCOME TAX 
STUDY 


AS OF THE FEDERAL income 
Si tti + G S ffl taxes paid by one hundred fif- 
i ing on op is reat tu teen insurance carriers has been re 
leased by the Allstate Insurance 
Company which is seeking a revi 
Proud of their company, they are! That goes for more sion in the present tax 
than ten thousand representatives of Mutual of Omaha. The 
Why? It’s because their company has again maintained 
its position as the largest exclusive health and accident 
company in the world. It's because Mutual of Omaha has 
paid more than 470 million dollars in benefits ... more than . ie i 
56 million dollars in 1952 alone. It’s because Mutual of ™ the penta — on that: in 
Omaha has a wide and complete line of policies suited to the nine digoes ending 1951 en 
today’s needs . . . and is providing coverage today to more volume (after policyholders’ divi 
than 2'4 million policyowners. It’s because Mutual of dends) increased from about $2.5 
Omaha pays benefits promptly, locally, through 110 service billion to nearly $7.5 billion; that 
offices in the United States, Canada, Alaska, Hawaii, and the total 
the Canal Zone. A fine company to buy insurance from... 
and a fine company to SILL insurance for. 


structure. 
company is also preparing a 
more comprehensive study of two 
hundred companies, including a 
number of reciprocals. Highlights 





taxes for these years 
amounted to $826 million; that stock 
companies with 79.0% of the pre- 
mium volume paid 88.3% of the 
total taxes, mutuals paid 11.5% and 
reciprocals 0.2% ; that stock com 
panies paid taxes of 32.59% of their 
retained income, mutuals 20.0% and 
, reciprocals 3.2%. The Allstate pro 
The Largest Exclusive Health and | AT at posal calls for: A tax of 1% of net 
eoaideat Gempeny te the West ‘hp premiums W ritten (less dividends to 

policyholders), regular corporate 
rates on net investment income and 
capital gains rates on realized capital 
gains. 





MUTUAL SEWEFIT WEALT MW & ACCIDENT ASSOCIATION OMAHA, MEBRASKHA 
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ALES SLA 


NIS 


from other Fields 


Serve. Show. and Suggest... 


LMOS1 


successful 


without exception, 


salesmen seem to 

have three things in common: 
(1) Desire to serve; (2) The 
ability to tell a pretty good story 
about what they are selling in terms 
of how the will benefit ; 
and (3) The courage to persuade. 


customer 


The Three S's 


You can remember it this 
Break it down into three 
the Serve, Show, and Suggest pat 
tern, 
thing 


way : 
S's 


Tell a man you have some 
that will help him; say some 
in terms of how he will bene 
fit, and ask him to buy it. 


thing 


Get a bunch of salesmen togethet 
and start talking about service, and 
you get a lot of Someone 
said, “Service is just a selling gim 
mick—that’s all it is.” 
said, “Service 


ideas. 


Someone else 
speedy delivery 
get the goods to your customers on 
time.” 

But to a real professional sales 
man, service means more than just 
speedy delivery. It means the pass 
ing on of ideas to customers 
on how to do this or that faster, 
easier, and more economically. 


ideas 


I have a dentist, just to give 
an example. I don’t know why | 
to him—he’s rough. But 

go back to him and time 
again, and I shall tell you why: 
Because he gives my kids a five-cent 
ice cream cone. 


go back 
| 


time 


Not the way you 
think—he doesn’t flip them a nickel 
and say, “Go and knock yourselves 
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out!” He 
lor a five-cent ice 
kids take it 
into Miller's 
to Miller; he prescrip 


tion, puts on his glasses, and, then, 


writes out a prescription 


The 


walk 


cream cone 
downstairs, they 
Drugs, they 


takes the 


pass it 


in a very professional manner, he 
"Will The kid 
says, “Yes.” 

Then 


tion on the spindle and walks over 


Savs, you wait?” 


Miller puts the prescrip 


and grabs a cone and puts a scoop 
in. I used to have to force my kids 





























“Helen, wait! It's me . your husband.” 


to get them to go back once every 
six months to get their teeth cleaned 
Now they yo back 
week. “He me an ice 


cone.” | 


want to every 
Ives 
paid that 
and it 


cream 
$61 last 


seven ice 


fellow 
him 
lhat’s 


year, cost 


cream Cones service 


The Need for Service 
| cid a 


and 


little 


what a 


last 
companies 
for this 


research year, 


here’s few 


had to say about the need 
kind of service in business 

One said: “Additional evidence of 
this hunger for ideas can be found 
in the letters we are receiving from 
our customers and from the stories 
brought back from our own sales 
men. Never in the history of 


business have we had so 


oul 
many re 
and information 


hetter 


quests for advice 


on how to business.” 

Another 
must know how to go in and find 
things to sell that will help the cus 
tomer to reduce his costs.” 

Where do these ideas 
Here is a partial list of sources 
Company literature: Your home of 
fice will be more than happy to 
furnish with ideas that 


can pass on to customers—ideas on 


run a 


firm said: “Salesmen 


you get 


you you 
how to do a job faster, easier, and 
more economically 
Trade Journals: One salesman re 
ported he had pr ked up three us 
able 
his trade publication 
C nti ad 


service ideas in one issue of 





Sales Slants—Continued 


istrict, regional, and national meet 
ings: Here’s another fine source of 


ideas. Of course, too many sales 
men either forget to go to the meet 
ings, or forget to go to the sessions 
when they go to the meetings. 


Idea Sessions: Here’s where you 
meet all the people connected with 
your firm, people from both the 
warehouse and the administrative 
force. You sit around and you pose 
just “What can we 
do for our customers that we are 


With an ap 


proach like this you shouldn’t miss 


one question: 


not already doing?” 


because it is 100 per cent positive 


And the nice thing about it is that 
there is never any shortage 


Use Good Words 


let’s ( onsider show 


Now The 
toughest job is to get salesmen to 
say something nice about what they 
are 


selling——to words 


Some of the best 


use good 
words to use in 
contained in testimonial 


techniques 


sales are 


selling putting good 
selling words into somebody else’s 
mouth, because they sound a little 
better there. 


Take that well-switched whiskey, 
for example. Do they say, “We have 
the greatest whiskey in the world?” 
No, they say that Sam Smith down 
in Atlanta, switched to it--he told 
us it was good.” 


Then we come to that part of 
the interview in which we suggest. 
This is the part of the interview 
that answers the age-old question 
of why one salesman is better than 
another and why there is always such 
a spread between the top and bottom 
men, Here are just two words that 
worked 


have miracles: “I 


” 


suggest 


This is how to fit them in. Open 
on a note of service——tell a man you 
have something that will help him; 
say something nice about it; and, 
then, instead of stepping back and 
saying, “What do you think of it?” 
or “How does it look to you?” 
simply “Based on what we 
found out about this in other outlets 
like your own, /’d like to suggest 

.”’ Then suggest a specific action. 


say, 


Now you are more than a sales 
man—you are a counselor because 
you are bringing from the outside 
experience that you have received 
from other outlets. 


NEW YORK 90 JoHN sr. 


A leading oil company executive 
once told me, “If we could get our 
people in the filling stations to just 
use these words, ‘T suggest’ to every 
one who comes in, we could double 
our business.” 

I know somebody is going to 
think, “What if you are selling a 
man a $5,000 deal. What do you 
do? Just walk in and say, ‘Based on 
the success we have had with this 
and another place like yours, I'd like 
to suggest a $5,000 .. .’ 2?” Of 
course not! But that’s where the 
proposal comes in, and the salesman 
should be a past master of the pro- 
posal. 

A suggestion is a proposal; it is 
a recommendation. Here’s where 
you find out by observation what 
that man can use, and then you pre- 
pare in advance a selling story stress- 
ing benefits, time-saving, labor-sav- 
ing benefits. You personalize it; 
you put it in a nice folder; then you 
take it in and you present it. 

A proposal is supposed to show 
the customer pictorially what he is 
going to get. It should tell him, 
briefly, not only what he will gain 
when he buys, but what he will lose 
if he doesn’t. 


From an address before the New York Sales 
Executive Club. 
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(uestions ¢ Answe ’S 


PART II—INSURANCE PRINCIPLES AND PRACTICES 


QUESTION I. 


An agent of a stock casualty in- 
surance company informs one of its 
stockholders that his company is 
financially unable to expand its busi- 
ness. The stockholder says he doubts 
this because he has continued to re 
ceive the same amount of dividend 
for each of the past four years. The 
agent replies “This is due to the 
successful investment policy of the 
company.” 

Financial facts from the company’s 
statements show the following (00, 
OOO omitted ) : 


Premiums writ 
ten 

Increase in 
earned 
mium 


l Asses 


reserve 
incurred 
expense 
incurred 
Underwriting 
expense in 
curred 
Investment  in- 
come (after 
taxes) 
Dividends 
Unearned  pre- 
mium reserve 
Contingency re 
serve 
Capital 
Surplus 


Loss 


paid 


(a) Make the necessary calcula 
tions (in dollar amounts) to show 
whether or not this company is finan 
cially able to increase its writings 
at the end of the year 1951 if it fol 
lows a 2 for 1 ratio rule for “writ 
ten premiums” to ‘policyholders’ 
surplus.” 

(b) In determining a fire insur 
ance company’s capacity to expand 
its business, would the 2 for 1 ratio 
rule mentioned in (a) be equally 
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valid? State fully the reasons for 
your answer. 

(c) Explain why you believe the 
agent’s statement is or is not cor- 
rect; also explain the extent, if any, 
to which each of the following is 
likely to influence the 
policy of a company: 
company; (2 
written; (3) 
written. 


investment 
(1) age of 
) nature of business 


volume of business 


Answer 


the 
ability of the company to increase its 
writings at the end of the year 1951, 
it is the 
amount of surplus at that time, Pre 
miums the increase 1n 
the unearned premium reserve will 
vield premiums earned for 1950: 


(a) In order to determine 


necessary to determine 


written less 


Premiums written 
Increase in unearned 
premium reserve 1.1 


(00,000 omitted) 
$24.: 


Premiums earned 
(1950) $23.2 

Expenses incurred, if subtracted 
from this figure, produce statutory 
underwriting profit : 


Premiums earned 
(1950) 

Losse S 1m urred 

Loss expense ° ° 
Underwriting expense 
Statutory underwrit 
ing profit 


To this should be added invest 
ment income to arrive at net profit: 
Statutory underwrit 
ing profit 
+-Investment 


; $0.7 
income 


Net Profit 


The surplus as of beginning of 
1950 was 8.0. 
by 2.5 net profit in 1950 or a total 
of 10.5, from which the dividend 
of 1.2 should be deducted, leaving 
a surplus of 9.3 at the end of 1950 

Similar procedure is required for 
1951: 


This was increased 


written 
unearned 
reserve 


Premiums 
-Increase in 
pretnium 


$26.1 


Premiums earned 
-Losses incurred 
Loss expense 
-Underwriting expense 
Statutory underwrit 
ing loss . ‘ 
+Investment income 
Net loss from opera 
tions “ 
Surplus 
1951) 
Dividend 1.2 
Operating Loss 0.3 


(beginning 


Surplus (end of 1951) 


the 
end of 1951 can now be computed 


The policyholders’ surplus at 


Capital $2.0 
Surplus 7.8 
Contingency reserve 1.0 


Policyholders’ surplus 10.8 


\ccording to the 2 for 1 
rule, premiums written should not 
exceed twice the policyholders’ sur 
plus. In this case, policyholders’ 
$10.8 


written 


ratio 


and 
should 
premiums 


surplus is 
premiums 
$21.6. 


maximum 

then he 
Since actually 
1951 were $26.1, it can 
that the 
not able to increase its writings at 
the end of 1951 if the 2 to 1 rule is 
applied 


(Cantir 


written for 


be concluded company is 


jaa 
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(b) 
equally valid for fire insurance com 
panies, due to differences in the rela 
tive amount of 
the catastrophe factor 


The 2 for 1 ratio rule is not 


term business and 


In tire com 
panies, a large proportion of the 
business is written on a three or 
five year basis whereas casualty in 
surarice is 


written on a one year 


basis. Reserve requirements are 
based on the gross written premiums 
and make no allowance for prepaid 
expenses 


PENSION 
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WOODWARD, RYAN, SHARP 
& DAVIS 
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The greater amount of prepaid 
expenses on term 
an apparent depletion of 
Therefore, a 


business creates 
surplus. 
larger policyholders’ 
surplus is necessary when there is 
a larger proportion of term writings. 
To some extent this is offset by 
casualty loss which 
substantial 
ability. 


reserves are 
deferred li 
a finality 
fire and marine losses 


because of 
There is about 
which 
permits more prompt closing of the 
cases while casualty losses incurred 
today may not be payable until far 
in the future. This fact is recognized 
in the requirements for 
casualty companies loss reserves. 


Hist 


statutory 


The fire insurance business is also 
subject to occasional catastrophe 
losses from conflagrations and wind 
storms. These infrequent extremes 
of exceptionally high loss ratio ne 
cessitate the building up of a large 
unassigned surplus so as to be able 
to meet them when they occur. 

On this combination 
a comparable “rule of 
thumb” measure for fire insurance 
company strength should be higher 
than the 2 to 1 rule for casualty 
companies. A 1 to I 
monly used. 


account of 
of factors 


rule Is Cé mm 


(c) The agent’s statement is cor 
rect. The funds from which divi 
dends can be paid may arise from 
two sources-——underwriting profits 
and investment income. However, 
some companies separate these two 
phases of insurance company finance 
and apply underwriting profits to 
surplus for the benefit of policy 
holders, while dividends for stock 
holders are paid only out of invest 
ment income. This company’s in 
vestment income has been stable and 
adequate to meet what appears to 
be a regular dividend. Since the 
underwriting loss is not excessive, 
it seems reasonable to continue the 
dividend and attempt to correct the 
underwriting through other 
measures. 


loss 


The extent of influence of each of 
the italicized the invest 
ment policy of a company may he 
summarized as follows: 

(1) Age of company has a bear 
ing on investments because credit 
is not allowed for prepaid expenses 
and therefore surplus is depleted in 
a new company and in one which is 
rapidly expanding. Their invest 
ments must, therefore, be safe and 


items on 


very liquid, either in cash or high 
grade bonds, and readily available. 
The surplus in a new company is 
likely to be relatively small; there- 
fore, they cannot take chances on any 
investment that is not gilt-edged. 

(2) Nature of business written 
has important effects on investment 
policy. Companies which must pay 
losses in a short period need more 
liquid investments than those which 
pay losses over a longer period ; 
hence, a marine company 
should be more liquid than a cas 
ualty company, and the latter more 
liquid than a life company. 

(3) Volume of business written 
in itself does not materially affect 
investment policy, but a marked in- 
crease in volume would do so be 
the need to finance the 
prepaid expense. A large volume 
of business also implies large re 
verves and size permits greater di 
the investments. 


fire or 


cause of 


versification of 


QUESTION 2. 


It has been suggested that the 
rating structure of automobile bodily 
injury and property damage liability 





DEAN'S NOTE 


This composite set of answers to 
the June 1952 Chartered Property 
Casualty Underwriter examinations 
given by the American Institute for 
Property and Liability Underwriters, 
Inc., has been prepared from the 
papers of the examinees. Editing was 
necessary to assemble each composite 
answer and present it in condensed 
form. However, the content in some 
cases is more complete than was re- 
quired for a high grade and answers 
have been given to all the questions 
even though the candidate had a 
choice. 

It should also be mentioned that 
although these answers have been 
taken from meritorious papers, they 
are not necessarily perfect. Many of 
the questions involved judgment on 
the part of the candidate and no hard 
and fast solution could be required. 
Credit was given for the reasonable- 
ness of the answer and the evidence 
of intelligent application of a candi- 
date's knowledge. 

Candidates are cautioned not to 
rely on this set of questions and an- 
swers as a method of direct prepara- 
tion for the C.P.C.U. examinations. 
They may be useful as a guide to the 
type of questions asked and the con- 
tent of answers desired by the Insti- 
tute, but they cannot be a substitute 
for thorough study and mastery of 
the subject matter of the Institute's 
curriculum. 
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insurance be revised so as to give 
due weight and recognition to each 
of the following : 


1. Vehicle inspection (a distinction 
to be made between state-operated 
inspection and state-appointed or 
approved inspectors ). 

2. Driver training. 

3. Speed laws. 

4. Traffic law enforcement. 

5 


Driver re-examination. 
6. Highway safety engineering. 


(a) Assuming each of the six 
factors could be proved to have an 
influence on losses, which, if any, 
should be applied to a modification 
of (1) the manual rate, and (2) a 
merit rate. Give reasons for your 
answer. 

(b) Recently, a number of insur 
ance commissioners have been em 
phasizing the importance of a re 
study of merit rating of automobile 
liability insurance on private pas 
senger cars. Their principal thought 
seems to be a credit of some kind 
for the drivers who have good rec 
ords. Would allowance for the 
items mentioned above constitute 
a satisfactory substitute for a safe 
driver reward plan? Explain fully 
why or why not. 


Answer 


(a)(1) All of the factors men 
tioned are outside the control of 
the individual risk and would have 
the same effect on all risks within 
the territory where those factors 
existed. Therefore, if the effect of 
each of these factors is to be treated 
separately, they should be applied 
to the manual rating structure. 
However, these factors are now re 
flected in the over-all loss experience 
of any given rating territory. Any 
attempt to measure them separately 
would be subject to considerable 
inaccuracy and substantial cost. 
Moreover, local variations might 
not be coextensive with other terri 
torial factors that are important in 
rate making. Hence segregatin’ 
these factors for manual rate mak 
ing purposes might prove to be im 
practical. 

(2) A merit rate should, theo 
retically, give credit or debit to 
variations in the individual risk 
from the average used in class or 


(Continued on page 138) 
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INSURANCE AND REINSURANCE | 


Effected at 


Cable Address 
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World-wide Facilities zt 


Aircraft 

Casualty 

Chattel Mortgage 
Earthquake 

Errors and Omissions 
Fire: Excess or Primary Reinsurance 

Hand Disablement Replacement (Depreciation) 
Libel Valuable Papers 

Liquor Liability Valued Use and Occupancy 


Write for booklet which describes ail facilities available tc you. 
Rusiness accepted only from Agents, Brokers and Insurance 
Companies. No direct business. 


Telephone 
WeEbster 9-5777 
TWX CG 1849 


Live Stock Mortality 
Malpractice 

Motor Truck Cargo 
Personal Accident 
Public Liability 


inquiries Invited 


STEWART, SMITH (ILLINOIS) Inc. 


BOARD OF TRADE BUILDING «+ i41 W. JACKSON BLVD * 
Principal Offices 
NEW YORK 
HONG KONG 


CHICAGO 4, ILLINOIS 


LONDON 
MONTREAL 


SYDNEY 


TORONTO 
GLASGOW 


CHICAGO 














ZFINVANSNIZA 
 ALIVASWD G2LLINAY | 


a 
g AN 





You don’t have to stand on your head 


to get Admitted Casualty Reinsurance 


UNDERWRITTEN 
IN AMERICA 
BY 
LONDON TRAINED 
UNDERWRITERS 


Agency -Managers Ltd. 
102 Maiden Lane + New York 5, N. Y. 
Digby 4-1752 


















































An imposing record 


The Agents of these Companies share with us pride in the fact that five of the 
Companies under Crum & Forster management are now in their second century. 


THE NORTH RIVER INSURANCE CO. Organized 1822 131 Years 
UNITED STATES FIRE INSURANCE CO Organized 1824 129 Years 
THE BRITISH AMERICA ASSURANCE CO Incorporated 1833 120 Years 
WESTCHESTER FIRE INSURANCE CO Organized 1837 116 Years 
THE WESTERN ASSURANCE COMPANY , Incorporated 1851 102 Years 

598 Years 


OLD COMPANIES LIKE OLD FRIENDS WEAR WELL...Over a span of almost 
six centuries these companies have survived the trials of Peace and War; Prosperity 
and Depression; Inflation and Deflation, and have profited by the experience. They 
have kept faith with Agents and Policyholders— mindful of the trust and confidence 
reposed in them, They are old in years, but young in spirit, and have kept abreast 
of changing times and conditions — always adhering to sound underwriting principles. 
With each passing year, we have an increasing appreciation of the contribution 
which our Agents have made to the good name and reputation of the Companies, 
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WESTCHESTER FIRE INSURANCE CO Organized 1837 ‘SOUTHERN FIRE INSURANCE CO. Durham, N.C Incorporated 1923 
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RECEPTIVE MOOD 


\ CHECKING ACCOUNT is a great 
convenience when it comes to pay- 
ing bills, but it deprives the trans- 
action of a personal association be- 
tween the parties concerned. 
agents pay their bills in person. 
have 


Some 
They 
found that a man is never in 
a more receptive mood than when 
money is coming his way. A visit 
to a man’s place of business under 
such circumstances presents a most 
favorable opportunity to learn how 
he’s doing and what his insurance 
needs might be. 


Ihe Travelers Protection 


GOOD FISHING 


THE 
many 
man, 


PRODUCER in 
ways is not unlike a fisher 
He must be persistent, waiting 
for a good bite; he must be careful 
not to lose his fish while hauling it 
in, and once caught he must examine 
it ic niall to see that it is the kind 
of fish he wishes to keep. 

The smart producer never fishes 
with just one line. He uses several. 
When he has hooked the automobile 
portion of a fish, he strikes again on 
another line and hooks the liability, 
the burglary, the fire, the compensa- 
tion and plate glass. He realizes that 
the more lines he has on a particular 
fish, the less likely he is to lose it. 

The crafty 


INSURANCE 


insurance fisherman 
uses several baits (service, knowl 
dependability, reputation) re- 
alizing that if one fails, another may 
succeed. He knows all 


edge, 


about the 
latest insurance fishing innovations 
(extra expense, profits and business 
interruption) and he is not afraid 
to use them. 

The Yorkshire Group's Tyg 
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GOLFERS' LIABILITY 


DURING THE forthcoming bright 
summer days many a cry of “fore!” 
will be ringing down golf fairways 
all over the country. Your golf- 
playing customers are probably well 
aware of the usual hazards on their 
favorite courses—the water holes 
and the sand but are they 
aware of the legal hazards which can 
score a hole-in-one on their bank ac 
counts ? 


pits 
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SYSTEMATIC ANALYSIS 


Having trouble organizing a pros- 
pect list? Try listing occupations al- 
phabetically: Artist, architect, apoth- 
ecary, banker, bookkeeper, barrister, 
cartoonist, car salesman, candymaker, 
chef, caterer, etc. Then list all the 
people you can find under each cate- 
gory. You'd be surprised how many 
new ideas would result from a system- 
atic analysis of this kind. 
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A GOOD BET 
ALTHOUGH business interruption 
insurance has been the largest pre 
mium producer in the time element 
field of fire insurance coverages, the 
premiums still are but a small frac 
tion of the total fire insurance vol 
ume. This means that 
many prospects and possibilities to 
increase the 


there are 


and 
better pro 


means, 


earnings 
at the same time provide 
tection. If, by any 


agent’s 


you are 
not fully developing the business in 
terruption insurance 
your community, 


good bet. 


potential ot 
you're 
Give it a try 


missing a 
and you'll 
be pleasantly surprised at the re 
sults, 

The Aetna izer 


CAREER GIRLS 


WHEN YOU SELL a male executive 
or an employer accident and health 
coverage, mention the fact that you 
can provide liberal A&H 
for his secretary. Ask his permis 
sion to talk to her about the cover 
Often, you'll find you'll not 
only be permitted to speak to the 
secretary on the job but you'll get 
an employer's recommendation. 


coverage 


age. 


On 
your daily calls in various localities 
in your territory look 
business and _ professional 
You'll find your sales 
time will be well rewarded, for of all 
major accident and health insurance 
markets, the girl 
growing most rapidly 
tively untouched! 


Continental Casualty Co 


around for 


women 
prospec ts 


career market is 


and is rela 


Continental News 


YOUR NAME IS KNOWN 


ONE O| 


THE BES1 prospect 
any salesman can have 
up ot 


lists 
is that made 
and women whose 
commodities he 


the men 
services or buys. 
The average 
count his 
milkman, 
automobile 


Insurance 
butcher, 


man 


grocer, 


can 
barber, 
automobile service man, 
salesman from whom he 
bought his car, 


from whom he 


clothing salesman 


buys clothes for 


himself and his family, and 
more, 
Write out 
who have 
hles 


customer, 


many 


a list of such people 
your in their 


you are 


name cus 
thei 
known to 


isn't one of 


tomer Because 
your 
‘There 
them who doesn’t already carry ot 
doesn't 


namie 1s 


them. probably 


need to carry some form of 
insurance which you want to write 
Undoubtedly other agents have these 
people on their prospect and cus 
tomer lists—why shouldn’t you ? 


Cravens, Dargan & Co. Review 
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Rising Costs—-from page 63 

his increase in charges and more 
extensive use of the auxiliary serv 
ices is felt by the companies in the 
most vulnerable provision of their 
contract—the miscellaneous expense 
provision, Let us examine a few 
of the companies’ forms to see what 
measures have been taken so that 
the maximum benefits will not be 
payable at all times under this pro 
vision. One approach that has been 
used for a few years, but which is 
meeting with more popular approval 
among policy drafters, is the per 
diem aggregate type of miscellan 
eous expense benefit which has been 
adopted from what is most often 
referred to as the “Washburn” type 
of policy. This form of miscella- 
neous expense benefit permits the 
maximum amount of benefit payable 
to merease as the period of hospital 
confinement is extended, A pro 
vision constructed along these lines 
gives the person with a long period 
ol continement a maximum payment. 
If a person is hospitalized for thirty 
days he would be entitled to thirty 
times the daily hospital benefit for 
While for 
a period of hospital confinement of 
five days he would be paid only ten 
times the daily hospital benefit. In 
this day when even fairly serious 
surgical Operations require hospital 


’ f’ : yy, j 
oo “J Oh 


wh. 
y %, 
sneer 


miscellaneous expenses. 
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Ohio Farmers Companies 
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OHIO FARMERS INSURANCE COMPANY - ( havteved 1848 
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confinement of usually not more 
than ten to fourteen days, obviously 
a provision of this type protects 
against payments when 
hospital confinement is of short dura- 
tion, 


excessive 


Coinsurance Feature 


Another insurer introduces a co- 
insurance feature in the miscellan- 
eous provision. This company’s con 
tract indicates that for the first $100 
of expenses incurred for hospital 
extras they will only pay 50%, but 
then 100% of expenses will be paid 
up to the maximum limits sold. 
This type of co-insurance clause may 
serve as a deterrent to the person 
who would plan on being hospital- 
ized for one or two days for an ex- 
tensive series of diagnostic tests 
rather than have these tests per- 
formed in a doctor’s office or clinic. 
We know that most claims for “‘ex- 
tras” do not exceed $100, so that 
for the most part under this pro- 
vision the insured would usually 
only receive 50% of the expenses in- 
curred for the items under the mis- 
cellaneous provision. 

Policies of two other companies 
examined did not include a separate 
provision for miscellaneous expense 
as distinct from the room and board 
payment clause. One company took 
the approach that they would sell 
fixed amounts of $20 to $30 per day. 














LeRoy, Ohio 


These daily benefits would be for the 
room and board and for extra hos 
pital expenses. It is my understand- 
ing that while this contract may 
offer a solution to this phase of our 
medical cost problem, the policy has 
not received favorable acceptance 
by the field force of the company. 

Along the same lines is the orig- 
inal ‘““Washburn” form of contract 
offered without a miscellaneous ex- 
pense provision and applying the 
per diem aggregate technique to all 
hospital expense incurred, which, of 
course, includes room and board and 
extras. This insurer’s form allows 
for two days hospital confinement, 
four times the daily rate and builds 
up proportionately until thirty-five 
times the daily rate is allowed for a 
confinement of thirty days. The 
maximum amount payable as stipu- 
lated for each day of confinement 
takes care of all hospital expenses 
which, of course, includes room and 
board and any supplies or services. 
Companies issuing either of the two 
forms just described, have by one 
means or another combined the room 
and board and the miscellaneous 
provision. 


Optional Provision 


A few companies have drafted 
forms making the miscellaneous ex- 
pense provision optional. One pol- 
icy of this type has the optional pro- 
vision on a specified allocated basis 
while another carrier has an optional 
provision on a specified unallocated 
basis with maximum amounts avail- 
able from five to twenty-five times 
the daily hospital benefit. It does 
seem that a company offering as high 
as twenty-five times the daily hos- 
pital benefit is inviting trouble, par- 
ticularly where this feature is on an 
optional basis and the element of 
anti-selection is introduced, 

Thus the companies in their quest 
for a solution to this problem are 
concentrating their efforts on es- 
tablishing controls over the mis- 
cellaneous expense benefit clause. 
Of course, most companies still ad- 
here to the traditional specified al- 
located and specified unallocated 
benefit provision with ten times the 
daily hospital benefit being the most 
popular in the latter category. 

Recently an interesting rate chart 
of a hospital in the midwest came 
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to my attention. The hospital has 
fixed charges for each day of hos- 
pital confinement. Charges run for 
a semi-private room $25.50 for one 
day service, $50 for two days serv- 
ice and on up to $172 for eight days 
service. After eight days the daily 
charge is $20.50 per day. Surely 
settling a claim under this type of 
policy would be a difficult matter 
as the indicated charges include not 
only room and board and general 
nursing services, but laboratory ex- 
aminations, electrocardiograms, rou- 
tine drugs and dressings, physical 
medicine and several other similar 
auxiliary services. Extra charges 
are made for extraordinary drugs, 
x-ray examinations and anesthesia 
as well as several other special serv- 
ices. The bills from this hospital 
undoubtedly give claim men many 
sleepless nights as they attempt to 
fit them in with the traditional hos- 
pital policy showing distinct provi 
sions for room and board and mis 
cellaneous expenses. There is, of 
course, no noticeable trend on the 
part of the hospitals to adopt this 
form of billing. Unfortunately, the 
swing is in the opposite direction 
towards specific charges for each 
type of service and supply. 


The Surgical Schedule 


\ friend of mine said recently 
that his first thought upon being in 
formed that he must have an opera 
tion was one of fright and at that 
time he could practically feel the 
surgeon’s scalpel. His next concern 
“what would the operation 
and where would the money 
come from?” 


was 
cost 
We, as insurers, can 
do nothing to dispel the pain and 
danger but we can lessen the finan 
cial burden due to the charge made 
for the operation. This, of course, 
serves to bring up for discussion the 
one other clause in the policy which 
has been most affected by the in 
creased cost of medical attention 
the surgical schedule. While prac 
tically all surgical schedules state 
that they will pay the amount which 
is actually charged for the opera 
tion up to the maximum payment 
forth in the schedule, in most 
cases the maximum payment ts made 
on surgical cases 

With companies offering maxi 
mum surgical benefits usually rang 


set 
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WHEN [IT’S 


Wares POLIO hits someone you know, will you be Johnny- 
on-the-spot with CASH (up to $5,000.00) to pay those terrific 
bills for medical and hospital treatment? Or will you have only 
sympathy to offer an uninsured family? 


AMERICAN CASUALTY'S POLIO AND DREAD DISEASE POLICY 
pays up to $5,000.00 per person for each of these sicknesses: 


POLIO; Leukemia; Encephalitis; 


Smallpox; Tetanus; Diphtheria 


and Spinal Meningitis. So much in protection—so little in cost 
... $15.00 a year for a family; $7.50 for individuals. Why not 


write for details today? 


American Casualty 


COMPANY 


READING @®@ PENNSYLVANIA 


Fire Affiliate: American Aviation & General Insurance Company 


ing from SLOG to $300 there is cer 
tainly no attempt under our regular 
policies to cover 100% of the charge 
We are well aware that 
for many of the more serious forms 


tor surgery 


of surgical procedures, the surgeon’s 
charge in 
$500 


many 
to $1.000 


cases runs from 
Chis that 
again the insured becomes a co-in 


While the relatively 


new major medical expense policies 


means 


surer unde 
these extensive surgical procedures 


mav be fully 


reimbursable if no co 
insurance clause is in the policy, it 


would seem that if the premium rate 


is to be kept within bounds on our 
regular policy forms that it 1s ad 
vantageous that the insured remain 
a co-insurer 

The major medical policies with 
minimum deductible provisions of 
$300 to $500 may eventually be one 
of the answers to this problem of 
‘rising medical costs’ which 
to be plaguing our business 


seems 
Who 
can say, though, that with no ceiling 
on the amounts payable for surgical 
operations the companies will not 
find themselves with exorbitant bills 


[Continued on the next page) 


105 





Rising Costs—Continued 


for surgery under these practically 
wide open contracts. In speaking 
with several representatives of com- 
panies offering this type of coverage, 
though, they are happy to report that 
except in a few exceptional cases 
the medical charges have not been 
out of line on their policyholders 
covered under the major medical 
forms. Most of the companies writ- 
ing these experimental forms employ 
at least a $100 deductible provision 
and a 25% coinsurance feature, al- 
though two companies do not have 
any coinsurance clause. This type 
of insurance is still too new for any 


definite conclusions to be drawn. 


Blanket Accident Provision 
The blanket medical expense pro- 
offered by 
in one form or 


vision most companies 


another in connec- 


tion with accident des 


pite 


msurance, 


increased medical expenses, 


seems to show a vood experience 


This provision is undoubtedly the 
most attractive and most all inclu- 
sive medical coverage offered by our 
industry. When the neophyte in the 
business becomes acquainted with 
our blanket accident provision he 
usually inquires as to why we do 
not have the same benefit for sick- 
ness expense. It does seem suicidal 
to attempt to write this form of 
coverage and provide for reimburse- 
ment of first dollar of expenses in- 
curred. However, we do seem to be 
attempting to approach this in of- 
fering the major medical forms. As 
[ have indicated our experience 
under accident blanket medical ap- 
parently continues to be satisfactory 
and it may be that we are entering 
a new era and will be able to offer 
the blanket medical for sickness, al- 
though it does seem that these con- 
tracts may only be offered with size- 
able deductible and co-insurance 
clauses. Only time will provide the 
answer to this. 

This brief review of the steps 
heing taken by the companies, at 


... yet rising prices 

have devaluated insur- 

ance at an alarming rate, 
even policies written a few 
years ago. You can heighten 
your good reputation by 
reviewing your older 
policies against today’s costs. 
Dubuque Fire & Marine—an 
old established multiple line 
company—may be able to help 
you—and welcomes your 
immediate inquiry. 


DUBUQUE, IOWA * 


MULTIPLE 


LINE FACILITIES 


least as far as the drafting of bene- 
fit provisions, gives some idea as 
to what is being done to meet this 
problem of “rising medical costs.” 
It does seem, though, that extensive 
missionary work is necessary among 
hospital administrators and mem- 
bers of the medical profession. We 
must drive home to these people 
that if we are to insure the Amer- 
ican people under private insurance 
plans it is going to call for team 
work and 100% cooperation be- 
tween the hospitals, medical profes- 
sion and the insurance industry. To 
achieve this, no one trade associa- 
tion or group of individuals can be 
expected to do all of the missionary 
work. This is an assignment for 
each and everyone as we must do 
everything possible to convince the 
medical and hospital people that 
their charges must be reasonable for 
the service rendered, or else it is 
not possible for our industry to mar- 
ket coverage at a premium which 
the public will be willing to pay. 
If we are successful, as we should 
be, we know we will continue to be 
able to render good public service 
through private enterprise. 


HOSPITALIZATION BENEFITS 
PROVIDED RETIRED 
EMPLOYEES 


ETIRED EMPLOYEES of the Farm 

Bureau Insurance Companies 
are now receiving free group hos- 
pital expense and surgical benefits 
insurance. Extension of such bene- 
fits to retired employees is an inno- 
vation in the group insurance field, 
according to president Murray D. 
Lincoln who states, “So far as we 
know, no other Ohio company—in 
fact, not more than one or two ir 
the United States 
program.” 


has a_ similar 

The Farm Bureau Insurance plan 
applies also to wives of retired em- 
ployees, the entire cost being borne 
by the companies. “Normally, em- 
ployees are dropped from group 
insurance rolls when they retire,” 
Mr. Lincoln explains. ‘Retirement 
usually comes at an age when it is 
difficult and expensive to get hospital 
and surgical insurance. We feel that 
we can make a real contribution to 
the economic security of our retired 
employees.” 
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‘oor aseares The Path ofa Good Agent 


Services M 


The many important services the competent insurance 
agent performs throughout the term of a policy 
make him more than just a salesman. He is a friendly 
advisor who arranges insurance protection for his 
clients through the companies he represents. 
ai Nie : He Services as Well 
Applying sound underwriting principles, he services 
as Sells 


certain that his clients have adequate protection He Provides Insurance to 
5 ie Meet Individual Needs 
at all times. 


He Surveys and Analyzes 
His Clients’ Needs 


his accounts on the most economical basis . . . being 


Adequate insurance service at the local level via such 
programs as The American Family Protection Plan, is 


aR? , . He Helps Prevent Loss 
the prime function of the more than 10,000 agents who P 


represent The American Insurance Group nation-wide. « tle Helps When Loss Occuzs © 


Another in the series of advertisements high- 
lighting the most important and distinguishing 
qualities that determine a good insurance agent. 


Newark, New Jersey 


The American Insurance Co. ¢ Bankers Indemnity Insurance Co. © The Jersey Fire Underwriters 





Fire Experience 


they tend to tabilize it by their ad 


ditional volume? (2) Is there a sig 
nificant difference in the experience 
of schedule- and class-rated_ risks 
within a class, so that rates may be 
too high for one group and too low 
for the other’ A study should be 
made to secure the answers to these 
questions 
Plan the study shows to be necessary 
should be promptly made 

f. That only losses applicabl loa 
given class, are charged against it: 
It can be flatly stated that assump 
tion f. is not This is 
the principal deficiencies of the Plan 
at present 


met one ol 
\nother way of stating 
this assumption is that all risks are 
independent of each other—that a 
loss in One risk cannot cause or af 
Phat this 
is not true 1s attested to by exposure 
charges in our rate books and by 
the many conflagrations from which 


fect a loss in another one 


hoth customers and companies have 
suffered 

This 
risks has been one of the chief ob 
the 
statistically 


fact of interdependence of 


stacles in way ot setting fire 


rates lire insurance 
rate-makers have handled the prob 
lem in some of its applicative aspects 
theoretical basis 
time. It is 


on a fairly sound 
for sony 
that 
statistics should handle the problem 
properly So far | find no re 


port of any attempt to determine ex 


just as neces 


sary any plan for collecting 


Can 


Cudd & Coan, Yue. 


Nation-Wide Service 
SPARTANBURG, SOUTH CAROLINA 


\ny adjustments to the 


posure charges statistically. But it 
is exactly such determination which 
will point out the answer to the ques- 
tion, “To what class shall be charged 
a loss of a restaurant which was 
started by a fire in a store next door 
which in turn was ignited by a ga- 
rage next to the store?” The damage 
to the garage should be reported in 
the garage class, since it started in 
the garage. The losses to the store 
and restaurant are due not to the ga- 
rage, not to the store, and not to 
the restaurant: they are due to the 
positions of the buildings in relation 
to each other. They are due to the 
interdependence of risks which were 
assumed to be independent. They 
cannot properly be charged to any 
of the occupancy classes involved, 
which are supposed to represent in- 
dependent types of risks. To do so 
violates all statistical principles 


Exposure Data 


Rate-makers, by using exposure 
tables have implicitly recognized this 
fact, but the persons responsible for 
our data-reporting Plan seem to 
The Plan should 
therefore be changed to provide for 
the separate reporting of exposure 
data, both as to losses caused bv ex 
well as of all property 
values at risk in such manner, and 


have missed it 


posure as 


the period for which they are at 
risk. The data should further be 
broken down by all the factors used 
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to apply exposure charges to specific 
risks, for example intervening dis 
tance, construction, occupancy and 
or rates of exposed and exposing 
risks, etc. There will then be pro 
vided the solution to two major 
problems: (1) How to care for ex- 
posure losses, and (2) how to set 
exposure charges statistically. It 
may be mentioned in passing that 
the unit of reporting exposures 
should be any pair of exposing risks. 
If one building is exposed by four 
others, there would be four cards 
for it, one for each exposure rela- 
tion. Each of the four cards would 
count as one of those for the other 
buildings, in the event any of them 
was further exposed. 


The problems mentioned in dis 
cussing assumption a. may be solved 
in an exactly parallel manner. 


g. That differences in construction 
and external factors, are adequately 
cared for by the six divisions used 
for the purpose: That assumption 
g. is met by the Plan seems most 
doubtful. In some jurisdictions at 
least four classes of construction are 
used in applying rates, In all juris- 
dictions, all ten National Board of 
Fire Underwriters classes of towns 
are recognized as valid, although 
sometimes the same rate is used for 
two classes (especially for classes 9 
and 10, which are both considered 
unprotected). If rates are so broken 
down for application, certainly sta 
tistics gathered for the purpose of 
making them should be divided in 
precisely the same way. Since many 
companies’ net line books also make 
such distinctions, and the supervisory 
authorities need to do so if they are 
to make any.pretense of using the 
collected statistical data to measure 
how nearly rates meet their stan 
dards, such a finer breakdown 1s 
needed for three of the four pur 


* And leads some people to believe that 
the problem is insoluble. See Gallegher 
E. F., “Rational Rates for Fire Insur 
ance,” .4merican Management Associa 
tion Insurance Series No. 64, 1946, esp, 
pp. 29-30 

% Such a requirement ranging down to 
1% is common in water damage insur 
ance. The equivalent of a 100% average 
clause is standard practice in ocean mat 
ine insurance everywhere and in_ prac 
tically all property insurance in Europ 
A similar requirement is usual in inland 
marine insurance. 


4And in adjusters’ loss reports fur 
nished the actuarial department of th: 
National Board of Fire Underwriters 
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poses the statistical Plan is supposed 
to serve. 
h. That the 


ince to 


insur- 
substantially the 
for all risks within any class: 
The next assumption is known not 
to be true. 


proportion of 
value 1s 
sane 


But it is not necessary 
to look far for a corrective measure. 
The reason this 
must be that 
and losses are reported. 


why assumption 


made is premiums 
Rather than 
this, value of the insured property, 
amount of 
time 


insurance, the period of 
involved, and the amount of 
incurred during that time, 
should be reported for each risk. 
For policies carrying an average 
clause, an estimate of the value 
tained by dividing its percentage into 
the amount of insurance might be 
suitable. If it be difficult to obtain ac 
curate estimates of total value for all 
insured risks, statistical sampling 
could be used to obtain the desired 
estimates with a minimum of 
\nother possible solution, in the un 
derwriting field, 


losses 


ob- 


cost. 


is to require an av 
cTrage clause on every policy, 
though the percentage be 
ten.” And to maximize accuracy, 
for all reported losses the total value 
of the msured property involved 
should be This is supposed 
to be entered on the standard proof 
of loss form, 
cases it may 
accuracy, it 
available 

1. That losses are related to the 
units of exposure to which they be- 
Until it was required that 
earned premiums and incurred losses 
he reported, this assumption was not 
met. At present it is met only 
roughly, since premiums rather than 
units of exposure 
property and 


even 
as low as 


given. 


so even if in some 
to be checked for 
is information already 


have 


long: 


(values of insured 
amounts of insurance ) 
are reported. The solution has al 
ready been indicated 

}. That the rates 
on all risks in a class: 
tion, an apparently obvious and rea 
sonable Meeting it 
of approxi 
problem can be 


same are used 


This assump 


is not met 
is a problem of degree, 
The 
reduced by 


one, 
mation. much 
substituting amounts at 
risk for premiums in the reporting 
Plan. This would remove the dis 
turbing effects of the differences 
(which have so far statistically 
been shown to be justified) between 
one- and three-year premiums, 
which are presently lumped together 


not 
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ng to chance 
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produce greater sales volume by selling 
thoroughly complete insurance programs to 


all their customers and prospects. 


The Peerless “Simplifier” (for the sale of 


Fidelity and Surety Bonds) and the 
“Organizer” (for the sale of Fire, 


beg att 


Casualty and Bonding protection) leave 


nothing to chance — nothing to 
memory. These two sales-producers 
cover complete insurance program- 
ming so forcefully and logically 
they are sure business builders 
whenever they are used. 
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KEENE, NEW 
It would also remove the 
differences pre 
miums resulting from schedule-rates 
and those from class-rates. 

It would the effects 
of any difference there 
might be in the loss probability of 
sé hedule Nor 
would it effects of in 
cluding in data dis 
tinction the experience of those class 
rated risks to whose 


in reports. 


effects of between 


not remove 


significant 


and class-rated risks 
remove the 
class without 
rate had been 
added charges for major deficiencies 


HAMPSHIRE 


non-standard 
chimneys, these charges 
are part of the tariff-rating system 
but are made in addition to the class 
rates, should be separately 
collected for them and their amounts 
and propriety determined from these 


such aS stovepipes, 


etc Since 


data 


statistics, not by pure judgment 
k. That there are 


risks 


enough separat 
stable 
much 
that 


nm ea h cla A) to produce a 
weradge Last we come to a 
debated point It is a 
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sumed 
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Fire Experience—Continued 


there are enough separate or inde- 
pendent risks in each class to pro- 
duce a significant average. When- 
ever classified fire experience is dis- 
cussed, the point is raised that for 
many occupancy classes there are 
very few premiums and, to make 
things worse, these are further di- 
vided at present among six divisions 
by construction and protection. It 
is generally stated that because of 
this disintegration of data we wind 
up with so little in many categories 
as to be useless for our purposes. 
The real problem is well stated in 
the 1911 Merritt Report: 


“Two objections that are fre- 
quently made to classification in 
fire insurance are, first, that, if the 
classes are made large enough to 
afford a proper average the class will 
he so comprehensive, will embrace 
such a large range, that it will lose 
its practical value; second, that if 
it is made definite enough to be of 
practical value the number of ex- 
amples of the class will be too 
small to yield an average. But these 
objections are not peculiar to fire 
insurance; they are the two ex- 
tremes between which any problem 
in classification must be kept; and 
while they are important they are 
commonplace; they are taken for 
granted.” ® 


The solution to this problem is 
rather simple to state, although it 
involves much work to put into ef- 
fect. We must classify or separate 
our data in all the different ways 
mentioned, but there is nothing to 
prevent us from putting it back to- 
gether again. The statistical device 
of multiple correlation allows us, in 
effect, to divide and recombine our 
data at the same time, deriving most 
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of the advantages of both. In other 
words, suppose we have the raw loss 
and units-at-risk data, and the dif- 
ferent factors (occupancy, protec 
tion, etc.) involved in each case. We 
want to determine how these vari 
ables are related to each other—how 
much of each loss may be related to 
each of the factors, and what the 
loss-causing effects (the proper pure 
premium rate) of various combina 
tions of these factors are. 

We can use statistical correlation 
techniques to do this. This power 
ful tool—correlation—offers the ad 
vantages of: (1) indicating to us 
how much of the variation in hazard 
among risks we have accounted for 
(thereby, if it is much less than 
100%, telling us to look for addi- 
tional factors we have not yet taken 
into account) ; (2) indicating within 
what limits our results are accurate 
(for example, how many cents above 
or below an indicated rate we may 
expect variations due to chance 
alone to occur) ; and (3) indicating 
what the probability or percentage 
chance is that a variation of any 
given size from our average result 
will occur, due to random (as op 
posed to unaccounted for) causes. 


Not All At Once 


This tool has the further advan- 
tage of not requiring that everv- 
thing be done at once. In other 
words, it can be applied to the pres- 
ent data, although the many deficien- 
cies pointed out will materially re- 
duce the accuracy of any results ob 
tained. As further refinements in 
classification are introduced, it can 
he applied to them with increasingly 
improved results. Commitment to 
a vast increase of expense and work 
all at once is not necessary. 

This article does not deal with 
several other problems and possibili- 
ties for progress. One of the pos- 
sibilities is the statistical adjustment 
of the schedules under which most 
mercantile and manufacturing risks 
are rated. There are also some other 
ways in which the classification 
scheme might be materially im- 
proved and its usefulness per dollar 
spent on it significantly increased. 
These will be considered in succeed 
ing articles. 

5 Quoted on p. 138, Classification of 
lire Occupancy Hazards. 
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PIONEER SPIRIT MARKS GROWTH OF 
FIRE AND INLAND MARINE DIVISION 


American-Associated’s New Coverages and 
Expanded Services Pay Off for Producers 


An ever increasing number of the nation’s Producers are being attracted 
by American- Associated Insurance Companies’ bold, imaginative ap- 
proach to Fire and Inland Marine lines. 


The Fire and Inland Marine Divi- 
sion has shown a steady growth 
in facilities and volume since its 
formation in 1944. At that time, 
Vice-President H. G. Kates, a Fire 
Insurance veteran with 25 years’ 
experience, came to St. Louis to 
head the new Division. 


From the start, American-Asso- 
ciated’s policy has been to build a 
firm base for future development of 
the Division through helpful service 
to Producers. 


Pioneer with New Policies 


To help Producers protect their 
clients with coverages previously not 
available to them, in 1945 American- 
Associated introduced a broader form 
Personal Property Floater than had 
formerly been offered. 


American-Associated was also a 
pioneer in introducing an all-risk 
dwelling policy on a nation-wide 
basis. Known as Comprehensive 
Extended Coverage, or C.E.C., it 
extends the protection offered by 
standard Fire and Extended Cover- 
age policies to include loss from 
practically all hazards. 


A pioneering step in the Inland 
Marine field was made at the begin- 
ning of this year with the introduc- 
tion of a unique Scheduled Property 
Floater Policy. It provides in one 
“package” the coverage which pre- 
viously required many endorsements 
to one master policy. 


Dependable, Streamlined Service 


To help Producers provide their 
customers with better service, the 
Fire and Inland Marine Division 
offers quick, smooth handling of 
correspondence and claims through 
twenty-four of the Companies’ 
Branch Offices. 


Also, American-Associated’s broad 
facilities give Producers the oppor- 
tunity to spare their clients needless 
“red tape’’ in settling overlapping 
and multiple claims. This is made 
possible by the wide variety of cover- 
ages offered by the Companies. 


Record of Growth 


That Producers have approved of 
the program undertaken by Ameri- 
can-Associated is proven by the 
steady increase in the number of 
Producers placing Fire and Inland 
Marine business with the Company. 
The Division’s volume of earned 
premiums on residential and _ per- 
sonal property in twenty states and 
the District of Columbia has grown 
steadily during the past five years. 
First quarter gains point to a sub- 
stantial increase this year. 


Offices Enlarged 


As a part of its expansion pro- 
gram, the Head Office Division has 
recently moved to new, larger quar- 
ters; has increased its staff of trained 
personnel to provide even better 
service to the Companies’ Branch 


Offices, 





The House That Was 
Built On a ‘‘Battery” 


American-Associated’s Claims 
Department was baffled last 
year by a Seattle policyholder’s 
claim for reimbursement for 
water seepage in a home built 
on a concrete slab. 


Investigation disclosed that 
two water pipes, one copper 
and the other galvanized iron, 
caused the trouble. Running 
parallel in slightly acid soil 
under the house, they formed, 
in effect, an electric battery. 
One of the pipes had cracked 
due to electrolysis. 


Fortunately for the policy- 
holder, his property was pro- 
tected by a Comprehensive 
Extended Coverage Policy. 











“Much of the credit for the growth 
of the Fire and Inland Marine Divi- 
sion goes to our Producers,” says 
Vice-President Kates. ‘‘ We will con- 
tinue to merit their confidence by 
providing them with top quality 
service and imaginative, profitable 
coverage innovations.” 





AUTOMOBILE CLASSIFICATION PLANS 


MUTUAL INSURANCE Kat 


HE 
| Woe automobile 
classification filing has been approved 
in seven 


Bureau’s new 
more states: 
Michigan, Nebraska, North Dakota, 
South Dakota and Wisconsin, As 
reported in our May issue it had pre 


lowa, Ohio, 


viously been approved in Minnesota 
and Washington. It is still under con 
sideration by the insurance depart 
ments of other 
The new plan provides for 
rather than the present 
classifications for private passenget 
automobile liability and property 


damage insurance it gives 


two midwestern 
states. 


SIX, three, 


Basically 
more credit for presumed respon 
sibility the the driver. 
The first substantial objection to the 
plan was raised in 


on part ot 
Indiana, one of 
the states in which the filing has 
There, Commissionet 
Harry I. Wells has indicated he will 
not give his approval until he 
received 


been made 
has 
satisfactory answers to a 
list of sixteen questions he has pre 
sented to the Bureau 
Robert B 


Commissioner 
Taylor of Oregon has also 
asked the Bureau for more informa 
tion. In his state, where prior ap 
proval is required before the plan 
can be used, he has technically dis 
the rates \ plan 
similar in effect to that of the Mu 
tual 


approved new 


Insurance has 
heen independently put into opera 
tion in the 


Mutual 


pany 


rhe 


Bureau’s 


Rating Bureau 


California by 


Liability 


\merican 


Insurance Com 


Mutual) Insuranec 
six-month 


Rating 
automobile hi 
ability policy has been introduced in 
twenty-six May i. 
Arkansas, 
Delaware, D. of C 


(jeorek 
COrgla, 


states effective 
These states are 
Connecticut, 


Ilorida, 


\rizona, 


Indiana, Ken 


Service Beyond 
the Contract 
a 
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tucky, Maine, Michigan, Mississippi, 
Nebraska, Nevada, New Hamp- 
shire, New Mexico, New York, 
North Dakota, Oklahoma, Oregon, 
South Carolina, South Dakota, Utah, 
Vermont, 
and 


Washington, Wisconsin, 
The which 
calls for a premium 50% of the an 
nual charge was recently approved 
in New York. Action on the policy 
is pending in a number of other 
states. 

On May 1 the Liberty Mutual 
Insurance Company adopted a dou 
hle-edged program in Missouri to 
reduce automobile 


W yoming. form 


insurance costs 
for careful drivers and revise rates 
on a basis of use of the car. It does 
not apply to commercial vehicles or 
passenger cars operated under the 
fleet system. 

A progressive merit rating system 
reduces bodily injury and property 
damage rates one percent for each 
accident-free year and increases such 
rates five percent for each accident 
charged to the automobile for the 
experience period. Accident-free 
drivers who have been with the com 
pany for one or more years receive 
retroactive credits, initially, for each 
past year up to a maximum of five 
years, 

Under the second phase of the 
plan, rates and classifications have 
been revised as follows: (1) For 
cars not used for business purposes 
nor operated by drivers under 25 
years of age and where annual mile 
age is not over 7,500 miles and there 
are not more than two operators, 
a rate reduction of 21%; (2) for 
cars operated by drivers under 25 
who the 
25%) of the annual 
for 


neither own 
automobile over 


mileage, 


nor operate 


and married owners 
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under 25 who have one or more 
children, a rate reduction of 9%; 
(3) for cars owned or operated 
over 25% of the annual mileage by 
persons under 25 who are married 
but without children, a 9% rate in- 
crease; (4) for cars owned or op- 
erated over 25% of the annual mile- 
age by unmarried persons under 25, 
a 30% rate increase. 

For collision the de 
creases and increases are somewhat 
greater than those listed for bodily 
injury and property damage liabil- 
itv 


coverages, 


insurance. 


FOUR FACTORS 


“HE PROPERTY INSURANCE indus- 
f | try should put a crew of “full- 
time public relations merchandisers” 
into the field to interpret the indus- 
try to the public, according to Ken- 
neth J. Bidwell, Assistant U. S. Man- 
ager The London Assurance. 
Speaking before the Ohio Fire Un- 
derwriters Association, Mr. Bidwell 
emphasized that if the public rela- 
tions job for property insurance is 
worth doing, it is worth doing well. 
It is worth having trained, profes- 
sional pgblic relations people out in 
the field where they can work full- 
time on the job of getting the story 
across to editors, educators, business- 
men in other fields and the thought 
leaders in major communities. 

He outlined “four simple facts” 


of 


that have to be faced by insurance 
people before they can expect to 
enjoy better press relations: (1) 
“The quality of judgment where in 
surance news is concerned may not 
always be to our liking but we have 
no more right to tell an editor how 
to run his business than we have to 
tell the captain of a ship how to 
handle his vessel;” (2) “Editors 
are not particularly interested in the 
insurance business”; (3) “For the 
past thirty or forty vears we seem 
to have deliberately gone out of our 
way to emphasize the wrong features 
of our business. Instead of stressing 
the economy and efficiency with 
which we operate, we have concen 
trated on the story of fire prevention 
and accident prevention.”” and (4) 
“Public relations for insurance will 
not be on a sound footing until it 
is accepted as a local responsibility, 
community by community, the length 
and breadth of the country.” 
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Larger Losses——from page |9 

to have to pay an adequate price for 
reinsurance, that claim costs on 
cases both serious and minor are 
not going to decline rapidly if at all, 
and that the frequency and the se- 
verity of accidents are also not going 
to decline rapidly if at all. 


Not Hopeless 


This does not, I believe, mean 
that the primary carriers are con 
fronted with 
Difficult, 


There 


a hopeless situation. 
but 


yes, hopeless, no. 
feel, certain lines of 
attack which, if pursued intelligently 
and energetically, hold forth con- 
siderable hope for improvement. 

1. The determination of manual 


rates and rating plans constitutes 


are, | 


the primary theatre of combat. Cer- 
tainly the situation will be bettered 
considerably on the day when rates 
for the various branches of bodily 
injury liability business are both 
adequate and reasonable. It is not 
enough that this should be true 
countrywide. It is essential that 
the rate system shall be not only ade- 
quate and reasonable for the nation 
as a whole but also that it shall be 
a closely fitting garment, doing jus- 
tice to each branch of the business, 
each classification, each territory 
and, for that matter, each policy 
limit bracket. Incidentally, there is 
excellent reason to believe that ex- 
cess limits experience in and about 
the larger cities of both coasts is 
worse than it is in the interior of 
the country, and this presumed fact, 
if it is borne out by study of the ex- 
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perience, should be reflected in the 
excess limits tables. Admitting that 
perfection in the rating system is 
unattainable, no stone should be 
left unturned in a serious endeavor 
to achieve a rating system as nearly 
equitable as is humanly possible. 
The business of each primary writer 
varies as to branch, class, and terri 
tory. Any mere over-all test as to 
reasonableness and adequacy may 
well put certain carriers in the po- 
sition of collecting excessive rates 
while others are “holding the bag” 
with an inadequate rate level. It is, 
of course, also essential that on the 
larger assured reasonable recogni 
tion be given to risk experience. 

2. Assuming a rating system which 
fits the hazard pattern of the various 
classes and territories closely, there 
remains to the individual company 
a rather restricted remedy in the 
way of avoidance of hazardous 
classes or risks through underwrit 
ing selection. However, it is obvious 
that on certain classes of risks, such 
as private passenger automobiles, 
the scope of this selection is con- 
siderably limited, and there is a po- 
tential danger to the private insur- 
ance industry if risks of good moral 
hazard in any class cannot obtain 
insurance. Underwriting selection 
therefore cannot provide a complete 
solution to this problem, and_ the 
development of a sound rating sys- 
tem remains the primary theatre of 
combat. 

3. It is obvious that I am not at- 
tempting to draw too fine a line be- 
tween the larger losses and _ the 
ones. Coming back, how- 
ever, to the larger ones more spe- 
cifically, the matter of claims hand- 
ling looms as of paramount impor- 
tance. I believe there is no doubt 
that in the liability industry as a 
whole the larger claims have cost 
considerably more than was neces- 
sary during the past few years. 
Viewing this situation from the van- 
tage point of a reinsurance man, it 
seems to me that the main causes 
of this failure to settle cases on 
somewhere near the optimum figure 
are the following: 

(a) Lack of thorough investigation 
immediately following the accident 
(b) Failure to take immediate. steps 
to settle the case amicably at a rea 
sonable price. 

(c) Unrealistic appraisal of 
value of the case. 


smaller 


the 
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Hindsight is always better than 
loresight in the matter of claims 
It is quite possible to throw away 
money by being too free with it, but 
it is equally possible to waste money 
by being too tight. Inadequate in 
vestigation coupled with a policy of 
inaction is probably the most expen 
sive program of all. 1 am sure that 
the majority of companies are doing 
much better with their serious claims 
than they were a 
short time ago. It 


prising, 


comparatively 
would be sur 
however, if considerable 
room for improvement 


still exist 


does not 


+. Efforts to minimize the number 
and severity of accidents constitute 
one of the major aspects of this 
problem. On the larger risks much 
can be accomplished in this regard, 
but it is obvious that not too much 
can be done on small risks at the 
individual company level. 

5. The price paid for reinsurance is 
an important element of this prob- 
lem. What can be done here must, 
however, be accomplished within the 
scope of the principle that over a 
period whatever is paid to the rein 
surer must be sufficient to provide 
him with enough to pay his losses 
and expenses, plus a 
profit. The problem boils down to 
what is a fair price, which, particu 
larly when dealing with a= small 
reinsurance account, has to be de 
termined by trial error. This 
process works the best when there 


reasonable 


and 


is good will on both sides and mutual 
confidence. An important item = in 
dealing with reinsurance is the level 
at which the 
pitches its retention 


primary company 
This should 
he at a point where the reinsured 
has the protection it needs and the 
reinsurer’s revenue is not too thin, 
but not at a point so low that the 
primary company is swapping dol 
with the reinsurer on 
which the reinsured 
in its stride. 


lars 


losses 
could absorb 
The determination of 
an appropriate retention must, of 
course, vary according to the pre 
mium volume and the financial struc 
ture of the treaty company 


Group Action 


In approaching this problem of 
the larger losses, it 
that the 
solution 


seems to me 
possibilities of a happy 
might be improved con 
siderably by regional group action 
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Such action is practicable only where 


the members of the group have 


common interests of sufficient im 


portance natural 


and proper desire of each company 


to outweigh the 


to go its own way 


Group action among = insurance 


history of 
However, these 


companies has a_ long 


SUCCESS exaraples 


of successful group action have 


been characterized by mutual con 
unde 
writing standards and methods of 
the 


Some 


fidence, reasonably similar 


doing business, and 
for the 


pre Iblem Or 


necessity 
solution of 
problems, such as_ the 


one we are discussing 


comMmMor 


Chere are certain ways in which 
taken to 
advantage in dealing with this prob 


lem of the larger losses 


group action might be 


1. Certainly regional group action 
might help in dealing with the prob 
This would 
involve the compilation of the ex 


ind the 


lem of the rating system 
perience of one stud 
of this e 
with that 


gional experience is es 


region 
K perience nm conjunction 
oures Xe 


in «le 


from other 
ential 
termining the local rate level and 


] 


the specific rates tor classe where 


lox illy 


needed 1 


there 1s ample eX. 


Sure 


Countrywide « 


KDpericnce 





determine the Classes 
having only a narrow local exposure 
These studies would be directed to 
the perfectly legitimate end_ that 
the rating system should fit as nearly 
the 
written by com- 
In commending this idea, 


relativity ot 


as possible to experience on 
kinds of 


panies 


business 
which is not original with me or 
even novel, | 
ing to reflect 
individual or 


do so without mean 


adversely upon any 
organization which 
has hitherto dealt or is now dealing 
with the problem of The 
officials of the National Bureau are 
capable men of the highest integ 
rity. They handled 
tough job well. Rather | 
the outline of 
needs to be achieved in each impor 
tant this 
matter of rate making for the good 


rates 


have a mighty 
im sketch 


ing what | 


beheve 


area of our country in 
not only of the companies in that 
section, but for the ultimate good of 
private insurance as a 
the end that matters 


whole It is 
- not the specihic 
means or instruments of its achieve 
ment 
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As warm weather approaches, boat 
owners will start sprucing up their boats 
preparatory to getting them into the 
water. Now is the time actively to solicit 


this class. Ask for our new folder. 
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2; in 


the matter of handling the 
more difficult claims it seems to me 
that group action might be useful 
in the way of a continuing exchange 
of information as to techniques in 
claims handling and as to the claims 
situations arising under various 
types of cover and in various juris 
dictions. 

3. Similarly, in the field of accident 
prevention a continuing interchange 
of ideas might be useful. 

Just how far group action might 
profitably go in dealing with some 
of these matters can only be deter 
mined by practical test. Perhaps a 
common staff to handle the more 
dangerous liability claims would be 
desirable. Perhaps it might be use 
ful for a group of companies to sup 
port a common highway patrol to 
determine which drivers are causing 
these accidents which cost not merely 
so many dollars but so much human 
life and happiness. Who can tell 
without trying these things on for 
size ? 

4. It is not unlikely that the han- 
dling of the reinsurance problem 
could be improved through group 
action. The experience of a group 
of companies would certainly be 
more stable and provide a_ better 
rating basis for a reinsurance con 
tract than does the experience of an 
individual company. There is also 
the possibility that the group could 
act to the advantage of its members 
in other ways in this matter of rein 
surance. In this connection T should 
point out that in spite of possible 
improvements in the fit of the rates, 
rating plans, and excess limits 
tables it is still likely that the excess 
loss experience of individual com 
panies will vary to such an extent 
that some recognition of this vari 
ance will have to be reflected in ap 
portioning the cost of reinsurance 

T present these thoughts with no 
idea that T have outlined an easy 
or complete solution to this prob 
lem, which is bound to require 
earnest study and untiring efforts 
for many years to come. T shall be 
glad indeed if IT have made even a 
small contribution to the thinking 
on this fundamental subject. 

Mr. Greene, who has retired as 
vice president of General Reinsur. 
ance, has opened offices at 110 
Fulton Street, New York City, as 
a reinsurance advisor and inter 
mediary 


CANADIAN EXPERIENCE 


IRE PREMIUMS written in Canada 
Decca 3'%4% or nearly $5,- 
000,000 in 1952 to reach $150,700, 
000 for federal-licensed carriers. 
The loss ratio for fire companies 
was somewhat higher at 46.9% due 
to an increasing frequency of fires 
but the line was still profitable. 
Casualty premiums increased al 
most 15% with little change in the 
over-all loss ratio which averaged 
55.1% for the year. However, the 
experience on automobile lines im 
proved somewhat with the ratio of 
losses incurred to premiums earned 
down 2.3 points to 62.7% 


AUTO COMMISSIONS 
IN CANADA 


ANADIAN AGENTS plan to chal 
_preens the legality of a reduction 
in automobile insurance commis 
sions On private passenger cars to 
15% as a violation of the anti-com 
law. The previous scale was 
20% except for Quebec where the 
rate was 17.4%. 
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OME OFFICE AND 
FIELD APPOINTMENTS 


Aetna (Fire) Group: George Ek. Hamilton 
has joined the San Francisco office as 
marine superintendent; and Gabriel J 
Koury appointed — casualty department 
special agent at Kansas City, Mo 


America Fore Group: |). Hugh Hunter, 
111, CPCU, has been promoted from ‘Texas 
special agent to home office agency super 
intendent to assist’ secretary Nicholas 
Dekker; and Joseph H. Nixon appointed 
engineering department special agent at 
Albany, N. Y. 


American-Associated Cos.: At the home 
office, vice president James R. Hughes has 
been assigned technical & administrative 
duties, and is replaced as head of the New 
York office, by assistant vice president 
Matthew 8. Dunne; and Robert N. Lawson 
appointed superintendent of the claims 
department's fire & inland marine division 


American Farmers Mutual (Ill.): Luther 
L. Lumpkin has been appointed produc 
tion manager, succeeding R. W. Richert 
who in turn replaces Mr. Lumpkin as 
Illinois state manager 


American Insurance 
agents appointed are: Howard 1 
(Toledo, Ohio), Preston E 
(Atlanta, Ga.) and Warren R 
ern Indiana) 


Group: Special 
Dobbs 
Gibson, J) 


Bess (north 


American Mutual Liability: Roland 41 
Hillas, Jr. has been appointed district 
manager of the Detroit sales department 
and is succeeded at Hartford as south 
western regional sales manager, by Edward 
H. Burtt, formerly regional sales represent 
ative at Boston 


American Oil Co.: Phillips T. Harig has 
been appointed manager of the insurance 
department, succeeding the late AK. § 
Kurtz 


American Surety: Ihe Chicago office has 
been relocated at 223 West Jackson 
Boulevard 


Combined Insurance of America: ! 1 
Fernitz has been promoted from chief 
underwriter to manager of the home 
office underwriting department 


Employers Mutuals of Wausau: Merl: 
M. Parker, manager of the burglary & 
plate glass division, has been appointed 
additional duties as manager of the fidelity 
division, succeeding the late Val White 


Frederick R. Hill 
Newark 


Eureka Casualty: 
has been appointed manager at 
N 
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Greene, W. W.: \ Fellow of the Society 
of Actuaries, and past president of the 
Casualty Actuarial Society, this reinsurance 
advisor and intermediary 
offices in New York City 


has established 


Hamlin & Co.: Ihe offices of this New 
York City insurance brokerage firm have 
been relocated at 52 Broadway 


Hartford Accident: Munterich 
formerly a Manhattan Casualty Co. act 
uary, has been appointed statistician; and 
John D. Cavanah, tormerly at San Fran 
cisco, named special agent at Fresno, Calif 
succeeding William M. Eversz, transterred 
to Great Falls, Mont 


Ge or ge 


The Albany, N. Y. office of this company 
and its parent organization, the Hartford 
Fire Insurance Co., has been relocated at 
321 Central Avenue—-Warren A. Wilson 
is manager for the Hartford Accident, and 
irthur H. Stevens special agent in charge 
for Hartford Fire 


Hartford Steam Boiler inspection and 
Insurance: Alfred G. Jeter, formerly editor 
of this company’s publication ‘The Loco 
motive, has been appointed manager of 
the Hartford branch; and Norman R 
Davis, formerly at Boston, appointed as 
sistant manager at New York 


Inland Empire Insurance: Dean Corbridge 
has been appointed manager in charge 
of Boise, Idaho field & claims operations 


Johnson & Higgins of Pa.: For this firm 
of insurance brokers & average adjusters, 
N.S. Riviere, Jr., formerly of N.S. Riviere 
* Co., and Ben Collins have been elected 
vice presidents, with headquarters in Pitts 
burgh’s Gulf Building 


Johnson Claims Service, Inc., M. M.: 
For this Indiana firm of insurance adjust 
ers, John H. Cleland has been appointed 
manager of the newly established 
in Angola's Beatty Building 

Manager Byron R. Geller has been trans 
ferred to the Muncie office, and is replaced 
at Richmond, by David F. Huitema, tor 
merly at Fort Wayne 


othice 


Liberty Mutual: Kecent home otnce ap 
pointments are: vice presidents: admin 
istrative—Bryan FE. Smith, and financial 
G. Frank Smith; treasurer—Frank L. Far 
well; assistant general claims manager 
Alvin C. Tyson; in the financial depart 
ment: assistant comptrollers—F. Lester 
Sprague, S. Gilbert Tattersall and David 
Philip, and auditor of disbursements 
Winifred F. Mernin 


London Assurance: for this 
and the = affliated Manhattan 
Marine, Sanford §. Lawrence 
the Ohio 
appointed 
Ohio 


company 
Fire & 
, formerly of 
Bureau, has 
agent at 


Inspection 
special 


been 
Columbus 


Manning & Sons, T. A.: This Dallas firm 
has assumed management of the ‘Texas 
activiuies of three additional companies, 
directing: the fire & allied lines operations 
for Guardian Underwriters of the South 
Carolina Insurance Co. and the South 
western Underwriters Department of the 
Halifax Insurance Co., and 
on crops tor the Baloise Insurance Co 
Edward Wright, formerly a National 
Union Fire state agent, has been assigned 
supervisory and production duties 


hail insurance 


Marsh & McLennan, Inc.: [his organiza 
tion has absorbed by merger the New 
York City brokerage firm of Stewart, 
Hencken & Will, Inc. Under the name 
of Marsh & McLennan, all ofheers and 
personnel of the absorbed firm (with HW 
B. Connett and Albert F. Howard as vice 
presidents, and William A. Bours, senior 
account executive) have been relocated at 
the Pine Street office. The Knickerbocker 
Agency, operated by Stewart, Hencken & 
Will, Inc. as manager for the Prudential 
of America, is not included in this cde 
velopment 

Recent chanyes affecting the following 
vice presidents are: F. V. Rudd transfer 
ed to Los Angeles as manager, with F. M 
Hughes as associate manager; R. 7. John 
stone succeeds Mr. Rudd as Detroit manag 
er, with P. £. Glossop as associate manager 

W. S. Rountree, formerly of the Insur 
ance Audit & Inspection Co., has 
appointed account executive at 
apolis 


been 
Indian 


Merrimack Mutual: For this company 
and the affiliated Cambridge Mutual Fire 
Carter 8S. Hass has been appointed special 
agent for Virginia and North Carolina 
with headquarters at Greensboro 


National Accident & Health: / /t 
Kelley, returned from military duty, has 
been appointed agency secretary 


National Union Cos.: At the home office 
J. P. Hoppa has been appointed western 
department agency superintendent, and 
§. A. Reid named manager of the broker 
age & general cover department 
Respectively, E. Ragland Dobbins and 
Charles R. Silhavy have been appointed 
managers at Atlanta, Ga. and Washington 
D. ¢ with Richard V. Moore (inland 
marine) and Earl M. Cole named special 
Cantinuad an the next 


| paae 
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Field Appointments 


agents at Cleveland 
Va 

The Sioux Falls office 
ed to Aberdeen, § 
Slater Building 
othice relocated at 


Ohio and Richmond, 


has been transterr 
Dak McDiarmid 
and the St. Louis, Mo 
4910 Lindell Boulevard 


New Hampshire Fire: Miss Elinor Dodge 


has been elected an assistant treasurer 


Northern Assurance Group: / /iomas | 
Woodley, formerly of the Home Insurance 
Co, (N. Y.), has been appointed superin 
tendent of the newly Pacific 
Coast iutomobile cde 


established 
inland marine & 
partment 
Northwestern Mutual Fire: Jester W 
Duggan, Jr. has been appointed to head 
the newly established St claim 
office (4243 Sulphur Ave that 
city and its and 
Illinois area 


Louis 
serving 


surrounding Missouri 


Paige & Co. Inc., John C.: Hlected ofhicers 
of this New York City insurance broker 
age firm are: chairman of the board & 
chief othcer-—Walter Beineckhe; 
vice chairman—-Leonard Dammann; chair 
Gerald 
Hatch; 


treasure! 


CXECULIVE 


man of the executive committee 
Henderson; president—-Waldo M 
executive vice president 
Oscar P. Wennstroem; vice president & 
secretary— Franklin Marcell; and vice pres 
ident kdward Koechlein 


Lightfoot 
agent if 


Pearl-American Group: /. It 
has been appointed special 
Charleston, W. Va 


Providence Washington: frank S. Bur 
rows has been appointed assistant general 
manager of the New York division office 
and is succeeded as inland marine depart 
ment manager, by Arthur J. Schneider 
Rosenbush Claims Service, H. F.: Ccle 
brating its 25th anniversary, this long 
Texas firm of insurance 
adjusters has been relocated in its new 
building at 1412 Lamar Avenue, Houston 


time-popular 


= 
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MULTIPLE LINE FACILITIES 


Fire « Fidelity & Surety 


Burglary « Plate Glass 
Workmen's Compensation 
Automobile « Misc. General Liability 


Allied Lines 





THE OLDEST INSURANCE 
COMPANY IN THE WORLD 


SS FIFTH AVS:, NEW YORK 











Rural Mutual Casualty: James V. Motl 
has been appointed assistant manager of 
this company 


St. Paul Cos.: Special agents appointed 
are: Gordon M. Earhuff (Birmingham, 
Ala.), Richard E. Knox (lowa) and Murl 
J]. Herod (Oklahoma City, Okla.). 


Security-Connecticut Cos.: Charles G 
Bennett has been appointed state agent 
for northern Ohio, with headquarters in 
Cleveland's Hanna Building 


Standard Accident: For this company 
and the affiliated Planet Insurance Co., 
Martin O,. Updegraff, formerly a home 
office claim examiner, has been appointed 
claim manager at Dallas; with Roy EF 
Currte, Jr., formerly of Shreveport’s Mc 
Culley-Vinson Co., as claim representative 


Spradlin, Inc., Milton M.: George H. 
Brussel has joined this Tampa, Fla. firm 
of managing general agents as vice pres 
ident and secretary 


Travelers: In the branch office administra- 
tion department, appointed are: assistant 
othce managers—J. J. Young (New Or 
leans) and J. E. Brooks (San Francisco); 
senior field underwriter (casualty)—F. L. 
Magee (Hartford); and administrative as- 
sistant——-Miss Plessa Osborne (Halifax, 
Can.); transferred: assistant office managers 

14. R. Richardson and W. B. Ashworth 

Hartford, and replaced respectively 

Houston, by W. J. Caughey and L. H 


ASSETS 
Bonds 
Stocks 
Cash in Banks and Offices 
’ Agents’ Balances (Not over 90 days) 
F.H.A. Mortgages 
Home Othce 
Accrued Interest and Misc. Funds 
Total Admitted Assets 


Claims Reserve 
Unearned Premiums 
Commissions 
Tax Reserves 
Miscellaneous Reserves 
Voluntary Reserve $ 
Capital 
Surplus 
Surplus to Policyholders 
Total Liabilities 


eR REE SEES ESSE HHESEEHEHEHSHESHEEEHESSSHSESSHEBESE SEH EEHEES 


RESERVES AND SURPLUS 


406,464.34 
1,000,000.00 
1,250,000.00 


ANCHOR CASUALTY COMPANY - SAINT 


New Orleans and 
succeeds F. N 


Peterson, formerly at 
St. Paul. Mr. Ashworth 
Crane, retired. 

In the fire & marine lines, appointed 
are: managers—Gerald J. Rice (Manches 
ter, N. H. and Portland, Me., replacing 
Lawrence J. Winston, assigned new duties 
at Boston) and James Logan (Syracuse, 
succeeding Preston D. Fogg, retired); as 
sistant manager—Donald H. Garlock (Co 
lumbus, Ohio); and field supervisors 
Kenneth W. Soule (Syracuse), Keith D 
Tibbets (Los Angeles) and Clifford D 
Heston (Seattle). 

In the casualty, fidelity & surety lines, 
appointed are: assistant managers—Wilbur 
J. Trueman (Toronto) and Edwin P. D 
Spence (fidelity & surety, Kansas City, 
Mo.); field supervisors—John R. Pyle 
(Albany), Andrew J. Orr (Portland, Me.), 
J. Burns Smith (Dallas), Edward L. Norris 
(Seattle), John W. Klap (Grand Rapids) 
and William G. Carter (New York City) 
Iransferred: assistant managers—Raymond 
Johnston (Kansas City to Grand Rapids), 
Eleston K. Smith (Grand Rapids to De 
troit), Thomas FE. Wilson (Detroit to Bos- 
ton), Gould A. Hurlbutt (Boston to 
Atlanta) and Lyle C. Spring (St. Louis to 
Houston); field supervisors—John H. 
Hanks, fidelity & surety (New York City 
to San Francisco) and the headquarters of 
Roger A. Roy, casualty, fire & marine 
(Montreal to Quebec, Can.) 


United Pacific: At Los Angeles, claims 
manager E. L. H. Carmichael (transferred 
from Spokane) replaces F. S$. Green (re 
signed) in the supervision of southern Cal 
ifornia; and Edward R. Selberg, formerly 
underwriting supervisor at the metropol- 
itan office, appointed assistant manager 
at Wilshire, replacing manager Fred M. 
Ginder who resigned to join Los Angeles’ 
Robert F. Boyd agency. 


Woodmen Accident Cos.: Dale EF. Eibeck, 
formerly Hlinois field supervisor, has been 
appointed agency manager for south 
western Iowa; and Carroll Verhelst, tor 
merly assistant agency manager at Wis 
consin, appointed home office assistant 
superintendent of agencies 


.730,116.24 
,677,052.33 
, 146,846. 22 
,155,370.52 
41,598.64 
99,828.75 
164,815.31 
2,005,628.01 


935,702.74 
3,942,440.76 
17,478.47 
239,575.88 
213,965.82 


jeseeeeeeeeseeeeseeeeeeeeeeeee 


—— ~ 
BAN t Gio OR 
Gasman? Coen? 


.656,464.34 AUCH UI > CONCICKEOIDD 


,005,628.01 


PAUL + MINNESOTA: 
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ASSOCIATION NOTES 


Arkansas Inspection and Rating Bureau: 
Frank W. Franzen (vice president, Fire 
men’s Insurance Co. of Newark) has been 
elected chairman of the executive com 
mittee; and W. Ross McCain Jr. (Phoenix 
of Hartford) appointed chairman of the 
advisory committee, with Thomas H. 
Bramhall (Aetna Fire) as vice chairman 


Associated Aviation Underwriters: A 
major change in its aviation accident 
coverage has been announced by this or 
ganization, with policies being written on 
a world-wide basis at the old domestic 
rate of 85¢ per $1,000. This results in a 
rate reduction of approximately 30% for 
individuals normally purchasing the in- 
ternational coverage and provides, at no 
additional cost, greatly extended coverage 
tor those normally buying only the domes 
tic policy 

Also announced is a new type of cover 
age providing not only death but dismem 
berment coverage in respect to accidents 
occurring on any common carrier world 
wide at the rate of $1 per thousand per 
yea! 


Association of Casualty & Surety Cos.: 
Ihe Hudson Insurance Co., New York, 
the Prudential Insurance Co. of Great 
Britain, and the Skandia Insurance Co., 
Sweden, have been elected to membership 
the total of which is an all-time high of 
115 companies 


Del.-Md.-D.C. Insurance Field Club: 
Under the recently adopted revised con 
stitution and by-laws, membership, pre 
viously limited to stock fire insurance 
feldmen, has been extended and may now 
include multiple line and casualty field 
men. 
General Adjustment Bureau: For the 
eastern department, Lawrence A. Huber 
and John A. Gehrig, tormerly senior ad 
justers, have been appointed casualty staft 
consultants at Washington, D. C. and 
Hartford, Conn., respectively 1 I 
Strehler, until now, general adjuster at 
Albany, appointed fire division manager; 
and Russell G. Perkins, formerly adjuster 
in charge of special accounts, named gen 
eral adjuster at New York. 

R. L. Blanks, Jr., formerly 
juster at Meridian, Miss 


ap 


senior 


has been 


pointed adjuster-in-charge of the newly 
established Gadsden, Ala. office at 104 
Broad St. serving Cherokee, DeKalb, 
Etowah and southern Marshal Counties 


Health & Accident Undrs. Conference: 
Recent advancements are: John P. Hanna 
from associate managing director fo man 
aging director, succeeding C. O. Pauley, 
resigned; Roy A. MacDonald, assistant di 
rector of group & underwriting to director 
of company relations; James R. Williams, 
assistant director to director of public re 
lations; and Robert H. Rydman trom as 
sistant general counsel fo associate general 
counsel 


Companies elected to 
Cathohe Knights of 
panion Life, Detroit 
National Life, and 
ance Total 


companies 


membership 
Wisconsin, Com 
Mutual, Nebraska 
Transportation Insur 
membership is now 201 


W. G. Curtis, retired president of the 
National Casualty, been named the 
sixth honorary member of this organiza 
tion 


has 


Insurance Accountants Ass'n of Phila.: 
Newly elected officers are President 

John F. Marron (American Casualty) 
vice president—W. J. MacDonald (Cen 
tury Indemnity); and secretary-treasuret 

1. J. McGinnis (Royal Indemnity) 


Insurance Executives Association: //. ( 
Connick, U. S. manager for the Royal 
Liverpool Group, has been elected chair 
man, succeeding john R. Cooney, presi 
dent of the Loyalty Group; and 4. B. Jack 
son, president of the St. Paul Fire & 
Marine, named vice chairman 


Insurance Federation of Pennsylvania: 
Elected officers are: president—Herbert P 
Stellwagen; first vice president—Malcolm 
fdam; vice presidents—Frank D 
Samuel J. Carr, William B. Corey, Stanley 
Cowman, Theodore A. Engstrom, H. H 
Gilkyson, Jr., William M. Guthrie, Ed 
ward A. Logue and J. Maxwell Smith; 
treasurer—Samuel J. Carr; secretary-man 
ager & general counsel—Homer W 
Teame T, and assistant secretary x office 
manager—Mary H. Fireng 
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Buser, 


155 Montgomery St 
1122 Wilshire BI 


Nat'l Association of Insurance Agents: 
Joseph A. Neumann has been named 
chairman of a special five-man committec 
studying the automobile insurance prob 
lem 


Nat'l Bureau of Casualty Underwriters: 
William O. Bailey, CPCU, tormerly 
sistant to the secretary, has been appointed 
assistant secretary 


as 


New York University: Formed primarily 
to promote support of accident prevention 
groups & agencies, elected oflicers of this 
University’s newly-organized Safety Center 
\lumni are: president-—-Donald C. Why 
tock (satety engineer Atlantic Mutual 
Insurance); president—-John Singer 
(safety department, Marsh & McLennan 
Inc.); secretary—William J. Komarek 
(Aetna Casualty & Surety); and treasurer 
{ldo P. Osti (Charles Pfizer & Co.) 


vice 


Pacific Insurance & Surety Conference: 
This sponsor of the Pacific Insurance & 
Surety Forum elected the following ofh 
cers and executive committees 
president—T. G. McGuire; vice president 

R. L. Inglis; secretary-treasurer—-]. 7 
Blalock; and executive committee—-]. W 
Reynolds, A. J]. Morrisse AK. M. Hough 
and R. A. McGuire 


members 


Surety Association of America: (fliers 
re-elected are: general manager—-Martin 
WW Lewts; fohn 1 Kirk 
wood and I 


and secretaries 
Vernon Roth 


Syracuse Field Club: [his New York or 
ganization of Syracuse fieldmen has 
changed its name to Insurance Field Club 
of Syracuse and adopted a revised consti 
tution and by-laws. Under the 
two classes of membership are provide 
voting and office holding membership is 
limited to salaried fieldmen 
ot stock 
ate membership for adjusters 
ganizations staffs and others 
with the activities of this Club 
Elected of 
mittees are Public 
Baxter (Glens Falls 
forms—W. S. Maguire 
Mercantile) catastrophe 
Shupe (Home Insurance); fire 
week & fire prevention——G. O 
Pacific National Fire) 


new set-up 


ind engineers 
md 
rating 


Insurance companies “assoc 
or 
connected 
chairmen PESPEctive com 
relations WW B 
Insurance 

North 


loss 


rules & 
British X& 
Db iW 
DrEeVe ntion 


Kinne 


REINSURANCE 
UNDERWRITERS 


incorporated 


OTIS CLARK 


president 


Complete Facilities in the 
Domestic and London Markets 


San Francisco 4 


va 


Los Angeles 17 
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FINANCIAL 
STATEMENT 








As of December 31, 1952, as reported to the Department of Insurance, State of Illinois 
All bonds amortized. Stocks at book value, which is less than market value. 


Cash in banks 

U.S. government bills, certificates and notes 
U.S. government bonds 

State, county and municipal bonds 

Public utility and other bonds 

Stocks 

First mortgage loans on real estate 
Premiums in transmission 

Accrued interest and other assets 


Total admitted assets 


Reserve for losses and adjusting expenses 
Reserve for unearned premiums 
Reserve for taxes and expenses 
Reserve for dividends to policyholders 
Reserve for portfolio fluctuation 
Reserve for contingencies 
Total ; 
$ 2,000,000.00 
2,000,000.00 


Capital stock 
Net surplus 
Capital stock and surplus 


Total 


$ 


$ 


DD Feo a | 
11,393,816.10 
19,624,173.21 

, 234,057.20 

501,126.79 
589,699.87 
63,361.58 
,987,377.16 
322,344.19 





38,888,308.80 


22,422,547.00 
8,079,326.00 
1,263,411.62 
2,123,024.1% 
500,000.00 
500,000.00 





34,888,308.80 


4,000,000.00 





38,888,308.80 


Securities carried at $2,629,272.66 in the above statement are deposited as required by lau 


/ 


AMERICAN MOTORISTS 
INSURANCE COMPANY 


SHERIDAN ROAD AT LAWRENCE AVENUE @ CHICAGO 40 


JAMES S. KEMPER, chairman 





H. G. KEMPER, president 





Kiyo ol) (Wt 


AMERICAN-ASSOCIATED Companies 


St. Louis, Missouri 
Taylor, Vice President 


Ashby C. Taylor has been named vice president of 
the American-Associated Companies — to 
head the Pacific Coast bond department. Mr, Taylor | 
resigned as second vice president of the Fidelity and | 


Insurances 
Deposit Company of Maryland to accept his new pos! 
tion 

To Increase Capital 


The Automobile 


filed a registration statement with the Securities and 


\merican Insurance Company has 
I-xchange Commission covering 125,000 shares of addi 
tional $4 par value capital stock to be offered to stock 
holders on the basis of one share for each four shares 
now held. On May 26 stockholders voted on an amend 


ment to authorize the increase in the number of shares 





| 
| 
| 


CITIZENS CASUALTY Company of 
New York 


AREX INDEMNITY Company 
New York, New York 


Companies 


Rule 33 Reportng Form A of the New 


Chis is the 


York 


simplihed 


lire 
Insurance Rating Organization 
single state reporting form requiring two or more loca 
tions, a monthly report of values and an annual adjust 


ment of premium. In all other states single location 


risks have been eligible under this type of form for 


some time 


CENTURY Insurance Group 
New York, New York 


U. S. Manager to Retire 


will retire as United 


manager of the Century Insurance Company, Ltd 


Lawrence |. Tillman States 


, and 
the Pacific Coast Fire Insurance Company on June 30, 
1953. He Roland H 


ently assistant United States manager 


will be succeeded by (;wyn, pres 


New York 


New York 


| Capital Increase 


Change in Control 


Control of this company, organized in 1936 by in 
terests identified with Associated Reciprocal Exchanges, 
has been sold to the Citizens Casualty 


New York 


ol 


Company 


ATLANTIC MUTUAL Group 
New York, New York 


Deviation Approved 


Effective May 1 the New York Insurance Depart 


Cc ~ 
yyracuse 
| ) 





ment approved a deviation filing of the Atlantic Mutual 
Insurance Company and the Centennial Insurance Com 
pany to make single location risks eligible under General 
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Outstanding common stock of this company has been 
increased from $300,000 to $500,000 by distribution of 
a $100,000 stock dividend and by a change in par value 
from $1.50 to $2. The dividend was paid May | to 
stockholders of record \pril 27. The total capital ol 
the S800 0000 ($300,000 


ferred and $500,000 common ) 


company now stands at pre 


EXCELSIOR Insurance Company 


New York 
New Director 


Clair A. Jackson of Gelvin, Jackson & Starr, Mead 
has 


ville, Pennsylvania, insurance agents, heen elected 


a director of the company 




















THEY MADE HISTORY 


16: ABRAHAM LINCOLN 
It Happened While He Wes President 





ABRAHAM LINCOLN 
Sixteenth President, one of the 
world's truly great men. Born Feb 
ruery 12, 1809; assassinated April 14, 
1865; died April 15, 1865 


WAR BETWEEN THE STATES 
e 1861-1865 





FIRST BATTLE & 
between ironclad ships, 1862 


LINCOLN DELIVERED 
Gettysburg address, 1863 


AGENTS ARE MAKING HISTORY .... when they 
join Hawkeye-Security and Industrial's great team. They build 


volume because always they get the best in home office 
cooperation. 


Comprehensive coverages . . . prompt settlements and every 
home office assistance build sales 


HAWKEYE = SECURITY 
INSURANCE CO. 


INDUSTRIAL INSURANCE CO. 
Des Moines lowo 

















Gaseace? Compare 


BALTIMORE 


A PROGRESSIVE 


SURETY and CASUALTY 
COMPANY 


NEW YORK 











| FEDERAL Insurance Company 
UNITED STATES Guarantee Company 
| New York, New York 










| Merger Proposed 


Meetings of stockholders have been called for June 


| 16 to vote on a recommendation of the directors to 


| Federal Insurance Company. 


merge the United States Guarantee Company into the 
Consolidated figures of 


the two companies at the end of 1952 show assets of 
| more than $120,000,000 and policyholders’ surplus ot 


| nearly $60,000,000, 


| management of 


The consolidated company will be 
authorized to provide practically all forms of insurance 
(other than life) and will continue to operate under the 
Chubb & Son. Under the proposed 
merger agreement stockholders of Federal will receive 
four shares of United 
5% shares for each share currently 
Authorized capital of the surviving corporation 


new stock and stockholders of 
States (Guarantee 


held. 


| will be 2,700,000 shares, par value $4, and capital out- 


| at the 


standing $10,727,840 with 18,040 shares (representing 
the ownership of 3,280 shares of Guarantee by Federal ) 
treated as authorized but unissued stock. The new stock 
is expected to be placed on a 15¢ quarterly dividend 
basis with customary consideration of an extra dividend 


December board meeting. To avoid loss of one 


| dividend payment for 1953 to stockholders of Guarantee 


a special final dividend of 75¢ on Guarantee stock was 


| declared payable July 0 to stockholders of record May 








| 






| GENERAL FIRE and Casualty Company 
| New York, New York 


16, contingent on consummation of the proposed merger 


New President 





Edward C, 


Lechner, executive vice president and 
chief operating officer, has been elected president of the 


company. Milton H. Cassidy has been advanced from 


assistant treasurer to treasurer 








GLENS FALLS Group 
Glens Falls, New York 





New Director 





\. J. Hettinger, Jr., 
take the place of Samuel T. 


has been elected a 


cirector to 


Brown, deceased 


GLOBE AND RUTGERS Group 
New York, New York 
Youngman, Chairman 


William S. Youngman, Jr. 
& Co., Inc., 


. president of C. V. 


starr 
has been elected chairman of the board of 
directors and chairman of the 
| the Globe and Rutgers Fire Insurance Company and the 
Fire 


executive committee of 
American Home \ssurance Company 


Best's Fire and Casualty News 






























a 


~ . —_——— 


New Directors 






























Gerald F. Beal, president of J. Henry Schroder 
Banking Corporation; W. Palmer Dixon, partner in | 
the Carl M. Loeb Rhoades & Company; Clement J 
Smith, president of American International Underwrit 
ers, Inc., San Francisco, and Harold F. Healey, former 
executive assistant of E. C. Jameson and now a financial 
consultant, have been elected directors of the Globe and 
Rutgers lire Insurance Company and the American 
Home lire Assurance Company. 


without 















GULF Insurance Company bb SOUTHWEST 
| ' 
Dallas, Texas GENERAL 
Stock Dividend | INSURANCE | 
On April 30 this company declared a stock dividend | \ COMPANY” | 
which raised the company’s capital from $1,800,000 to | hal mash ff 4! \ 
$2,000,000, Stockholders will receive one share for | \ \i TAA \ 
every nine shares of stock held. _ , 
= £4 _ 
s 


INLAND EMPIRE Insurance Company 
Salt Lake City, Utah 


Howay, Vice President Zaye we FIRE - CASUALTY - AUTOMOBILE 
— ‘ y a DALLAS, TEXAS 
lr. C. Howay has been elected a vice president of the 


company. oe 





INSURANCE COMPANY of North America 
Group, Philadelphia, Pennsylvania 





New Inland Marine Form—New Vice Presidents 


The Insurance Company of North America Compa- | 
nies have received approval in most states, effective | 
May 1, for a new personal effects inland marine form | 
designed to appeal to vacationists and other travelers 
Written at a nation-wide flat rate of $10 for a three 
month term, the policy protects up to the amount ot 
$1,000 against loss of such possessions as clothing, 
sporting equipment and luggage. 

Charles F. Littlepage, V. I. G. Petersen and John A 
Diemand, Jr., assistant vice presidents, have been pro 
moted to vice presidents of the Insurance Company of | 
North America 





LOUISVILLE Fire and Marine Insurance 


Company, Louisville, Kentucky 


£90 John Street, New York, N. Y.. 
‘AS Montgomery St., San Francisco, Calif ' 
Leslie Miller has been advanced from executive vice | a Insurance Exchange Bidg., Chicago, Ill, 


New President 


president to president of the company, succeeding a: one 


a i 


Charles G. Tachau, who becomes chairman of the board 





1953 


For June, 


































LUMBER MUTUAL Fire Insurance Company 


Boston, Massachusetts 











New Director 


| Show your client | Joseph S. Caldwell of J. S. Caldwell Lumber Com- 
i] How to Avoid Co « 
| | the hazards | Strong, Advanced 

of Guessing Arthur \W. Strong, assistant treasurer, has been ad 


vanced to treasurer. Francis E. Rothwell, formerly 
on Coverage 











vice president and treasurer, will continue as vice presi- 
dent and director 


@ Safeguard your client’s interests — 
stress the need of accurate appraisals 
to determine insurable values and 
avoid the dangers of guesses and 


MANHATTAN Casualty Company 
New York, New York 
short-cuts by recommending = | Management Changes 


Richard Woike, president and general manager, and 


| 

al 

ea | | 
The AMERICAN | William Bachmann, vice president and secretary, re 
signed as officers and directors of the company on April 
APPRAISAL | 27. Atwood C. Wolf, Jr., an attorney, has been elected 
Company | temporary chairman and John F, Sweeny, treasurer, 
) |||} has assumed direction of the company pending selection 


of new corporate officers 





Over Fifty Years of Service 
OFFICES IN PRINCIPAL CITIES 
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MOTOR VEHICLE Cosualty Company 
Chicago, Illinois 





100°%/, Stock Dividend Declared 


Capital of this company was doubled on April 30 by 
means of a stock dividend. The company’s capitalization 
is now $600,000. At the same time the par value of the 
stock was reduced from $25 to $5 by means of a five- 
for-one stock split. 





Pioneers in Multiple-line Underwriting MUTUAL FIRE, MARINE AND INLAND 


Insurance Company, Philadelphia, Pennsylvania 


’ ’ Y ’ ’ | 1 z 
PRIMPY UNIVERSAL =| 
On wit ey H. 1. Blair has been appointed vice president and 
AY | I \\{ ) ('(). secretary, R. S. Neely vice president and assistant 


secretary and |. F. Pollack assistant secretary of the 


_ DALLAS, TEXAS company 


/ 





4 


Line CS) Vee kee =NEW AMSTERDAM Group 
Baltimore, Maryland 
Edward T. Harrison, Chairman of the Board 


Gordon S. Yeargan, President New Director 


James J. Beha, a member of the law firm of Gasser 
& Hayes of New York, has been elected a director of 
the New Amsterdam Casualty €ompany and the United 
States Casualty Company. 


Best's Fire and Casualty News 















































—_— 

































NORTHEASTERN Insurance Company of 
Hartford, Hartford, Connecticut 


Executive Changes 


W. J. Langler, formerly president, has been named 
vice chairman of the board W. L Cobb, formerly 
executive vice president, becomes president and Wallace 
J. Burt, Jr., has been promoted from assistant secretary 
to assistant vice president. F. E. Amidon, vice president 
and secretary, was elected a director of the company 


OHIO CASUALTY Insurance Company 
Hamilton, Ohio 


Stock Dividend 


This company paid a 25% stock dividend to stock 
holders of record April 15th, increasing the capital 
from $2 million to $2" million 


ROYAL-LIVERPOOL Group 
New York, New York 


Lewis Advanced 


H. iv lewis, vice president of the domestic fire com 
panies in the Royal-Liverpool Group, has been elected 
vice president of the domestic casualty companies and 
appointed assistant U. S. manager of the group's U.S 
branches. 


ST. PAUL Fire & Marine Insurance Company 
St. Paul, Minnesota 


Centennial Celebration 


This company is celebrating its one hundredth anni 
versary this year. It has the distinction of holding 
Minnesota’s oldest original business charter, secured 
from the Territorial Legislature in 1853. Originally 
organized as the St. Paul Mutual Insurance Company, 
it reincorporated twelve years later under its present 
title 


SEABOARD MUTUAL Casualty Company 


Philadelphia, Pennsylvania 
Assessment Order 


The Dauphin County ( Penna.) Court has issued an 
assessment order on policyholders of this company 
The company, which was dissolved by order of the 
Pennsylvania Insurance Department on December 30, 
1951, issued policies with an assessment liability not 





For June. 1953 


exceeding the deposit prenuum 





Uhe courts order ap 
plies to policies issued since 1938 and the assessment 
will be applied on a pro-rated monthly basis depending 
on the company’s losses 






TRAVELERS Insurance Group 


Harttord, Connecticut 


New Vice Presidents and Actuaries 

Thomas F. Tarbell and Milton J. Wood have been 
named vice presidents and actuaries of the Travelers 
Insurance Companies 


UNITED STATES FIDELITY and Guaranty 
Company, Baltimore, Maryland 


Official Changes 


ldwin G. Hlundley, manager of the New York office, 
has been elected a vice president in the contract bond 
department succeeding Charles ©. Conlon, who has 
William A. Sehlhorst and Norman C. 


assistant vice presidents, have been promoted Irom) as 


' 
retired AECVES, 


sistant directors to associate directors in the same 


department 





©) Check 


THESE FACILITIES ... 


For producers’ convenience we maintain 
special Underwriting and Service Departments 
which keep in close touch at all times with condi- 
tions affecting Fire, Automobile, Ocean & Inland 
Marine, and all Kindred Lines. 


These Specialized Facilities enable our pro- 
ducers to take care of their clients’ most modern 
insurance needs. Fullest inquiries about and use 
of them are invited. 





NORTH BRITISH AND MERCANTILE 
INSURANCE COMPANY LIMITED 
THE PENNSYLVANIA FIRE INSURANCE 
COMPANY 
THE MERCANTILE INSURANCE COMPANY 
OF AMERICA 
THE COMMONWEALTH INSURANCE 
COMPANY OF NEW YORK 
THE HOMELAND INSURANCE COMPANY 
OF AMERICA 


150 WILLIAM STREET, NEW YORK 38, N. Y. 

















Legal Spotlight—from page 59 


had 


ny could he 


they agreed to as Noth 
further from the truth 


The fact is that the principle of sub 


une 


rogation 1s older than the commer 
cial insurance busine It had its 
beginnings in ancient Roman Law. 
It is an equitable device to compel 


the ultimate di charge ol 


a debt by 


him who in good conscience ought to 


pay it, and to prevent the unjust 


enrichment Gf one party at the ex 


pense of another It accomplishes its 
creditor 


ubstitution 


substituting one 
‘| hi 


agreement of the parties or 


purpose by 


for anothe may 
arise by 


by operation of law when one per 


on has paid a debt which ought to 
have been paid by nother The 
new creditor, to the extent of his 
payment, succeeds to the rights of 
the old against the debtor. [Even 
without — the standard subrogation 
condition in a policy, a fire insur 
ance company which paid a loss 
caused by the negligence of a third 


party would, in most 


jurisdictions, 
be subrogated to its insured’s right 
the third 


will be the result of 


of action 
What 
sion in a fire insurance policy waiv 
ing this important right? Will such 
a waiver end fire legal liability liti 
Will it benefit 


against party 


a provi 


gations 


public 


the insuring 


\ person who suffers bodily in 
juries or damage to his property as 
the result of the wrongful act of 


another has a cause of 
the wrongdoer. 
Suits for damages from injuries and 


deaths caused by negligent fires will 


action for 


damages against 


continue to be common 
carriers will 


Compensa 
tion continue to pay 
benefits to or on account of persons 
injured or killed by negligent fires in 
the course of their employment. In 
such a case a compensation carrier 
by statute is subrogated, to the ex- 
tent of indi 
vidual case, to the right of action of 
the injured worker against a negli 
gent third party. 

Under the New York Disability 
Benefits Law an insurance carrier 


its payment in each 


paying benefits to a person injured 
at home, let us say, by a fire caused 
by the negligence of such person's 
landlord is subrogated in the amount 
of its loss to the injured person’s 
right of action against the landlord. 
A waiver by compensation carriers 
and disability benefits carriers in 
such cases would accomplish nothing 
except to increase the losses charged 
back to the public in the rate struc 
tures. In short, the present con 
siderable volume of bodily injury 
fire legal liability litigation will con 
tinue. The fire companies cannot, 
by any change in fire policies, affect 
it substantially 


Tenant's Liability 


Next, how will insurance com 
panies meet the special problems 
growing out of the many variations 
of the landlord and tenant relation ? 
Under a 


simple lease agreement 
either party may recover from the 
other for any damages caused him 
Many 
leases, probably more than half, con 
tain clauses which change this sim 


by such other’s negligence. 
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ple situation one way or the other 
For instance, in the General Mills 
case * it was held that an agreement 
by the tenant in the lease to return 
the premises at the end of the term 
in good condition, “loss by fire and 
ordinary wear excepted,” operated 
to release the tenant from liability 
for the destruction of the building 
by fire caused by his negligence 
This while it illustrates the 
principle that parties to a lease can, 
by agreement, fix the duties which 
each owes the other, has been much 
criticized by lawyers and is not en 
titled, in my opinion, to the weight 
which it is being given by business 
men and insurance companies. 


case, 


The case arose in Minnesota. The 
precise legal point at issue, the effect 
to be given to the clause cited above 
in regard to damage to the building 
by fire had never been decided by 
the Supreme Court of Minnesota. 
The United States Circuit Court of 
Appeals, in its opinion, stated what 
it believed was the law of Minne 
sota. It follows that the rule of law 
laid down in the decision has a bind 
ing effect only on United States Dis 
trict Courts in Minnesota and, under 
the present rule of the United States 
Supreme Court,® is not binding 
on the Minnesota Supreme Court, 
which remains free to rule, in an 
exactly similar case, that the tenant 
is liable to the landlord for damage 
to the latter’s building by fire caused 
by the tenant’s negligence. 

Insurance men are not so much 
interested in the niceties of the legal 
relationship between landlord and 
tenant as they are in the question of 
how in one case they will give a 
building owner and how in the next 
case they will give a tenant the pro 
tection each needs against loss by 
fire. 






Occupancy Hazard 


In the case of an entire building 
leased to and occupied by one ten- 
ant, the nature of the tenant’s opera 
tions fixes the rate to be charged for 
fire insurance on the building. That 
rate contemplates the hazard of fire 
resulting from the occupant’s negli 


gence. Does it not follow that in 





8 General Mills vy. Goldman, 184 F 


2d 
359 (1950). 
®Erie R. R. Co. v. Tompkins, 304 


US. 64 (1938) 
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such a situation the fire insurance 
on the building, even though carried 
by and in the name of the owner, 
should likewise protect the tenant 
to the extent he is liable, either in 
contract or tort, for damage to the 
building by fire? How can this de 
sirable result be accomplished ? 
When the landlord is willing to 
waive, by agreement in the lease or 
elsewhere, his right of action against 
the tenant for subsequent damage to 
the building by fire caused by the 
tenant's negligence, the fire policies 
on the building can and should be 
endorsed to give full effect to such 
agreement. Almost every fire manual 
carries a rule providing for such en 
dorsements,'® entitled “Waiver of 
Subrogation.’ 


(ften, however, an owner cannot, 
for sound reasons, agree to waive his 
right of action against a tenant for 
damage by fire caused by the ten 
ant’s negligence. He may be subject 
to a co-insurance clause in his fire 
insurance policies. He may not carry 
and may not be able to get fire insur 
ance to the full value of the building 
In that event he will wish to preserve 
his right of action against the tenant 
for damage to the premises caused by 
the latter’s carelessness. In such a 
situation, if the building be damaged 
by fire caused by the tenant's negli 
gence, the proceeds of the fire poli 
cies should in good conscience be 
applied to reduce the tenant’s liabil 
ity to the owner. How to accomplish 
this result in proper cases is a ques 
tion to which the business commu 
nity and its attorneys should give 
earnest attention. I submit that the 
answer 1s a provision in the lease by 
which the landlord agrees that the 


OW ATVER OF SUBROGATION 
No clause which grants permission to 
waive the insured’s rights of recovery 
after the occurrence of a loss shall be 
used 

Where it is desired to use a Waiver 
% Subrogation Clause, the following is 
recommended 

“Waiver of Subrogation—It is hereby 

stipulated that this insurance shall not 

be invalidated should the Insured waive 
in writing prior to a loss any or all 
right of recovery against any party for 
loss occurring to the property described 
herein or affected thereby.” 
(Page 9-A, “Standards” of the Georgia 
Guide for Construction, Equipment and 
Occupancy, published by the S.E.U.A.) 

(Actually this is an agreement not to 
withhold part of the insurance on ac 
count of the insured’s agreement in ad 
vance not to sue the lessee for negligence 
causing a fire.) 
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National 
Notes for 
Producers 


How to 
Write 
Sales 
Letters 







Every letter you write is a sales letter; 







and the essential ingredient of every good sales 
letter is that it be just as human as the writer, 
Sales letters are surprisingly easy to write if 
you apply a few simple rules 
(1) Capture the reader's attention immediately with 
an interesting Opening sentence (2) Make sure 
the letter interests him. Use the word “you” 
frequently—use “me” and “I” infrequently 
(3) Make a specific proposal one he'll understand 
(4) Close with a call to action 
Special material on “Hitting the Mark” with sales 
letters, including two simple rules for writing human 
letters and nine commandments which will 
enable you to do it, are yours for the asking 


Write us today. 


NATIONAL OF HARTFORD GROUP 


Fire « Marine « Casualty 





NATIONAL FIRE INSURANCE COMPANY OF HARTFORD 
MECHANICS AND TRADERS INSURANCE COMPANY 





Western Department, Chicago FRANKLIN NATIONAL INSURANCE COMPANY OF NEW YORK 
Pacific Department, San Francisco TRANSCONTINENTAL INSURANCE COMPANY 
Canadian Depariment, Toronto UNITED NATIONAL INDEMNITY COMPANY 


Metropolitan Department, New York 
Executive and Administrative Offices: Hartford 15, Connecticut 


proceeds of his fire policies will be insured for $100,000 was destroyed 
applied in reduction of the tenant’s by fire. The owner collected the 
liability for a loss caused by the ten- $100,000 insurance but was torced 
ant’s negligence and arising out of to bear himself the additional 542, 


one of the perils insured against. 500 loss, even though the fire re 
Such an agreement is covered by the sulted from the tenant's negligence. 
“Waiver of Subrogation” endorse Because the tenant, General Mills, 


ment referred to above. Hence the occupied the entire building, its 
fire insurance industry has already operations determined the fire rate 
solution with the court's giving General Mills 

In the General Mills case a build the benelit of the owner's fire insur 
ing agreed to be worth $142,500 and 


paved the way for the suggested Hence, one cannot quarrel too much 









Legal Spotlight-——Continued 








ance. It does not seem equitable, 








however, in the absence of a clear 








agreement that the owner will carry 








fire insurance and release the tenant 
from all liability for damage by fire, 











to compel the owner to bear the un 
insured portion of any fire loss 
caused by the tenant's negligence. 
Under the solution suggested in the 
preceding paragraph, written, of 
course, into the lease, General Mills 
would have had the benefit of the 
$100,000 fire insurance but would 
have had to reimburse the owner for 
the $42,500 uninsured loss. Such a 

































result would appear to be more 
equitable than that reached by the 
court. Mr. O'Connor in his F. C. & 
S. Bulletins FL 7 suggests a specific 
provision—"the lessee shall not be 








responsible for damage to the prem 
1S@s by fire.” 





(1 suggest adding 

“whether or not due to the lessee’s 
negligence’) Mr. M. IL... Landis, 
Counsel, Central Manufacturers 
Mutual Insurance Company has sug 









gested the use of language exempt- 
ing each party to the lease from 
liability for loss or damage by “negli 







gent or non-negligent fire.” The an 
swer 1s to express clearly in the 
lease contract exactly the intent of 
the parties 

Multiple buildings, 
apartment houses, office buildings 
and loft buildings, present more dit 


ficult problems. The rate for fire in 
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surance on such a building ts not 
determined by the operations of any 
one tenant. Moreover, the land- 
lord remains in control of much of 
the building, common __ hallways, 
stairways and elevators and usually 
undertakes to furnish heat, and 
often electric light and power and 
other services. Unless his leases 
exempt him from liability for loss 
caused by his negligence,”’ the land- 
lord has a substantial fire legal lia- 
bility hazard against which he 
should carry insurance. 

And vice versa, a tenant in a 
multiple-occupancy building is in 
control only of that part of the 
building leased to him. If by his 
carelessness he causes a fire, he is 
liable to the owner for resulting 
damage to any part of the building 
and to other tenants for any damage 
to their property and for injury to 
them, and to other persons in the 
building. In such a situation smoke 
and water damage to property of 
other tenants may be substantial. In 
short, producers and underwriters 
should appreciate that every one of 
their business clients and many, if 
not all, individual clients are subject 
to a fire legal liability hazard. Only 
a careful analysis of each client’s 
business operations, leases and other 
contractual arrangements will dis- 
close whether he should, in the exer- 
cise of sound business judgment, 
buy fire legal liability insurance, and 
if so, how much. It is the function 
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of insurance men to guide him to a 
sound answer to that question. 

3ecause of the wide variations 
from state to state, and even from 
county to county and city to city, in 
the provisions of lease agreements, 
and because of the differences in the 
laws of our several states, it is im- 
possible to state within the scope of 
a brief paper definite rules to guide 
in determining in every instance 
what coverage a client needs. I am, 
however, going to pass along some 
suggestions and ideas which may be 
helpful. Because I am discussing 
present and not future problems, | 
am going to keep away from all-risk 
covers and forms and base my rec- 
ommendations on today’s fire and 
casualty bureau rules and the forms 
now in common use. All of us must, 
however, keep in mind that with the 
development of multiple line covers 
our methods of underwriting, as 
well as our manual rules and policy 
and endorsement forms, are going 
to change. Because fire legal liabil- 
ity is but a part of the broader field 
of property damage liability, it is 
doubtful that the development of 
multiple line underwriting will af- 
fect specially fire legal liability cov- 
erages. It will continue to be pro- 
vided, in special cases, in connection 
with fire coverages, but more com- 
monly with property damage liabil- 
ity coverages. 


Analyze the Risk 


Whether a client be landlord 
lessee, businessman or home owner 
or tenant, the first job is to analyze 
his risk of loss by fire. This risk 
may be divided into three parts: 
(1) loss of his own property; (2) 
loss of preperty of others for which 
hy contract he is responsible; and 
(3) his legal liability for damage by 
fire to property of others. We are 
here concerned oniy with the last 
two, 

Qn examination of the client's 
contracts, including leases, and of 


11 In some states a clause in a lease 
exempting the landlord from liability for 
injury or damage caused by his negli 
gence is void as against public policy 
New York has a statute declaring such 
clauses in leases to be void. See McKin 
ney's Consolidated Laws of New York, 
Sook 49, Real Property Law § 234. 

12 Usually explosion, smoke and 
smudge, but where advisable loss from 
other selected hazards may be covered 
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his methods ot doing business, one 
will often find that he has assumed 
responsibility beyond his legal lia 
bility for damage by fire to the 
} premises he is occupying and for 
personal property of others in his 
care, custody or control. No reliet 
from this burden by waiver of rights 





or at 


by owners of the property 1s poss! 
ble. For many years fire and inland 
marine policies have been so written 







as to protect an insured against loss 
of or damage to personal property 
( in which he has an insurable inter 
i est. That practice should be con 
tinued. 


The Important Question 
l The insuring agreements of a 
client’s general liability policy, if he 
buys property damage coverage, 
protect him against loss on account 
of his legal liability for damage by 
fire to property of others not occu 
pied or used by or rented to him or 
in his care, custody or control. The 
important question is whether he 
has enough coverage to take care of 
the probable loss resulting 


ee 


from 
damage to such property from a fire 
caused by his negligence or the neg- 
ligence of his employees, or from 
other hazards. 


















—— 


A client’s general liability policy 

should be used to take care of his 
contractually assumed, as well as his 
| legal liability for damage by fire to 
real property occupied by or rented 

to him. First, if that policy does not 

give the contractual liability cov 

erage written into the standard com 
prehensive liability policy, such cov 

erage must be added by appropriate 

means. Next, the policy exclusion 

relating to “property owned, occu 

pied or used by or rented to the in- 

sured, or in the care, custody 

or control of the insured” must be 
so amended as to limit its applica 
tion to personal property. The cov 
erage so extended must, by clear 
language, be limited to damage by 
accidental fire, and other named 
hazards,’* to designated real prop 
erty. If an insured is carrying 
property damage liability coverage, 
with adequate limits, the task is 
done. However, a client may wish 
and may need a large limit of liabil 
ity against liability for loss by fire 
to the premises he uses in his busi 
ness, while he needs, or wishes, a 
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The “know how” we 

have qained in our forty years 
of working with general 

insurance men could be a decided 
advantage to you. Want our 
whole story? 
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Associates 


It you have any hard-to-place line worries... 
P. S. relax with Continental and life insurance 





different limit for his legal lability 
for other property damage. In that 
case the endorsement carry a 
dollar limit of lability applying only 
the 


will 


to the coverage given by 
dorsement 


en 


It is not unusual for a company 
to receive a for 
damage liability 
legal liability coverage, on personal 
property used in its insured’s busi 
ness or which is in his care, custody 
or control. Usually the coverage the 
insured actually 


request property 


coverage, or fire 


needs can and 


You sold yourself to them 
... then you sold fire ard casualty 
protection. 
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You can sell 


them life 
ikita:lilas 


Continental 
Assurance Company 


Transportation Insurance Company 
United States Life Insurence Compeny 


should be given by a fire or inland 
marine policy, but occasionally the 
device described in the preceding 
paragraph will prove useful in tak 
ing care of a personal property situ 
atton 

Krom what hes gone before, it 1s 
clear that our companies are going 
to meet increasing demands tor 
property damage lability coverage, 
including fire legal liability coverage, 
with high limits, often in excess ot 
one million dollars and occasionally 


Cont ed the next paae 






Legal Spotlight Continue 


as much as five million or more 


The whole field of property damage 


liability coverage, of which fire legal 
liability coverage is a part, is of 
recent development and we have 
much to learn about it We 
must, therefore, proceed carefully. 
In general, tire legal liability cover 
ages should be written on liability 
forms. Our casualty underwriters 
are familiar with fire hazards from 
underwriting compensation and lia- 
bility policies. Casualty claims men 
are skilled in handling fire legal la 
bility losses, both bodily injury and 
property 


Excessive Amounts 


In one respect only are casualty 
companies not prepared to write 
property damage liability, and par 
ticularly fire legal liability coverage 
I refer to the fact that business con 
cerns today are seeking property 
damage covers, often limited to fire 
legal liability covers, in amounts far 
in excess of the underwriting capac 
ity of the average casualty company 
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We must proceed cautiously in ac 
cepting this business, some of which 
carries hazards of loss with which 
we are unfamiliar. Nevertheless 
casualty insurers must increase their 
capacities to meet legitimate de- 
mands for coverage by their cus- 
tomers. In this respect the casualty 
companies might well consider the 
methods of reciprocal reinsurance 
arrangements long used by their fire 
brethren to take care of large risks. 


Two Endorsements 


The Joint Forms Committee of 
the Mutual Insurance Rating Bu- 
reau and the National Bureau of 
Casualty Underwriters has promul- 
gated two endorsements for use with 
the comprehensive personal liability 
policy in giving fire legal liability 
coverage for damage to premises 
and furnishings used by, rented to 
or in the care, custody and control 
of the insured. Neither will fit every 
such situation, but they do show the 
sound approach to the solution of 
the problem of providing coverage 
for that particular hazard by the use 
of a general liability policy. 

Fire insurance rating associa 
tions have quite generally adopted 
rules making it possible for fire legal 
liability coverage for mercantile aad 
manufacturing risks to be written 
on a fire insurance policy by attach 
ment thereto of an endorsement en- 
titled “Tire Liability.” Usually 
when writing fire legal liability cov 
erage for a policyholder, an agent 
will have to choose between using a 
casualty policy with one of the en 
dorsements above referred to or a 
fire policy with a fire liability en 
dorsement attached. The fire liabil 
itv endorsement is essentially a gen 
eral liability policy which is attached 
to a fire policy, but which makes in 
applicable to the endorsement all of 
the fire policy provisions except a 
few that are equally suitable to both 
types of insurance. 

This discussion has undoubtedly 
raised more questions than it has 
given answers, but this entire field 
of insurance is still in its develop 
ment stage. During such a period 
it is perhaps best not to be too posi- 
tive in our conclusions. Recognition 
of and continued study of the many 
problems is, | submit, sufficient ac- 
complishment for the present 


W. C. RATE REVISIONS 


HE MASSACHUSETTS Workmen's 
Chea Rating and In- 
spection Bureau has filed revisions 
which would result in an average in- 
crease of 7.6% in the state’s work- 
men’s compensation rates. The 
changes were filed to become effec 
tive June 1 and reflect poor loss ex- 
perience and the effect of inflation. 
Included is a 2.5 point profit and 
contingency factor which to date has 
been disapproved. 

The Workmen’s Compensation 
Inspection Bureau of Virginia has 
filed a rate revision effective July 1 
which would result in an average 
reduction of 1.9% in premiums. At 
the hearing on the filing the Virginia 
Manufacturers Association objected 
to the 2.5 point profit and contingen- 
cies factor. 

The New York Compensation In- 
surance Rating Board is preparing 
a general workmen’s compensation 
rate revision to become effective 
July 1, subject to the approval of 
the insurance department. Accord 
ing to the New York Manual, re 
vised rates become effective as of 
the normal rating anniversary date 
of the risk and no policy may be 
cancelled or rewritten to avoid a 
rate change. 

A new manual of workmen’s com 
pensation and employers’ liability 
rates filed by the Compensation Rat 
ing and Inspection Bureau of New 
Jersey has been approved effective 
July 1. The collectible level of the 
new rates is 3% higher and includes 
a complete adjustment of rate rela 
tivity based upon the latest avail- 
able policy year data (1946 through 
1950). The manual rate change is 
an increase of 2.6%. The revisions 
break down to an increase of 5.9% 
for manufacturing risks, an increase 
of 1.9% for construction risks and 
a decrease of 1.2% for all others 


DISABILITY RATE 
REDUCTION 


HE NEW YORK STATE Insurance 

Fund has substantially reduced 
its premium rates on disability bene 
fits, effective July 1. The male rate 
has been cut from $.60 to $.54, and 
the female rate from $.90 to $.84 
In addition, the Fund expects that 
some dividend will be declared for 
the vear ending June 30, 1953 
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“All his suggestions are based on real understanding 
of local problems because he takes time to study them.” 


says GEORGE W. ROBINSON, 
Tabb, Brockenbrough & Ragland, Richmond, Va. 


John C. Cole (left), Fire Association-Reliance 
Fieldman, discusses rate structures with part- 
ners of Tabb, Brockenbrough & Ragland, a 
leading Richmond agency. Shown seated are 
Henry G. Coghill (left), and George W 
Robinson. Charles M. Morrison stands in 
rear. This progressive firm has participated 
regularly in industry activities. Mr. Coghill 
is a past president, and Mr. Robinson a 
director of the Richmond Association. 





There's a friendly reception everywhere in the 
“Old Dominion” for John C. Cole, popular Fire 
Association-Reliance Fieldman. He's been serving 
Virginia agents for 13 years now, offering them 
the close personal attention and prompt, expert 
service that distinguish Fire Association-Reliance 
representatives everywhere. These comments of 
top-flight agency men are typical. 

John Cole takes a full-time interest in insurance, 
is well-prepared to offer expert assistance. He's 
on the Executive Committee of the Virginia Rating 
Bureau, and for three years was engineer for the 
South-Eastern Underwriters Association. His active 
interest extends even to the Blue Goose, — he holds 
office in the Virginia Pond. 

If this kind of able, experienced, resourceful 
cooperation would help you, why not talk to the 
Fire Association-Reliance Fieldman in your area? 
Just write, and we'll have him call. 


Head offices: 401 Walnut St., Philadelphia 6, 
Penna. Branches in Atlanta, Chicago, Dallas, New 
York, San Francisco, Toronto. Claims and settling 
agents throughout the world. 


2) Fire Association 
Spe fi Rehance 


INSURANCE COMPANIES OF PHILADELPHIA 








“His genuine interest in local problems, and 
his approach to them, are extraordinary.” 


says DICK BURKE, 
of James A. Scott & Son, Inc., 
Lynchburg, Va., shown here with 
C. RAINE SYDNOR, Pres. 


C. Raine Sydnor, Pres. (left) and 
Richard F. Burke III, V.P., head 
the oldest insurance agency in 
Lynchburg, now in its 87th year. 
Dick Burke is president of the 
Lynchburg Association and Public 
Relations Chairman of the State 
Association, 


“He is keenly aware of current trends .. . 
keeps us informed of coming changes.” 


says HARVEY B. GRAY 
Gray &- Perdue insurance Corp., 
Roanoke, Virginia 

Harvey B. Gray is president of 
an agency which has been closely 
identified with the growth of the 
Roanoke area since 1873. Gray 
& Perdue Corp. has represented 
the Fire Association for 40 years. 
Mr. Gray is a past president of 
the Roanoke Association and is 
well known for his active coopera- 
tion in civic affairs. 





GOOD POLICY 


...to continue “going to 
school” all your life— 
through reading, attending 
association meetings, ex- 
changing information. No- 
body ever lived long enough 
to learn all there is to know 
about the complex, ever- 
changing insurance business! 
One of a series of Helpful Hints 
from Successful Agents. Watch 
this column for more. 


and it’s a 
GOOD POLICY 
that bears this seal 


& progressive, agency-minded 
Company of unquestioned fi- 
nancial stability, nationally- 
known for prompt, capable, 
friendly service. 


PACIFIC 
NATIONAL 


FIRE INSURANCE/ 
COMPANY 


HOME OFFICE + SAN FRANCISCO 
FOREIGN DEPARTMENT « NEW YORK AND 
SAN FRANCISCO 

EASTERN DEPARTMENT + PHILADEL 
WESTERN DEPARTMENT « CHICAGO 
SOUTHERN DEPARTMENT « ATLANTA 


INTERNATIONAL FACILITIES 
WORLD-WIDE SERVICE 


W PUD 


Law and the Farmer by Jacob H. 
seuscher 


This book covers thoroughly and 
understandably each situation and 
transaction in which farmers must 
consider legal rules and regulations. 
Since it deals with the problems of 
buying and selling farms, leasing 
farms, inheriting them, borrowing 
money, signing notes, real estate and 
chattel mortgages and numerous 
other matters, it should be of great 
interest to insurance men who have 
farmers as their clients. 

The author, a professor of law 
and farm law, at the University of 
Wisconsin, has as his aim the avoid- 
ance of costly mistakes or complica- 
tions which can be settled only in 
court. Writing in simple terms and 
plain language, he gives practical 
advice in a readable manner. 

406 pages, $4.95 per copy. Pub- 
lished by Springer Publishing Com- 
pany, Inc., 1 Madison Avenue, New 
York 10, N.Y. 


Adjustment of Property Losses by 
Prentice B. Read, Past President 
National Association of Independ- 
ent Insurance Adjusters. 


This manual and guide for the 
adjuster is designed to show what 
must be done in order to adjust any 
loss which may be referred to him. 
It is an enlarged and expanded ver- 
sion of the author’s earlier work, 
“Adjustment of Fire Losses,” and 
includes coverage of all property 
losses. The material of the first 
volume has been revised to follow 
the businesslike procedure which is 
in current usage among adjusters. 
This new treatment brings the book 
entirely up-to-date. 


The book includes a comprehen- 
sive and thorough treatment of the 
organization ang operation of the 
groups and individuals who do the 
work of adjusting; the principles 
that guide the adjusters; the things 
an adjustment must do from the 
time a loss is assigned to him for 
adjustment until he finishes the final 
papers covering its settlement or 
turns it over to an attorney. and the 


ATION 


methods of settling or arbitrating 
controversies between 
companies. 


667 pages, $9.50 per copy. Pub- 
lished by McGraw-Hill Book Com- 
pany, Inc., 330 West 42nd Street, 
New York 36, N. Y. 


insurance 


Fire Prevention and Protection Fun- 
damentals by Gilbert E. Stecher. 


This book is based on a course 
given at New York University for 
the last ten years by the author and 
on his findings as a special agent 
and fire inspector. It is designed to 
reduce to a science the problems 
which firemen, inspectors and en 
gineers meet in their daily work. 


The book contains much data on 
flash points, ignition points, kindling 
points, explosive ranges and pres- 
sures and the heat of combustion. It 
analyzes the hazards inherent in 
television, new chemicals, new elec- 
trical products and other recent in- 
dustrial developments. Atomic ra- 
diation is discussed, as is the question 
of lamps as a source of ignition. New 
means of measuring temperatures 
and fighting fires are explained. For 
the engineer or fire expert there are 
many formulae and tables while for 
the student or beginner the book 
gives a basic explanation of the 
various points. 

774 pages, $10 per copy. Pub- 
lished by The Spectator, 56th & 
Chestnut Streets, Philadelphia 39 
Pa. 


, 


Arkansas Safety Responsibility Law 
Digest 


A new motor vehicle safety re- 
sponsibility law became effective 
June 11 in Arkansas. This is a di- 
gest of the pertinent provisions of 
that law produced in such form as 
to be available for distribution by 
agents and other insurance men to 
their clients and prospects. 


Single copy supplied without cost; 
quantity prices furnished upon re- 
quest. Published by Alfred M. Best 
Company, Inc., 75 Fulton Street. 
New Vork 38. N.Y 


Reat’s Fire and Cnaualty News 
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The phenomenal growth of the chemical industry in this country 
can be attributed to a small group of men who have devoted their 
lives to the painstaking research necessary to the development of 


new formulae and substance 


Excess has, for years, served in the growth of reinsurance 
and, through experience, arranged contracts which adequately 


provide necessary protection. 





EXCESS 


INSURANCE COMPANY OF AMERICA 


99 John Street, New York 38, N.Y. «¢ 6 East llth Street, Kansas City 6, Mo. 


CASUALTY, FIRE, FIDELITY AND SURETY REINSURANCE 














LEGISLATIVE DEVELOPMENTS 


STATE has passed a 


EW YORK 
law which attacks the traffic ac 
cident 


angle 


another 


problem , 
It makes it illegal to drive a 


Irom yet 


vehicle at such slow speed that it 
blocks or impedes a normal and 
reasonable flow of traffic. In Penn 


sylvania two compulsory automobile 
insurance measures were introduced 
last month, while a Michigan Senate 
bill for compulsory annual inspection 
of motor vehicles was defeated. The 
Maryland Automobile Financial Re- 
sponsibility Act was amended to call 
limits of $10/20,000 
injury 


lor msurance 


for bodily The previous re 


quirement was for $5/10,000. Also 
the minimum reportable property 
damage claim in that state was 
increased from $50 to $75 A 
Delaware bill would waive the re 
quirements of the state’s financial 


responsibility act for drivers whose 


cars are necessary for the conduct 
of their business. Among the bills 


being considered by the Connecticut 
Legislature are a compulsory auto 
insurance measure and one calling 
for compulsory auto medical pay 
ments msurance 

A Pennsylvania measure would 
revise the state’s multiple line under- 
writing law to permit the formation 
of a carrier to write both fire and 
Presently an 


casualty lines 


insur 
ance company must be formed to 
write one or the other and then 


amend its charter to conduct multiple 
line operations. The Ohio multiple 
line underwriting bill was defeated 
in the Senate Insurance Committee 
leaving that state, with Arizona, the 
only two states without such legisla 
A bill to legalize multiple line 
package policies was also killed in 
the Ohio Senate 

The Texas House passed a 


tion 


bill 
establishing a workmen’s compensa 
tion assigned risk pool in that state 
Connecticut is considering a bill in 
creasing workmen’s compensation 
A non-occupational tempo 
disability benefits bill was de 
feated in 
similar one, 


benefits 
rary 
Massachusetts, while a 
which 


pulsory in nature, is under consid 


would be com 


eration in Connecticut 

Che Florida House has approved 
which 
companies 


a measure would make in 


surance maintain credit 


and character reports on their agents 
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and make that information available 
to the insurance department. Flor- 
ida Governor McCarthy has signed 
into law a bill to attract insurance 
interests to that state. It grants tax 
credit to companies which establish 
Florida branch offices serving three 
or more states. The Florida Senate 
has passed the uniform individual 
accident and health policy provisions 
law. The Pennsylvania Senate has 
voted against merging that 
insurance and banking departments 
into a new Department of Financial 
Institutions. The California com 
parative negligence bill was defeated 
in the Senate Judiciary Committee 


state’s 


OUTSIDE THE INDUSTRY 


FEATURE ARTICLE in the April 

18 issue of Collier’s magazine 
under the title “How Traffic Lights 
Cause Accidents” emphasized how 
misused safety devices often turn 
streets into death traps. It outlined 
how competent traffic engineers can 
reduce accidents and speed-up traf- 
fic flow, often at nominal cost, and 
how they are often hampered by 
public ignorance and _ politics. 

For agents who have been having 
trouble explaining higher automo 
bile insurance rates there was an 
article in the May issue of Amer 
ican Magazine, Why Your Auto 
Insurance Costs So Much, which 
not only gave the reasons but told 
what can be done about it 





LOW COST SALVAGE SERVICE 


Get our estimate before you settle. 
No damage is hopeless. 


Ail Clothing. 

Rugs, Carpets, 

Linens. 

Laces. 

Tapestries. 

Furniture Fabrics. 

Cushions. 

Sofas. 

Chairs. 

Drapes. 

Brocades. 

Embroideries. 

Etc., Etc. 
REWOVEN, RESTORED, REPAIRED 


Recommended by Nat'l Museums, 
Cos., and Adjusters everywhere. 


LA MERS STUDIO 
142 EAST 34th ST.. NEW YORK CITY 


(Near Lexington Avenue) 
LExington: 2-3574 


Press Fire 


(26th Year) 











N.A.I.A. DIRECTORS MEET 


HE STATE DIRECTORS of the Na 
Wan Association of Insurance 
Agents meeting in Florida took a 
hard look at the competition of inde 
pendent writers of automobile insur 
ance business. The association’s cas 
ualty committee reported that the 
competition might be met by refine 
ment of autos 
plus broader coverage for insureds. 
The agents seemed to feel that a 
price differential, by itself, could 
be adequately met by the increased 
service furnished by the agent. They 
did not favor a six-months policy 
the additional expense 
which it would involve for an agent. 

The directors took an_ official 
stand against the excess fidelity cov 
erage being offered by the Bank 
Share Advisory League through the 
facilities of Lloyd’s of London. Al- 
though the League was not men- 
tioned by name it was clearly iden 
tified in a condemnatory resolution 
passed by the directors. The resolu 
tion pointed to the loss prevention 
and other services presently being 
offered by agents and companies to 
banks and called upon domestic car- 
riers to furnish the necessary excess 
coverage at a reasonable rate. 

Maurice G. Herndon, Washington 
representative of the association, 
told the directors that Federal crop 
insurance was the only insurance 
subject on which action by Con- 
gress might be expected this session. 
He expects a continuing gradual 
expansion of the program unless the 
Insurance Executives Association, 
through their study, can show how 
private carriers can take over the 
Federal operations. Mr. Herndon 
feels that no action will be taken on 
aviation war risk insurance, war 
damage insurance, the insurance 
company tax structure, flood insur- 
ance, the investigation of alleged 
automobile insurance tie-in sales or 


the classification of 


because of 


compulsory automobile insurance in 
the District of Columbia 


FIRE RATES REDUCED 
FIRE 


EDUCTIONS IN RATES ef 
fective April 13 have been ap 


proved by Commissioner W. A 


Sullivan of the State of Washington 
The reductions range from 6% to 
32% and apply to a wide variety of 
classifications 


Bests Fire 


and Casualty 


Vews 





Lath 


NS U R ANCE 


FINANCIAL STATEMENTS DECEMBER 31, 1952 


ATIONS ON BASIS APPROVED BY NATIONAL ASSOCIATION OF INSURANCE COMMISSIONERS 


Total Admitted Liabilities Surplus to 
Companies Capital Assets (except capital) Policyholders 


Firemen's Insurance Company of Newark, N. J. . $11,925,000. $125,872,513. $71,027,539. $54,844,974. 


Organized 1855 


Girard Insurance Company of Philadelphia, Pa. | 1,000,000. 12,515,163. 8,032,056. 4,483,107. 


Organized 1853 


National-Ben Franklin Insurance Co. of Pitts., Pa. 1,000,000. 12,310,134. 7,653,165. 4,656,969. 


Organized 1866 


Milwaukee Insurance Company of Milwaukee, Wis. 2,000,000. 32,979,149. 20,735,873. 12,243,276. 


Organized 1852 


The Metropolitan Casualty Insurance Co. of N. Y. 1,500,000. 38,563,554. 30,241,571. 8,321,983. 


Organized 1874 


Commercial Insurance Company of Newark, N. J. 2,000,000. 45,543,960. 35,212,720. 10,331,240. 


Organized 1909 


Royal General Insurance Company of Canada 100,000. 452,493. 1,155. 451,338. 


Organized 1906 


HOME OFFICE 


WESTERN DEPARTMENT 10 Park Place PACIFIC DEPARTMENT 
120 So. LaSalle Street Newark |, New Jersey 220 Bush Street 


Chicago 3, Illinois San Francisco 6, Calif, 
ote Sto 

SOUTHWESTERN DEPARTMENT Z Y Standard FOREIGN DEPARTMENTS 

912 Commerce Street Ss itey 102 Maiden Lane 


Dallas 2, Texas “Any sue New York 5, New York 


206 Sansome Street 
CANADIAN DEPARTMENTS San Francisco 4, Calif. 
800 Bay St., Toronto 2, Ontario 
535 Homer St., Vancouver 3, B. C. 
























COLORADO 


INSURANCE GENERAL AGENTS 


CANADA 





RITTER GENEKAL AGENCY 
Gas & Electric Bidg. 
DENVER, COLORADO 


COLCRADO 





WYOMING NEW MEXICO 








NELSON & STROSS 
INSURANCE UNDERWRITERS 
Representing Stock and Mutue! Companies 
FIRE AND CASUALTY 
6 EAST 45TH ST. NEW YORK 17, N. Y. 
Mu. 7-654! 











FLORIDA 


NORTH CAROLINA 


FOUNDED 1864 
ROBERT HAMPSON & SON, LIMITED 
Canadian Representatives 
FIRE, MARINE & CASUALTY COMPANIES 
Brokerage & Service Depts 


41 St. John St., Montreal 
1811 Royal Bank Bidg., Toronto 

















HUNTER LYON, INC. 


GENERAL AGENT 
901 South Miami Avenue 
MIAMI 36 
Serving Florida Agents 












JAMES 0. COBB AND COMPANY 
111 CORCORAN STREET 
DURHAM, N. CAR. 
Virginia — North and South Carolina 





Robert Howard J. M. Williams J. A. Carmody 
D. Oliver W. Mines 


ROBERT HOWARD & CO., LIMITED 
Established 190! 
INSURANCE BROKERS 
CANADA CEMENT BLDG. 
MONTREAL, QUEBEC 








LOUISIANA 














WM. A. MARBURY & CO. 
Managing General Agents 
RUSTON, LOUISIANA 










TEXAS 












JAMES H. ALDRIDGE CO. 
(Statewide operation) 
GENERAL AGENTS 
Austin, Texas 








REDMOND & SHAUGHNESSY 
LIMITED 
SERVICING OUTSIDE 


BROKERS FOR OVER 
25 YEARS 


315 St. Sacrament Street, Montreal 











ROY MARTIN & CO., ING. 
Managing General Agents 


23! Baroone Street 
New Orleans, La. 
Tel. CAnal 4566-67 


LOUISIANA MISSISSIPPI 















J. E. FOSTER & SON 
GENERAL AGENTS 
1400 LANCASTER AVENUE 
FORT WORTH 2, TEXAS 


REED, SHAW & McNAUGHT 


Established 1872 
Complete Insurance Facilities 


759 Victoria Square, Montreal |, Que. 
64 Wellington St., W. Toronto, Ont. 















R. KIRK MOYER AGENCY, INC. 


Managing General Agents 


NATIONAL BANK OF COMMERCE 
BUILDING 
NEW ORLEANS 12, LOUISIANA 










T. A. MANNING & SONS 
Insurance Managers 
Established 1904 
DALLAS 1, TEXAS 








MASSACHUSETTS 


Stewart, Smith (Canada) Limited 
Sun Life Buliding, Montreal 
Agents and Brokers 





Associate Offices at 
116 John Street, New York 
Board of Trade Building, Ohicago 


also 
Stewart, Smith & Co., Limited, London, England 















FAIRFIELD & ELLIS 


60 CONGRESS 8T. BOSTON, MASS. 















FRANK RIMMER & COMPANY 


THOMPSON-HANN INSURANCE LTD. 


19 JOHN ST. NEW YORK CITY HOUSTON DALLAS . OKLA. city. British Columbia General Agents 
Boston General — i 560 HOWE ST. 
Reinsurance Negotios Marine, Fire & Allied Lines VANCOUVER TELEGRAMS 

Fairfield, Ellis & Grant, Ltd. General Agents For CANADA UNDERWRITE 

460 St. John St. Montreal, Canada TEXAS, OKLAHOMA, ARKANSAS VANCOUVER 








MONTANA 









H. S. DOTSON COMPANY 


MONTANA GENERAL AGENTS 
Granite Building 
Helena, Montano 


















UTAH 








THE KOLOB CORPORATION 
General Agents 
Utah, Idaho, Montana, Nevada 
COMPLETE INSURANCE SERVICE 


330 Judge Building 
Salt Lake City, Utah 








NEW YORK 





WEST VIRGINIA 


WILLIS, FABER & CO. 


of Canada, Limited 


INSURANCE BROKERS 


525 Insurance Exchange Building Montreal 


Parent Office 
WILLIS, FABER & DUMAS, LTD 
London, England 












Hoxry, Evurson & Frost, INc. 
INSURANCE UNDERWRITERS 
118 William Street, New York 38, N. Y. 





Waitinc Aut Crasses or INSURANCE 
Loca. anp Countey Wine 























ALFRED PAULL & SON, INC. 


Supervising General Ageats 
For Over 50 Years 


HAWLEY BUILDING WHEELING, W. VA. 











A. E. WILSON & COMPANY, LIMITED 
Lumsden Bidg. 


Insurance Service 


Throughout Canada 


Toronto 








Beats Fire and Casualty News 












r I NHE POLICYHOLDER can buy full 
protection for his home or 
business at lower total cost now than 


ever before. 
in fire 


An over-all reduction 
insurance the last 
forty or fifty years is only part of 
the record. Not are rates 
lower than years ago in many lines, 


rates in 
only 


but coverages also have been broad- 
ened in others at no higher rates,” 
John R. Cooney, retiring president 
told the annual meeting of the Na- 
tional Board of Fire Underwriters. 
The reports of the various commit- 
tee chairmen pointed out that: Fire 
losses in 1952 were at an all-time 
high for the second consecutive vear, 
arrests and convictions of adult ar- 
sonists 50% in the last year 
and widespread improvements have 
been made in municipal fire pro 
tection during the past year. Harold 
C. Conick, general attorney for the 
Royal-Liverpool Group, was elected 
president of the Board succeeding 
Mr. Cooney, who served two years. 


rose 


At the annual meeting of the As- 
sociation of Casualty and Surety 
Companies held in New York, Man- 
ning W. Heard reported, in a brief 
statement, on his administration as 
president. Mr. Heard, vice president 
of the Hartford Accident and In- 
demnity Company, was_ re-elected 
president of the association and 
Ralph H. Platts, president of the 
Standard Accident, was elected vice 
president. J. Dewey Dorsett and 
Ray Murphy were re-elected general 
manager and general counsel, re- 
spectively. The Aetna Casualty and 
Surety, Glens Falls Indemnity, Great 
American Indemnity, Metropolitan 
Casualty, Ocean Accident and Guar- 
antee and Travelers Insurance Com- 
panies were elected to the executive 
committee. 

At the meeting, Robert I. Catlin, 
vice president of the Aetna Casualty 
and Surety Company, was presented 
the citation award of the National 
Committee for Traffic Safety. The 
award, which is made to six indi 
viduals throughout the country, is 
for efforts “above and beyond” the 
ordinary duties of a safety chairman 
of a civic-service organization of far 
interest and activity “above and be 
vond” those of the average citizen 
Fur 1953 


June. 


ANNUAL 


MEETINGS 


Mr. Catlin has been chairman of 
the Connecticut Safety Commission, 
a member of the advisory committee 
of the accident prevention depart 
ment of the association, vice pres 
ident for public safety of the Na 
tional Safety Council and a member 
of the committee of the 
President’s Highway Safety Conf 
important — bills 
passed by 1953 sessions of state leg 
islatures, Mr. Murphy pointed out 
that automobile and work 
men’s compensation rating laws now 


advisory 


In discussing 


Texas 


permit interstate and retrospective 
rating. This he said, 
will give Texas risks the benefits of 
rating plans which are available in 
other 


legislation, 


states. In delivering his re 
port as chairman of the law com 
mittee, Francis Van Orman, vice 
president of the American Insurance 
Company, emphasized that the legal 
problems confronting insurance com 
panies during the past year have 
been related largely to personal in 
jury litigation. Declaring that this 
was a “sign of the times,” he pre 
dicted that personal injury cases 
would continue to present a grow 
ing problem and would have more 
and more of the committee’s atten 
tion during the coming year. Ap 
proximately 250 members and guests 
attended the meeting. 

At the annual meeting of the Na 


tional Bureau of Casualty Under 


HIGHER PRICE LEVELS MAY REQUIRE 
MORE FIRE INSURANCE COVERAGE ON 
YOUR CLIENT'S PROPERTY 


Why not suggest us for an independent ac- 
curate up to date appraisal as we have nearly 
a half a century of appraisal service covering 
America’s conservative butiness 
large and small 


institutions 


Let our representative, 
contact your assureds 


withou? obligetion, 


Write 
or Telephone 


writers, William Leslie and James 
M. Cahill were re-elected geyeral 
manager and secretary respectively 
The Aetna Casualty and Surety, 
Century Indemnity, Commercial In 
surance, Glens Falls Indemnity, and 
Royal-Liverpool Group were elected 
to the executive committee 

“There has been some betterment 
ot the ratio 
physical damage ) the last 
half of 1952. This ts the first time 
in several years that an 


loss automobile 


(on 
during 


improving 
loss ratio has been encountered. It 
is due partly to rate increases that 
have become effective in the past 
year or two and partly to a more 
stable price 
President Ff 
ported to the annual meeting of the 
National Automobile Underwriters 
\ssociation last Thursday New 
officers elected at the meeting are 
President, William B. Reardon, ex 
ecutive vice president of the Fire 
men’s Newark ; 
vice president, Ellis H. Carson, 
president of the National Surety 
Corporation; and treasurer, A. ¢ 
Seymour, deputy U. S. 


situation generally,” 


Elmer Sammons re 


Insurance Co. of 


Manager of 
the Royal-Liverpool Group. J. Ross 
and 
In addition four directors 
at large and four representing the 
regional territories elected 
About three hundred members and 
guests were present 


Moore continues as secretary 


manager. 
were 


at the meeting 


ATTENTION AGENTS AND EXECUTIVES 





tHe |LOYD-IHOMAS co. 











4411 RAVENSWOOD AVE., CHICAGO 40, ILL 











C.P.C.U. Answers—trom page !0! 
manual rates. All of the factors 
named, except possibly driver train 
ing, are performed under govern 
ment sponsorship and affect the 
class as a whole. If a way could be 
found to measure the effect of 
driver training, perhaps it could be 
used for merit rating purposes. It 
might be argued that a safe driver 
reward plan to some extent reflects 
driver training 

(b) No. The factors mentioned 
would not be a satisfactory sub 
stitute for a safe driver reward 
plan. Merit rating is applicable to 
the individual in accordance with 
his past experience, e.g., a safe driver 
reward plan contemplates the incen 
tive of a rate reduction for drivers 
with accident-free records. (A safe 
driver reward plan has limitations 
because of lack of credibility of ex 
perience of a single driver over a 
relatively short period.) As men 
tioned in the answer to (a) these 
factors apply generally to all drivers 
and are already reflected in the ex 
perience from which the manual rate 





is developed. If each factor were 
treated separately in the manual 
rate it might affect a class rate, but 
it would not give the individual 
better risk a lower rate, and the 
worse risk a higher rate, which is 
the fundamental principle of merit 
rating. In other words, it would 
substitute class rating for individual 
risk merit rating 


QUESTION 3. 


(a & b) The owner of a ladies’ 
dress shop had an inventory with an 
actual cash value of $50,000, when 
burglars smashed a plate glass win 
dow and broke into the dress storage 
closet, stealing $6,500 worth of valu 
able dresses. The damage to the 
plate glass window amounted to $150 
and the damage to the dress closet, 
$1,000. The owner of the shop (in 
cluding building) carried a $15,000 
mercantile open stock burglarly pol- 
icy with a 50% co-insurance clause, 
and a $20,000 co-insurance limit. 

(1) By reference to the specific 
policy provisions which apply to the 
losses in the above case, explain 














agency advantages. 
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Easier to Sell ! 


When you sell Harford Mutual fire 
insurance, you sell one hundred ten 
year reputation for stability and 
prompt settlement of claims. 


today for full information regarding 


“The HARFORD MUTUAL 
Insurance Company 


MARYLAND 
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FIRE & EXTENDED COVERAGE 


the liability of the imsurer. An 
swer requires figures showing cal 
culations in detail. 

(2) Is the principle of co-imsur 
ance as applied to the above case 
any different from its application 
under a fire insurance contract? Ex 
plain fully the reasons for vou 
answer 

(c) “J” has three fire insurance 
policies with extended coverage on 
his residence. Each policy is for an 
amount of $5,000. They expire im 
1952, 1953 and 1954. When the 
1952 policy expired, he replaced it 
with a like amount of insurance, 
but the extended coverage was sub 
ject to a $50 deductible. Shortly 
thereafter, he sustained a windstorm 
loss of $600. 

Indicate, with reasons, the extent 
of the liability under each of these 
policies 


Answer 


(a& b) (1) For “loss occasioned 
by burglary” the insurer agrees to 
pay for that proportion of a mer 
chandise loss which the amount of 
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Standard Accident Insurance Company, Detroit 


and its affiliated companies 


PLANET INSURANCE COMPANY, 
PILOT INSURANCE COMPANY, TORONTO 


x 


Home Office: Detroit 32, Michigan 


Standard Service Satisfies . . . . ... 6 « we 


DETROIT 


. + Since 1884 


























insurance carried bears to the re 
quired percentage of the actual value 
of the stock or to the coinsurance 
limit, whichever is less. In this par- 
ticular case the required percentage 
of actual cash value is 50%, Le., 
50% of $50,000 or $25,000, but the 
coinsurance limit of $20,000 is less 
and this is, therefore, the amount 
of insurance the owner of the shop 
should have carried. The liability 
of the insurer for loss on the mer 
chandise should then be calculated 


as follows 


\mount of insurance carried ($15,G00) 
Amount of insurance required ($20,000) 


x loss ($6,500) $4,875 

The imsurer is also lable for 
burglary damage to owner's prem 
ises. The damage to the dress 
closet ($1,000) would be paid im 
full, as the comsurance clause ts 
applicable only to merchandise. The 
damage to the plate glass would 
not be covered, as such damage ts 
specifically excluded by the policy 

2) Although there is no essen 
tial difference in the principle of 
coinsurance, which ts designed to 


For June, 195% 






encourage insurance to value, there 
is a difference in the actual applica- 
tion of coinsurance. In the open 
stock burglary policy there is both 
a coinsurance percentage and a co- 
insurance limit. The coinsurance 
percentage reflects the experience of 
a particular territory, while the limit 
is varied on different kinds of goods 
in accordance with its stealability 

In fire policies, there is no coin 
surance limit and a coinsurance pet 
centage is used. Moreover, the 
coinsurance clause does not depend 
on territorial experience. The pos 
sibility of total loss to the property 
at risk is always present, and the 
coinsurance clause is intended to 
prevent partial losses to a risk be 
coming a total loss to the insurance 


on tt 


(c) The two policies without a 
deductible would pay their share of 
the total loss of $600 as follows 


$ 5,000 
1953 policy pays x $600 or $200 
$15,000 


$ 5,000 
1954 policy pays - x $600 or $200 


$15.000 


These two polices pay in propor 
tion that their insurance bears to 
the total fire insurance on the risk, 
as stated in the pro rata liability 
clause of the standard fire policy 

Insurance with deductible pays its 
pro rata share of the entire loss 


less deductible 


$ 5,000 
x (S600 $50) 
$15,000 


1955 policy pays 


$183.33 


lhe total recovery in this loss ts, 
therefore, $583.33 and the insured 


has to bear $16.67 as his own share 


QUESTION 4. 


“Other 
commonly part of an insurance con 
tract. With respect to each type 
of contract listed below, indicate 
whether “other insurance” (a) con 
tributes, (b) is excess, (c) voids 
policy, (d) has no effect. In each 
case, give the justification or the 
controlling insurance principle, for 
the rule or interpretation that ap 


insurance’ clauses are 


“e 


plies 
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C.P.C.U. Answers——Continued 

1. Fire insurance (on household con 
tents). 

2. Personal property floater 

3. Ocean marine (American Hull 
Svndicate form) 

4. Primary commercial blanket 
bond 

5. Mercantile open stock burglary 
policy 


6. Commercial — accident policy 
(Bureau form). 

7. Property damage liability under 
a boiler and machinery policy 

%. Automobile lability 


Answer 


(a)(b)(c) & (d) 

1. Fire insurance (on household 
contents) contributes. The problem 
of other insurance is dealt with 
‘ through the pro rata liability clause 
which provides that the insurer shall 
not “be liable for a greater propor 
tion of any loss than the amount 
hereby insured shall bear to the 
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NEW VICE PRESIDENTS 


‘ 

} 

4 Following a revision of this Society's t 

} one-vice-president proviso, Deane \ 

4 Merrill (Newark, N. J.) and Malcolm ) 

§ G. Young (Chicago) have been { 

? elected vice presidents. Conse- 4 

4 quently, J. Edward Hedges, Professor ) 

§ of Insurance, Indiana University, re- 4 

placing Mr. Young as senior member 4 

4 P 9 : 

4 of the central district's board of di- , 

4 rectors, automatically becomes re- 4 

} gional vice president. 5 

4 Filling the election created vacan- , 

4 cies, Hugh W. Donovan (Hartford, 

, Conn.) and Robert O. Young (Cleve- 
land, Ohio) have been appointed to 
the boards of directors representing 
the eastern and central districts, 
respectively. ) 

| eee eee 

whole insurance covering the prop- 
erty against the peril involved, 
whether collectible or not.” This 
clause prevents an insured from 
collecting his loss in full from more 

than one company, and it protects a 

solvent insurer from bearing the 

burden of a company which has 
failed. 


2. The personal property floater 
permits other insurance only if it 
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is endorsed thereon or 1f it covers 
certain specified types of property. 
If at the time of loss there is such 
permitted valid and collectible in- 
surance, the PPF applies only as 
excess insurance. 

The PPF is designed to insure 
virtually all of the assured’s per- 
sonal property, as is evidenced by 
the declarations made in the policy. 
As the underwriter contemplates in- 
suring all the risk in a single con- 
tract, and thereby replaces all other 
insurance, he logically prohibits 
other insurance. 

3. There is no “other insurance” 
clause in the American Hull Syn- 
dicate form. It is written as a valued 
contract, and in practice no single 
insurer normally writes the entire 
line, but the valuation provision ef- 
fectively makes each insurance con- 
tributory. 

4. The primary commercial blan- 
ket bond is excess of any other 
insurance or indemnity covering any 
loss or losses under the bond. The 
bond responds only for the part of 
loss in excess of the amount recover- 
able or recovered from other insur- 
ance. Inasmuch as the purpose and 
intent of the bond is to cover all 
employees, the underwriter does not 
expect the insured to carry other 
insurance. If there is other insur- 
ance, it is likely to be more specific 
than a P. C. B. bond. 

5. The mercantile open stock bur- 
glary policy provides for pro rata 
contribution on the basis of all valid 
and collectible insurance covering 
the loss or damage. While the coin- 
surance requirements for open stock 
burglary coverage tend to discourage 
the insured from carrying more than 
one policy, should he do so, the 
“other insurance” clause operates to 
distribute the loss over all his insur 
ance and to discourage over-insur- 
ance. 

6. There is no “other insurance” 
clause in the commercial accident 
policy. The underwriting and rate 
structure of this type of insurance 
contemplates that there may well be 
other contracts applicable to the 
loss, because the policy is not one of 
true indemnity, there being no prac- 
tical means for measuring the true 
value of the loss to the insured. 

7. Under the “joint loss” pro- 
vision of the boiler and machinery 
policy, there would be contribution 
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in the event of property damage 
ability, but it would be based on 
the relation of the amount of insur- 
ance remaining in the B & M policy, 
after payment of direct and 
expediting expense, to other prop- 


loss 


erty damage liability insurance ap- 
plicable. This unusual provision of 
the B & M Policy is necessary to 
secure equity in the pro rata liability 
because of the progressive reduction 
in the amounts recoverable under 
the policy as each section of coverage 
responds. 

8. In general, automobile liability 
insurance contributes with all valid 
and collectible insurance, but for 
temporary substitute automobiles 
(Insuring Agreement IV ) and other 
automobiles (Insuring Agreement 
V) the policy is excess. This is so 
because the intent of the policy is to 
make the “insured car” 
primary rather than the 
operator 7] 


coverage 


“insured 


QUESTION 5. 


(a) In determining the building 
rate for fire insurance, contrast the 
Dean or Analytic Schedule and the 
Universal Mercantile Schedule with 
respect to the method of handling 
(1) structural characteristics, (2) 
occupancy, (3) exposure. 

(b) Explain, with reasons, how 
(1) structural characteristics, (2) 
and (3) exposure are 
treated in the determination of 


occupancy, 


“class” fire insurance rates 


Answer 


(a) In determining the building 
rate for fire insurance, the Universal 
Mercantile Schedule and the Dean 
Analytic System differ in the follow 
ing respects: 


1. Structural characteristics. The 
UMS basis rate is for a standard 
building of high quality, in a high 
grade city. The Dean 
varying widely with territory and 
time and with a number of basis rates 
available for different grades of 
cities, is for a building of mediocre 
grade. As a result, in UMS there 
are likely to be many charges and 
few credits, 
System produces both charges and 
credits. In the UMS, charges are 
in flat amounts and credits in per 


basis rate, 


whereas the Dean 
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centages. In the Dean System both 
charges and credits are percentages. 


2. Occupancy. The UMS treats 


occupancy by applying a flat charge 
determined from an Occupancy 
Table. The Dean System uses a per 
centage charge determined from an 
Occupancy Table which analyzes the 
occupancy from three angles 
causes, combustibility, and damage 
ability. The sum of these percentage 
charges recognizes the importance 
of occupancy in its effect on fire loss 
experience and is more flexible than 
the single figure of the UMS. 

3. Exposure. Both systems make 
charges for exposure dependent on 
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LOS ANGELES 


distance from exposed buildings and 
their rates 
lack of exposure is possible in the 
UMS. 
tailed exposure 
hazard, trans 
mitted, and absorbed exposure 
(byl ) 
geneous divisions are made of struc 
tural characteristics. | 
reported and rates are made in such 
categories as frame with approved 


A percentage credit for 


The Dean System gives de 
analysis to the 
involving radiated, 


In class rates, large homo 


xperience 1s 


roof, frame with unapproved roof, 
brick with approved roof, brick with 
unapproved 
jurisdictions 


roof (Occasionally 


rating give special 


(Continued on the next paae 
















C.P.C.U. Answers—Continus 


treatment to buildings of fire-resis 
tive construction which would other 
wise take class rates. ) 

Class 
applied to dwellings, 


rates, which are generally 


farms, small 
mercantiles, and churches, also pro 


vide flat additional charges for cer 


tain structural deficiencies; e.g., a 
metal vent stack through a frame 
wall or roof instead of a_ brick 


chimney built from the ground 


Te the Alert regent” 








A Solid Company 


with 130 years of 


financially sound operation 


Looking back on the experience of 130 years 
is helpful in maintaining a sound, 

progressive viewpoint toward the future. 

If you want to know more about our viewpoints 
we will be glad to hear from you. 


Current Dividend 20% 


Oldest Massachusetts Fire Insurance Compony 


; Worcester 
Mutual | 


Fire Insurance / 
_.\ (ompany 


BU Fike prov ection) 


Breakdown in classification 1s 
unwarranted because differences be 
individual risks would have 


negligible effect on loss experience, 


tween 


and the expense of inspection is not 
justified 


(2) Occupancy is also a basis ot 
class determination 
that the risk inherent in certain 0¢ 
cupancies is the same, or so nearly 
so, as to make distinctions for indi 
vidual risks impractical or uneco 
nomical, experience is recorded and 


On the theory 
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rates determmed tor broad cate 
yories, such as one and two-family 
dwellings, four to six-family apart 
ments, and seasonal 
\gain, the reason, as for structural 


characteristics, is the small differ 


occupancies 


ences which are measurable, and 
the cost of inspections 
(3) Exposures, as such, are 


usually ignored. They come into 
the rate only as total exposure affects 
total experience, which in turn affects 
the class rate levels. (Certain ex 
posures may take a risk out of class 
rating.) The theory is that risks 
of a given class will have sub 
stantially :the same exposure; fot 
example, the great majority of 
dwellings are exposed by other 
dwellings in residential communities 
or sections. 
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yntinued next mont} 


CRIME REPORT 


Mc CRIMES in the United 
States totaled more than two 
million according to the annual bul 
letin of the Federal Bureau of In 
vestigation. This was an upsurge 
of 8.2% over the 1,882,160 crimes 
of all categories estimated for 1951 
Crimes of violence rose 10.2% while 
burglaries and thefts increased 8%. 
Crimes in cities rose 8.1% in 1952 
with increases reported in each crime 
classification for the first time in 
seven Aggravated assaults 
and robberies Jead the other classifi- 
cations in the increase. Rural crimes 
correspondingly rose 8.6% over the 
1951 reports with robberies show 
ing the greatest increase. Negli 
gent manslaughter was the only 
classification to show a decrease 
The F.B.I. report shows that 
crimes against the person tend to 
increase in the warm months of the 
year while crimes against property 
are more numerous in the dark 
winter months. Auto thefts, except 
for accessories, are more numerous 
in the winter while auto accessory 
thefts rise soon after the first of the 
year but start to decline before the 
end of spring. Negligent manslaugh 
ter (mostly traffic deaths) occur 
with less frequency during summe: 
months. From the consideration of 
value, automobiles represent over 
55% of the merchandise stolen by 
criminals 


years. 


Beats Fire and Casualty 
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EDITORIALS 


Company Changes .. ; én ...Feb 
( sompulsory Automobile ‘Insure ane a beens “ . Apr. 
Editors’ Corner, The (monthly) ... June 
Executive Comment “ sal . 14, Apr. 
Insurance in a Competitive World . Feb. 
Insurance Groups ... . June 
Insurance Stock Trends 
Letters ge 
Life Insurance Stocks 
Operating Results—Stock 

Mutual 
Review and Preview aa 
Stock Underwriting by Leading Classes 


BUYERS & LOSS CONTROL 


Behind the Losses (monthly) 
Buyers’ Round Table (monthly) . 
Casualty Rating, Recent Trends in— ‘Seymour FE. Smith . 
Don’t Help the Burglar—Yale & Towne Mfg. Co 
Employer's Responsibility, The—7.M. Forbes 
Individual Risk Rating—S. Alerander Bell 
Loss Control (monthly) 
Losses, Expenses and Profit—Ralph H. Blanchard 
Medical Expense, Major—Benjamin Lorber 
N. Y. Safety Responsibility Act—Victor F 
Safe Highways Mar 
Safety Ideas, Our Best—J. A. Blackburn, James McClimana, 

J. Pat McClendon, H. H. Greer 
Safety Suggestion System, A—Norman MacLeod 
Small Business Safety—Ned H. Dearborn .... 


June 


Veness . 


LEGAL & CLAIMS 


Adjuster’s Best Friend—J/. O. Holbrook 

Awards and Compensation—Ray Murphy 

Contracts, New Insurance—W. Edgar Porter ...........666..38@ 
Diplomatic Immunity—W. 7’. Deeks 

Fire Legal Liability—Richard  . Winslow . 
Handling of Claims, The Moore & 8 

Insurance Contracts, New— iv ‘Fadgar Porter . 
Judge Says, The—Thomas FE. Lipscomb (monthly) 
Legal Spotlight, The (monthly) 

Legislative Season, 

Loss Logic (monthly) 

Protecting Evidence—L. 8. Fletcher : 
Signed Statements Preferred—William .J Pe den 

Sixty-second Photography—Roger Sortevik 


Mackie... 


MANAGEMENT & GENERAL 


. & H. Developments (monthly) . 
& H. Insurance and The Public—/. F. Follmann. Jr. 
Au Risk, Specified Perila vs.—Peroy P. Lynch 
Audit of Statutory Statements, The—2d:card J. “Peitly cenead 
Automobile Problem, The 
Classified Fire E xperience—John S. McGuinness . 
Compulsory Insurance (Pro) --Alfred J. Bohlinger . 
(Con)—Assoctation + Casualty & Surety Cor. 
Financial Statements, Using—Williard F. Stone 
Fire Experience, Classified—John S. McGuinness 
Furriers’ Customers, The—S. 0. Maclean 
jreat Partnership, The—James F. Crafts 
Health, To Better—Delbert L. Pugh . ap eviebs 
Insurance in Transition—Spalding Southall 
Insurance Woman, The—M. H. Blackburn 
Informed Public, An—George Hammond .. 
Insured to Kill—Robert H. Oppenheimer 
Larger Losses—Winfield W. Greene 
Law of Large Numbers—/.. Longley-Cook @ D M. Pruitt. 
Legislative Developments 
Major be me Expense—J. ‘oo Burgoyne, 
David H. Harris, Robert FE. Rya 


June 


Multiple Line Concept, The—William D. Winter . 


National in Scope— 
Need for boone gy,” 
Our Existence Howard Stewart ‘ 

Rising Costs Robert W. Carey . 

Specified Perils va. All Risk—Percy P. Lynch 
Three Dimensional—Fllis H. Carson 

Training Young Drivers 

Trusteed Groups—FEdivin P. Rronks 
Mneatiafied Judgment Funde—F WO & Piney 


onald O. Bowersock ... 
The—Irving G. Wessman 
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MONTHS 


OFFICE METHODS 


Around the Office—Guy Fergason (monthly) 
Beautiful and Useless, The—Dudley M. Pruitt 
Letter Letters—Richard H. Morris ‘ 
Booklets (monthly) 

Does Merit Rating Encourage? 
Electronic Calculator ..... 
Electronics in the Office—L. 8. Rinehart |... 
Pxecutive Crisis, The—Ingolf H. FE. Otto 
Executive Inventory, The—I/ngolf H. FE. Otto 


Guy Fergason 


Financial Incentives Worthwhile?, Are— ony Fergaton . 


Forms Control—John H. Conneely, Jr. 

How to Keep the Boss Happy 

Incentive Bonus Plan—William R. Phelan 

“Management Training” Being Over- Emphasized ?, 
Guy Fergason 

Man Alone, A—Dudley M. Pruitt . 

Measuring the Utilization of Punched Card Machines 
Raymond Hunt 

Middle Management Study—G. H. Hamilton 

Modern Aids to Office Efficiency (monthly) 

Office Equipment Directory (monthly) 

Overloading and Delegation—Guy Fergason 

Reports to Management—Guy Fergason 

Robot Brain 

Where and How Do You Recruit ?—Guy ‘Fergason oe 

Work Measurement—John C. Morris . 

Your Secretary—Mary H. Barrett 

Zero Started It All—Facit, Inc. 


RATE CHANGES 


Automobile 
Ga., Okla., Pa., N. H., N. C., 
Ala., Mass., N: Y., Ohio, 8. > 
Oklahoma, New Jersey, Ohio, Colorado 
Minnesota, Washington, Wisconsin 


ire 

California, Geor 

Illinois, North Caretioa. South Carolina 
Michigan, Virginia, Vermont 
Connecticut, Texas 

Washington 

Hall 

North Carolina 


. ~ . 
Minnesota, Rhode Island 
Workmen's Compensation 
New York, Missouri .... 
Rhode Island, Pennsylvania ; 
Mass., New Jersey, New York, Virginia 


SALES & EDUCATION 


Art of Salesmanship, The—John F. Hyde .. 
ae Builders—M. H. Blackburn .... 
».C.U. Questions and Answers American Institute 
a I—Insurance Principles and Practices......Apr 
Part II—Insurance Principles and Practices . 
Collection Troubles—Harley J. Reynolds . 
Creative vs. Routine Selling—Phil Glanzer 
Credit and Insurance—Robert FE. Ryan 
Crime Pays—Val White ‘ 
Educational Program, Revised 
House that Jack Built, The 
Insurance and Credit—Robert F. Ryan 
Tevels of Salesmanship—Charles LL. Lapp . 
It’s Fun Being Lazy—William A. Gottsacker 
Overseas Insurance—L. H. Collier 
Power of Suggestion, The—H. M. Hudson 
Prospects in Blue—Continental News 
Quiz of the Month 
Insurance Fducation 
Your Tax 1.Q.—Oharles HB. Noyes 
General Insurance Fducation ... naokae 
Fire Insurance May 
Salesman is Human, Tne—W. R. Parker 
Sales Slants from Other Fields (monthly) 
Secret Weapon, The—B. W. Rhodes 
Selling Parade, The—Charles RB. Roth 
Selling Tips from the Home Office (monthly) 
Serve, Show and Suggest-.William 1, Gove 
Special Risks, Glamour of—American Arrow 
Student Coverage—Wayland Mansfield ~ 
Sympathetic Approach, A—Donald F. Sager 
Ten Commandments for Seiling—The iseienies 
Three Foolish Versions—H. J. Doolittle, CP CT 
Three Real Salesmen—S. R. Hutchinson .. 
Time Element Insurance—Carl H. Roggenkamp 
Ise of Television—Fugene A. Conttlin 


>LETE INDEX ). 


LAST SIX 


June SO 
..Feb. 102 
May 120 
June 83 
May 118 
May 134 
May 120 
.Mar 80 
June 7 
Jan. 
June 77 
Jan. 
Apr 


June { 
. Jan. 


June 7 
June 2 


Apr. 6 
.-May 115 
Feb. 107 


Jan. 112 


‘June 134 
.May 37 
. Jan. 66 


. Jan, 49 
Feb. 55 
June 130 


Apr. 7 
June ™ 


107, May Sf 
June %#*# 
June 35 

..-Mar. 67 
..Mar. 61 
June 20 
Feb. 8) 

. Jan, 87 


May ‘101 
June 53 


Dec. 113, Jan. 10% 
Fr 


‘eb. 116 


Mar. 72, Apr. 
103, June @7 


-- Jan, 4% 
June 7 
Apr. 0% 
June 70 

June 102 
June 07 
Apr. % 
May 

...Mar. 29 
is s+ 

. Apr. 


Jan. 





MISCELLANEOUS 


ullding (‘ost Index 
Company Developments 
Conventions Ahead 


Fire Losses, Monthly 


Home Office and Field Appointinent~ 
Insurance Stock Quotations 


. June 4 


..June 8 
June 9 


New Publications 


Stock Index, Best’s 


.. June 41 
June 117 
. June 5 
June 132 
..June 4 


INSURANCE COMPANIES REPORTED UPON (FROM JANUARY, 1953) 


Admiral Fire, Houston 
(Begins Operations) 

Aetna Casualty, Hartford 
(Special Extra Dividends) 

Aetna Insurance, Hartford 
(Increases Dividend ) 

Agricultural Insurance, Watertown 
(Stock Split Proposed) 

(Stock Split) 

Allstate Insurance, 
(Enters Canada) 
(Credits Driving Education) .....¥ 

America Fore Group, New York 
(Offer to Arbitrate) 
(Wentworth, Secretary) 

American-Associated Cos., 
(Taylor, Vice President) .. 
(To Increase Capital) ... 

American Casualty, Reading 
(Stock Dividend) 

American Farmers, Phoenix 
(Suit Settled) 
American General, 

(Stock Dividend) 

American Indemnity, Galveston 
(Sanderford Promoted) 
(Winter Advanced) 

American Insurance, Newark 
(Promotions and Elections) . Ja 
American Mutual Benefit, Philadelphia. 

(Changes Name) May 

American Mutual Liability, Boston 
(Clinton Advanced) 

(New Vice Presidents) 

American Mutual Reinsurance, 
(Executive Advancements) .. 

American Progressive Health, N 
(New Director) 

American Reinsurance Group, 
(Official Changer) 

American Surety, New York 
(Arbitrates Liability Claims) 
(Accountants Liability Polley). 

American Universal, Providence 
(Additional Capital) 

(New Director) 

Arex Indemnity, New York 
(Change in Control) .. 

Associated Reciprocal, Port Chester 
(New Attorney-in-Fact) 

Atlantic Mutual Group, New York 
(Official Changes) 
(Deviation Approved) .. . 

Automobile Insurance, Hartford 
(See Aetna Casualty) .. : 

Balboa Insurance, Los Angeles 
(New Exec. V.P. and Dir.) 

Balfour-Guthrie Insurance, 


Chicago 


June 
.Apr. 
.-Feb. 
Houston 

. Jan, 


..Mar. 


I 
New Y ork 
M 


. Apr. 


.Mar. 
June 


. Jan, 


. 133 
. 113 
. 118 


. 113 
. 141 


. 141 


143 


. 113 
. 143 


121 
121 


141 
133 
113 
143 


y 143 


. 113 
143 


. 141 
y 143 


y 143 
. 141 


y 143 


133 
141 


. 133 
. 133 


121 


. 114 


143 
121 


113 


. 114 
San Francisco 


(New Carrier) ay 143 


Bituminous Companies, Rock Island 
(White, Chairman and President) 
Boston Group, Boston 
(Stock Split Approved) 
(Promotions) 
Caledonian Group, 
(New Director) 
Camden Fire, Camden 
(New Secretary) 
Central Mutual [nsurance, 
(Dividends Increased) ... 
Century Insurance ye New York 
(U. S. Manager to Retire) .. June 
Citizens Casualty, New York 
(Capital Increase) 
(See Arex Indemnity) .... 
Commercial Investment Truet, 
(Bishop, Exec. Vice President) . 
Commercial Standard, Fort Worth 
(Advancements) .Apr. 
Commercial Union Group, New York 
(New Director) 
Community Mutual, Philadelphia 
(See American Mutual Benefit) 
Continental Casualty, Chicago 
(Stock Dividend) 
(New Vice President) 
(Actara’ Poalicten) ...cccccocscece Mar. 
(Raises Polio Rates) 
Emmeo Insurance, South Bend 
(Shortall, Exec. Vice President). 
Emplovers Reinsurance, 
(1952 Figures) 
(Trimble Promoted) 
Excelsior Insurance, Syracuse 
(Official Changes) ....--.0eeeeee Mar. 
(New Director) 
Farm Bureau Companies, Columbus 
(Kramer, Assistant to President) .May 
Federal Insurance, New York 
(Merger Proposed) 


Jan. 


Hartford — 


Van W 


June 

June 
York 

-Apr. 


New 


May 


..-May 


.Apr. 
Kansas City 


June 


144 


114 


. 133 
r. 142 


143 


y 144 
. 143 


121 


121 
121 


142 
142 
144 
143 


. 133 
. 133 


143 


. 143 


Fidelity and Deposit, Baltimore 
(Increases Dividend) 

(New Vice Presidents) 
(New Directors) 

Fidelity and Guar. Ins. Undrs., 
(Official Staff Changes) 

Fidelity Interstate, Vhiladelphia 
(Capital Increased) 

(Capital Decreased) 
Fidelity-Southern Fire, Houston 
(New Company) 
Firemen’s Insurance, 
(New Director) 

General Fire & Casualty, New York 
(New Director) 

(New President) 

General Guaranty, Winter Park 
(New Company) 

General Ineurance, Trieste 
(U. 8. Branch) " 

General Reinsurance Group, New York 
(Boles Advanced) 

Glens Falls Group, Glens Falls 
(New Director) 

Globe & Rutgers Group, New York 
(Youngman, Chairman) .. June 
(New Directors) 

Government Employees Ins., 
(Perry Joins Company) 
(Stock Dividend) ............0. Mar. 


Grain Deaters Mutual, Indianapolis 
(Executive Appointments) Ma 

Great American Indemnity, New York 
(Appointments) 

Great Lakes Fire & Marine, Toledo 
(New Company) 

Gulf Insurance, Dallas 
(Stock Dividend) 


Hanover Group, New York 
(Increases Dividend) 
(New Director) 

Hartford Accident, Hartford 
(New Directors) 

Hartford Fire Group, Hartford 
(New Director) 
(Official Changes) 
(New Directors) 


Hartford Steam Boiler, Hartford 
(Pays Extra Dividend) 
(New Vice Presidents) 
Helvetia Fire, St. Gall 
(See Penn-Liberty) 
Holyoke Mutual Fire, Salem 
(Executive Appointments) 
Home Indemnity, New York 
(Love, Executive Vice President) Mar. 
(Hargrett, Director) 
Home Insurance, New York 
(One Hundred Years Old) .......May 
Home Insurance, Honolulu 
(New President) Ma 
Houston Fire & Casualty, Fort Worth 
(Capital Increased) 
(Rejoins Company) .. 
(Ferguson Advanced) Ap 
Enauetrtal Indemnity, San Francisco 
(New Vice President) Ma 
Inland Empire Insurance, Salt a. c ity 
(Howay, Vice President) June 123 
Insurance of N. A. Group, Philadelphia 
(Directors to Visit Pacific Coast) Mar. 
(New Blanket Fidelity Form) ....Mar. 
(New Inland Marine Form) 123 
(New Vice Presidents) 123 
Insurors Indemnity, Tulsa 
(Change in ¢ ‘ontrol) May 145 
Inter-Ocean Reinsurance, Cedar —— 
(Dividend Action) Jan. 116 
Keystone Mutual Casualty, P ittsburgh 
(Rehabilitation Denied) Jan. 116 
Liberty Mutual Insurance, Boston 
(Independent Merit Rating Plan) Jan. 116 
(New Director) Feb. 135 
London & Lancashire Group, Hartford 
(Advancements) Apr. 144 
Louisville Fire & Marine, Louisville 
(New President) 
Lumbermen’s Lloyds, Lufkin 
(Change in Control) far. 146 
Lumbermens Mutual wie Chicago 
(New Pollo Plans) pr. 144 
Lumber Mutual Casualty, New York 
(New Directors) Apr. 144 
Lumber Mutual Fire, 
(New Director) 
(Strong, Advanced) 
Manhattan Casualty, 


pr. 
Baltimore 
Feb. 


Newark 


Washington 


145 


145 
146 


Boston 
124 


124 
New York 
(Management ( “*hanges ) June 124 
Manufacturers’ \ eed Pamatelpnn 
(Appointments) Jan. 117 


Maryland Casualty, Baltimore 
(Recommends Add’! Financing) ...Feb. 
(Stock Issue Approved) ees 3 

Merchants Fire Group, New York 
(Elections) 

Meridian Mutual, Indianapolis 
(Russell Elected President) ...... May 

Meserole Group, New York 
(Advancements) 

Meridian Mutual, Indianapolis 

New Company) 

Michigan Mutua Liability, Detroit 
(New Directors) a 

Mid-Century Insurance, Los Angeles 
(New Company) A 

Midwestern Insurance, Oklahoma OF. 
(Change in Control) . 

Motor Vehicle Casualty, Chicago 
(100% Stock Dividend Declared) . 
Mutual Boiler & Mac ~ = e Boston 

(New Vice Presidents) 

Mutual Fire, Marine, Philadelphia 
(Advancements) 

Mutual Service Casualty, St. Paul 
(To Recognize Driving Courses) .. 

National Fire, Hartford 
LOOW DADGHOED, cacrseccvccevencs Mar. 

National Indemnity, Omaha 
(Capital Increase) 

National Surety, New York 
(New Director 

National Union iroup, Pittsburgh 
(Capital Increase) 

New Amsterdam Group, Baltimore 
(New Director) 

Newfoundland American, St. John’s 
(Authorized) M 
New Hampshire Fire, yo 

(Recommends Stock Dividend) . 

New Insurance, Geneva 
(See Penn- Liberty PF 

New South Insurance, Winston Wiig 
(New Company) 

North American Accident, Chicago 
(New Vice President) 

North British Sree. London 

New Vice Presidents) 

Northeastern Insurance, 
(Executive Changes) 

Ohio Casualty, Hamilton 
(Stock Dividend) 

North Star Reinsurance, New York 
(New Secretary) 

Ohio Hardware Mutual, Coshocton 
(Executive Appointments) .......May 

Pacific Employers, Los Angeles 
(Appointments) .. 

(New Directors) 

Peerless Casualty, Keene 
(New Director) Mar 

Penn-Liberty Insurance, Philadelphia 
(Change in Control) Feb. 
(Capital Increased) Apr. 
(One-third Interest Sold)........ May 

Phoenix Insurance, Hartford 
(Increases Dividend) 

Preferred Accident, New York 
(Suits to Recover Premiums) posi 
(Initial Liauidatiog | Sevenein) « 

(To Review Test 

Preferred Insurance, Grand Rapids 
(Stock Dividend) ..... 

Republic Insurance, Dallas 
(Stock Dividend) M 

Rhode Island Insurance, Providence 
(Insolvent) f 

Royal-Liverpool Group, Liverpool 
(New rw @ = 
(New A. & H. Forms) 

(Lewis, Advanced) 

St. Paul Group, St. Paul 
(New Director) 

(Centennial Celebration) 

Saskatchewan Covernment, Regina 
(1952 Operations) 

Seaboard Mutual Casualty, 
(Assessment Order) 

Seaboard Surety, New York 
(Stock Dividend Proposed) ...... ar. 
(Stock Dividend) 

Shamrock Casualty, New York 
(Organizing) Jan. 118 

South Carolina Tasnrance, Columbia 
(Expanding Operations) ‘eb. 138 

Southwestern Insurance, Oklahoma City 
(New Company) Apr. 146 

Sprinefield Group, Springfield 
(Schlesinger Promoted) or. 146 

149 


.June 


May 


.Feb. 1 


Hartford 


Phiiadeiphia 


149 
y 147 


Standard Accident Group, Detroit 
(New Directors) 
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State Farm Group, Bloomington (Dow, Vice President) .... Mar. 14% U. Ss. Guarantee, New York 


(Agents Held En 4 yees) . Feb. 138 (New Vice Presidents) June 125 (See Federal Insurance) June 122 
(CIO Withdraws Election Position) Trinity Universal, Dallas Virginia Fire and Marine, Richmond 
Mar, 149 (Stock Dividend) Feb. 139 (Smith Succeeds Minor) ....-.-: Jan. 119 
Sterling Insurance, Chicago Tri-State ¢ ‘senpamion Okiahoma city Western Casualty & Surety, Fort Scott 
(Control Acquired) ............004 pr. 146 (See Midwestern) Feb. 136 (Stock Dividend) .. Jan. 119 
Sun of London Group, New York Tri State Mutual, Palmyra ee Western Mutual Insurance, Des Moines . 
oo... Shino gy aI Jan. 118 (New Mutual) - Apr. 147 (Polio Policy) .........+::- Jan. 11f 
Superior Automobile, Florence an a ae . Wolverine Insurance, Battle Creek 2 
CEMRGMIINE basics ccccccee ....Feb. 139 Union Reinsurance, Zurich 4 : (Capital Change) ...... Apr. 147 
Texas Mutual, Beaumont m. S. Branch Licensed) ........ Feb. 139 yorkshire Insurance, New York ; : 
(In Receivershi TC rT Apr. 147 S. Fidelity & Guaranty, Baltimore (Merger) ..ccccscccccessceecs .Feb. 139 
Transamerica ee San Francisco + aoe Exec. Vice President) . . Jan. 118 Yorkshire Insurance, York : ; 
CONOND CUOMONND: oo icccccccscusc Apr. 147 Ce oo eden caencvant Jan. 118 (Advancements) ..... Feb. 139 
Travelers Group, Hartford (Stock Dividend) .......cce0. Apr. 147 Zurich Group, Zurich : \ 
(New President) ....ccccccccscced Jan. 118 (Official Changes) .......... June 125 (Vogt Advanced) .. -Feb. 139 





BEST’S 
FIRE AND CASUALTY 


AGGREGATES & AVERAGES 





Presents the averages and breakdown of the entire fire and casualty 
business as a whole, of individual companies—stock, mutual, reciprocal 
and Lloyds—and of all lines of coverage. Vital data unobtainable else- 


| where. 

THEY SAY 
“It's outstanding ..." “It covers the insurance business . . .” 
"It condenses the past and present history of insurance 
companies and the entire business into one volume.” "'It is 


extremely valuable to anyone in the insurance business . . .” 


THEY REFER - 


to BEST'S FIRE & CASUALTY AGGREGATES AND AVER- 
AGES because it brings 20-30-40 and in many cases 50 
years of the complete past and present history, data and 
trends of the insurance business together in one concise, 
complete and authoritative book. 


THEY USE- 


and refer to BEST'S AGGREGATES constantly as it is a 
necessity to anyone interested in insurance—company execu- 
tives, investors, agents, branch managers, brokers, students, 
etc. Cost—only $10.17 (postage included). Write for com- 
plete information. 








ALFRED M. BEST COMPANY, INC. 
75 FULTON STREET NEW YORK 38, N. Y. 
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“The above discriminating list of clients recognize that an advertisement in BEST’S 
INSURANCE NEWS is a mark of distinction as only those insurance companies which 
receive our recommendation are permitted to advertise in its columns.” 


BEST'S INSURANCE NEWS 


The National Magazine of Insurance 


Beats Fire and Casualty News 





The only 30 Day aywreaisal service: 


YOU NEED THIS SERVICE TO KEEP ABREAST OF FAST 
CHANGING MARKET CONDITIONS 





Monthly issues of the N.A.D.A. 
Official Used Car Guide supply 
current values and all other 
data you need. You receive 
quarterly wire-o-bound — issues 
of more than 250 pages, with 
supplements for the interven- 
ing months to keep you up to- 
the-minute on continuously 


changing figures and facts. 


You get up-to-date average re- 
tail, average loan, and average 
**As-Is” values; insurance sym- 
hols, factory delivered prices, 
motor and serial numbers, and 
also illustrated motor and serial 
number locations, model iden- 
tification and mechanical spec- 
ifications and standard factory 
equipment. In addition, aver- 
age loan and average retail 
values on most trucks up to 


16,000 + G.V.W. 


Here’s all the information 


you need at your fingertips. 


Lg 


ode 


TITY PRICES on RE 


published by 


NATIONAL AUTOMOBILE DEALERS USED CAR GUIDE COMPANY 
1026 17th Street,N.W. © Washington 6, D.C. 





Office 


Spending too many painful hours in the office? 
Harassed by routine and pressed for time? Could 
be that incorrect office procedures are to blame! 


Naturally you want to render prompt and ac- 
curate service to your policyholders and prospective 
customers. But you can’t do the job you'd like—if 
you're compelled to spend valuable time on office 
detait that could be better organized. 


North America’s Staff Department is constantly 
advising Agents regarding proper office routine, 
procedures and equipment. The essence of this 
service to Agents is contained in a recent series of 
articles in The North America Fieldman, reprints of 


No. 6 in a series 





routine giving you a headache ? 


which are available through the North America 
Service Office. 

This advisory service is another of the ‘Plus 
Values” that come from representing the North 
America Companies. Ask the nearest North America 
Service Office for details about this and other North 
America ‘“‘extras.” 


NORTH AMERICA COMPANIES 


Insurance Company of North America 
Indemnity Insurance Company of North America 
Philadelphia Fire and Marine Insurance Company 


PROTECT WHAT YOU HAVE Philadelphia 1, Pa. 


Pioneers in Protection —Serving with 20,000 Agents in the Public Interest 





